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All Detroit agrees 


tomotive designers have the impossible job of can’t get a start because coatings based on tough, 
to please every new car purchaser. But flexible Epon resin won’t crack —a wallop will dent 
rican car makers agree on one point: The first rather than chip them. 
t of paint that goes next to the metal should be . . . 
ed on epoxy resin. Protecting metal from corrosion and wear is an-' 
Prime coatings made with Shell Chemical’s Epon® other way Shell Chemical 
form a moisture-proof, airtight shield against helps cars and home ap- 
[hese rugged primers assure smooth top coats pliances look better and 
bond tightly to any type of finish. Corrosion last longer. 


Shell Chemical Company 


Chemical Partner of Industry and Agriculture 
NEW YORK 
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You can tell 
the SiS! man 


by his complete line of bearings! 


He can promptly fill your requisitions for applications . 
both ball and roller bearings—for many thou- 


. . plus the services of versatile 
application engineers and bearing designers 
sands of sizes. No one else offers such a variety! in the home office of S&F. 

Besides this big selection, he offers his per- Why not speed up your bearing orders by 
sonal experience with countless bearing calling him today? 


EVERY TYPE-EVERY USE 


okKF. 


Sar INDUSTRIES. INC... PHILADELPHIA 32. PA 


* REG. U. &. PAT. OFF, 
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4 LocIcAL 
REASONS WHY 


PA'S SPECIFY 


B&W JOB- MATCHED 


WELDING 
FITTINGS AND 
FLANGES 




















W Welding Fittings are B&W integration of knowledge and facilities enables 
Steel. B&W fittings distributors to offer a superior prod- 
uct . . . quality controlled and matched to end use 


service. 


<W Welding Fittings are 
rubing. 


W Welding Fittings are 73 
Metallurgy. The Babcock & Wilcox Company, Tubular Prod- 
B&W Welding Fittings are ucts Division, Welding Fittings Plant, P.O. Box 230, 
Application Engineering. Beaver Falls, Pennsylvania, 


THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION 


welded tubular products, solid extrusions, seamless welding fittings and forged steel flanges—in carbon, alloy and stainless steels and special metals 
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Who put the 
knee patch on 
the thumb crotch? 


Hood-—that’s who. And here’s why: 
Workers who grab or push rough or 
sharp-edged objects wear gloves out 
quickly at the crotch of the thumb. 
The gloves had to be thrown 
away even though there was still 
plenty of wear left in the rest of the 
glove. 

Hood went to work on the problem 
and came up with a glove that was 
reinforced at the spot where the most 
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wear occurred—much like knee 
patches are used to protect a boy’s 
britches. These Hood gloves can be 
used until they’re completely worn 
out—not just partly worn—at a big 
saving. 

A heavy neoprene coating on these 
gloves protects against chemicals, 
oils, grease and abrasion. They come 
in two styles, a 12” gauntlet (7701-P) 
and a 1444” gauntlet (7703). 


Improvements like those made in 
this Hood glove can be found in 
other industrial gloves of the Hood 
line, which includes latex gloves, and 
gloves coated with neoprene, rubber 
and Koroseal. Remember, in gloves 
the name Hood is a sure sign they’re 
good. For more information, call your 
Hood distributor, or contact Hood 
Industrial Gloves, Dept. P, Watertown 
72, Massachusetts. 


HOOD industrial gloves 
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How has Ford Motor Company succeeded 
in maintaining the goodwill of its truck 
customers? Provided dependable, nation- 
wide parts service? Kept inventory cost to 
a minimum? By the planned use of air 
freight. 

Every day, Ford Motor Company sends 
priority spare parts from regional depots to 
its heavy duty truck dealers throughout 
the United States by Emery Air Freight. 


801 Second Avenue, New York 17, N.Y. 


Spreading customer goodwill far and wide 


Ford absorbs this shipping cost because 
its planned use of Emery contributes to 
better inventory control and provides im- 
proved customer service which helps Ford 
sell more trucks. 

Emery provides the fastest, most depend- 
able air freight service for procurement and 
distribution anywhere in the United States 
and throughout the world. Call your local 
Emery office for full information. 


4) EMERY AIR FREIGHT 


“EMERY —Worldwide Blue Ribbon Service” 
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URCHASING is an independent journal, no. 
the officie! organ of any association. Es- 
tablished 1915 as “The Purchasing Agent.” 
Consolidated with “The Executive Purchaser.” 
Contents ore indexed monthly and annually 
by the Engineering Index Service and Busi- 
ness Periodicals Index. 
PURCHASING is Published every- -other- Mon- 
day by C-M ne., 
subsidiary of Conover- > Publications, 
Inc., at 440 Post Road ange. Conn. i- 
torial and executive Steisen 5 East and 
Street, New York 17, New York. Volume 49, 
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ear; single copies 75 cents; elsewhere, 
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SUBSCRIPTION CORRESPONDENCE AND 
CHANGE OF ADDRESS: Write to Circu- 
lation Department, PURCHASING Mago- 
zine, 205 East 42nd Street, New York 
17, N. Y. Please give title and company 

iliation in all correspondence. Notify 
us promptly of any change of oddress. 
Be sure to give old as well os new 
address; include postal zone number, 
and new company name and title. En- 
close address iabel from a recent issue, 
if possible. Since mailing labels are 
addressed in advance, please allow 5 


weeks for change to effective. 














Want to control the 
Variables on your 
Variable-speed drives? 


¥ 


Control “Dishing” wit! 
able-Speed Belts that 
special, fiber-reinf 
(a) ole\-) gute laal lack lela) 
Side pressures — prote 


Control Uneven Pull wit 
Variable-Speed Belts 


a ) ratistatial 


Variable-speed drives are tough enough—without having to contend with variations in the 
performance of the belts you use 

That's why so many design men insist on the controlled quality construction of Variable-Speed 
Belts by Goodyear. They know these belts are an invariable cure for the headaches so 
common to variable-speed-drive users 

For the belts that assure you maximum, trouble-free horsepower hours at minimum cost —in a 
complete range of 371 sizes to meet every need—check with the G.T.M.—Goodyear Technical 
Man—through your Goodyear Distributor. Or write Goodyear, Industrial Products Division, 
Lincoln 2, Nebraska, or Akron 16, Ohio. 


IT’S SMART TO DO BUSINESS with your Goodyear Distributor. He can give you fast, dependable service on 


tiose, V-Belts, Flat Belts and many other industrial rubber and nonrubber supplies. Look for him in the Yellow 
Pages under ‘‘Rubber Goods"’ or ‘‘Rubber Products."’ 


SPEED 
ELTS 


* GOODFZYEAR 


THE GREATEST NAME IN RUBBER 
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Saws in the Trade Wind 


&> PETROLEUM PRICE WAR—P.A.’s are 
now calling the tune when buying petroleum. 
Prices are down and suppliers are more than 
willing to negotiate. The purchasing director of 
a large Eastern company says that he “never 
saw such prices before for petroleum.” 


& ROSIN SHORTAGE—Domestic P.A.’s are 
having trouble finding enough rosin to meet 
their needs. The supply of tree stumps is short 
and labor to tap the trees isn’t available at the 
wages producers can afford to pay. In addition, 
foreign buyers are willing to pay so much 
for the rosin that is available that American 
purchasing agents can’t locate enough. As a 
result, kerosene is being used as a substitute 
in many areas—which is creating still another 
shortage for kerosene buyers. 


& INVESTMENT IN R&D—U-.S. industry will 
spend about 11% more in 1960 for development 
of new products and processes than last year. 
According to a survey by the American Man- 
agement Association, 66% of the companies 
increased their R&D budgets, 27% reported no 
change, and 7% decreased their expenditures 
this year. In 1959, the surveyed corporations 
spent an average of 3.7% of their sales dollar 
for product development. 


Used Machine Tool Index 





For the P.A.'s Hot File ... 


Look for a cut soon in domestic air 
freight rates. The Civil Aeronautics 
Board has asked airlines and shippers 
to file suggestions on possible altera- 
tions of minimum rates—which now 
stand at 20 cents a ton-mile for the first 
1000 miles and 164% cents a ton-mile 
thereafter. The all-cargo lines are push- 
ing for a reduction. However, the pas- 
senger-freight lines may oppose any 
lowering of rates at the present time. 











®» THE BEST IS YET TO BE—A survey of 
87 major corporation presidents indicates that 
business will be on a higher level soon. Their 
major problems now, according to Wolf Man- 
agement Engineering Company, are lower pro- 
fit margins, rising costs, and increasing foreign 
competition. 


> NORUSH TO BORROW—Despite the lower 
money rates recently, there has been no big 
rush by businessmen to borrow. In fact, the 
usual midyear pickup in demand for business 











Sales of used machine tools 
to purchasing agents declined 
22.7% from the previous month, 
according to the latest report of 
the Machinery Dealers National 
Association. Its index now stands 
at 106 (1947-49—100), off 31.2 




















points from the previous mark 
of 137.2. 
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In New Departure’s full-time noise analysis 
program, a unique sound booth and special 
electronic sound level equipment are used to 
pinpoint and evaluate electric motor noise. 
Inside the booth, a condenser microphone picks 
up air-borne noise from the running motor. 
Outside, the signal is electronically registered 
and recorded. 


By changing one variable at a time, such as 
bearing or mounting design, or lubricant, N/D 
engineers are able to select the proper com- 








N/D sound booth for analysis of electric motor 
noise, moun on springs and constructed 
with lel walls, f s 
@ scientific solution to electric motor noise 
ore tested with special 


a al ad 








electronic sound e 















How “Np Minimizes Electric Moror No/se / 


bination that results in the quietest motor 
operation. That’s why you'll find New Depar- 
ture precision ball bearings specified for electric 
motors to be used in quality home appliances, 
instruments, fans, hand tools and other appli- 
cations .. . for greater consumer sales appeal. 
If you have an electric motor noise problem, 
contact the N/D Sales Engineer in your area. 
For additional information call or write New 
Departure Division, General Motors Corpora- 
tion, Bristol, Connecticut. 
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BALL & ARINGS 
proved reliability you can build around 
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loans has failed to materialize thus far. From 
July 1 to mid-August, business loans shrank 
by $561 million, says Standard & Poor’s. This 
reflects inventory reduction which frees capital 
funds, general business caution, and an expec- 
tation of even lower money rates. However, the 
impact of the credit ease is bound to stimulate 
more business activity eventually. 


®& RECENT PRICE CUTS—Among the recent 
price reductions announced by suppliers were 
these: a 10% to 58% drop in transistor prices 
by Raytheon Co.; a 5% cut in rigid aluminum 
conduit prices by Kaiser Aluminum & Chemical 
Corp.; and price reductions of 7% to 10% in 
some laminated packaging materials by Rey- 
nolds Metals Co. 


> MAJOR STEEL MARKETS—Which indus- 
tries are the best customers for finished steel? 
A study by the American Iron and Steel Insti- 
tute reveals that the automotive industry 
—which bought 21% of last year’s total pro- 
duction of 69.4 million tons—is the largest 
market. Following closely behind are ware- 
houses and distributors (16%), construction 
(15%), machinery (11%), and containers 


(9%). 


®» STUDY OF SHIPPER ASSOCIATIONS— 
The Interstate Commerce Commission is 
studying a case which pits freight forwarders 
against certain types of shipper associations. 
The latter groups are charged with performing 
the functions of forwarders while evading ICC 
regulation by disguising themselves as non- 
profit shipper associations. The forwarders say 
that they aren’t attacking legitimate associa- 
tions, but only those groups that are formed 
strictly to take advantage of lower piggyback 
rail rates. 


®» CHEMICAL BY-PRODUCT PINCH—The 
slowdown in the steel industry is having its 
effect on the chemical by-products produced. 
As the mills turn coal into coke for firing the 
blast furnaces, they trap the tars, gasses, and 
liquids for sale to P.A.’s for chemical com- 
panies. Usually, about $300 million worth of 
benzene, naphthalene, phthalic anhydride, and 
other chemicals is yielded annually. Now buy- 
ers can’t get as much as they need and are 
forced to try substitutes or to pay sharply 
higher prices. Even if steel production picks 
up, it won’t be before early 1961 that chemical 
company P.A.’s build up their inventories to 
norma] levels. 


QUOTE dacabosenndsddaddbodecoosboopeasteesensaete 


“We must continually reevaluate our industries not 


in terms of the basic commodities which they produce 
but in terms of the basic function they propose to 
fulfill,” says Crawford H. Greenewalt, president of E. I. 
duPont de Nemours & Company. “The American con- 
sumer,” Mr. Greenewalt says, “who seeks out our vari- 
ous products with confidence and pride is not always 
steadfast in his preferences. His concern, we may be 
sure, is in the function.” The duPont executive makes 
the observation that “with newly defined objectives 
... the future can take on a new air and the gloomy 
forecasters of exhaustion and bankruptcy could be put 
to shame, for in human intelligence, human imagina- 
tion, and human aspiration we have the only truly 
inexhaustible resource.” 
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. For things like 
| bi iy) f / 2) lampshades, room divid- 
ty AY '} 4 @ ers, decorative panels, 


place mats, coasters, pic- 
iF ture mats, trays. 


a! | | et | 
aE | (Start you 
}} i thinking? ) 


New Decorative Plastics use 


PAPER MADE 
- OF GLASS 


ent beauty of versatile new 
nade by Polyplastex United 
N. J. comes from a new 
iss reinforcing material... 
a paper machine. Riegel 
his new material, Glascel*, 
Polyplastex impregnates with 
sins. The result is Parglas* 
ux*, two materials with 
design possibilities.*™ 
Glascel saturating paper has 
, when impregnated, for 
tube winding, electrical 
3, printed circuits and other 
parts. Ask for facts. 
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* Fast starts on cold days 
* Guards Verifax quality 
* Neat for pleats 


* Battery makers, dreaming of ship- 
ping wet batteries dry, needed a new 
kind of plate separator, Electric 
Autolite Co, turned to paper... and 


& 


4 
4 
e 
‘ 


to Riegel. Result: a resin-impreg- 
nated paper endowed with just the 
right porosity, electrical, chemical 
properties, Autolite converts it into 
dimensionally accurate, ribbed bat- 
tery separators at low cost. 


* For sharp, clear office copies, the 
sensitive chemicals in Verifax paper 
r-ust be protected from moisture and 
. at. Eastman Kodak seals it in a 


wearers waree 





special wrapper of foil, poly and 
strong Riegel kraft... laminated, 
printed and poly-coated by Riegel. 


* Those neat pleats in a lady’s skirt 
start with a Riegel paper made from 
white manila rope, Two identical 
paper patterns are creased by hand, 
the cloth is folded between them, 
and a steam press finishes the job. 
The paper patterns last for months. 


* Can we do something unusual for 
you, too? Write Riegel Paper Cor- 
poration, P.O, Box 250, New York 
16, New York. 











Look what paper is doing now: 


HOW TO PACK A 
LOT OF INSULATION 
IM A SMALL SPACE 








Riegel Electronic Glassine 


has high dielectric strength—400 
volts per mil minimum—and close 
control of caliper and finish allows 
you to pack a lot of dependable in- 
sulation into your layer-wound coils, 
transformers and other components 
even though space requirements are 
tight. 


Electronic Glassine is clean, chem- 
ically neutral and without holes, 
spots, conducting particles or tear- 
outs. It also meets the toughest re- 
quirements for non-insulating uses, 
too...mold release in coil insulating 
processes, mandrel cover for tube 
winding and protective sheeting dur- 
ing varnishing or grinding. 


Electronic Glassine is available in 
both sheets or rolls; six thicknesses 
from 0.00075 to 0.0030 in. Write 
for samples and the Riegel Electrical 
Data Folder. 





TECHNICAL PAPERS FOR INDUSTRY 
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Do Manuals Boost 
Purchasing s Management Status? 


Some P.A.’s claim that purchasing manuals are not worth the time and effort 
that go into their preparation. Yet a number of well-managed purchasing de- 
partments find that manuals are useful management tools. To find out how the 
bulk of purchasing agents feel about manuals, we surveyed a representative 
group. Their combined answers follow: 
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|. Do you feel that manuals 
aren't worth the time and 
effort it takes to compile 
them since no one bothers 
to read them? 
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2. Does your company have a ? 
purchasing manual? 





Statement of all pur- 
chasing policies 





Ceeen 


Definition of rela- 
tionships with man- 
agement, other 
departments, and 


3. What do you feel should be ? suppliers 


included in a manual? 





General description 
of major purchasing 
procedure only 





Detailed description 
of every purchasing 
procedure 
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BM’s | 
“NEW LOOK” 


enhanced 
with 


iT. VERNON 
Die Castings 


_ CASE HISTORIES FROM 
MT. VERNON FILES 


nd the sleek silhouette of the dramatically new its complete facilities for die cast zinc and aluminum 


BM electric typewriters is “more than a quarter of 
ntury of experience . . . a combination of styling 
ngineering advances” that promise — and de- 
better performance and easier typing. 
r its enclosure IBM knew what it wanted: a 
h in eye-pleasing design combined with the 
low cost, production benefits of die-casting. 
only natural that, for these die castings, once 
n, they turned to Mt. Vernon, a reliable supplier 
IBM for over 25 years. 

And, once again, they found Mt. Vernon’s co- 
linated four-fold service — designing, die making, 
ting, and machining—equal to the job of meeting 
r strict requirements: strong, gracefully arched, 
1-walled, large aluminum sections that match and 
perfectly. The three castings that cradle and en- 
» the intricate typewriter mechanism are deliv- 

| completely machined, ready for finishing. 
Like IBM, leading manufacturers in all industries 
v and rely on Mt. Vernon’s experienced use of 


parts ready for assembly. These services, all under 
one roof in 200,000 square feet of space, may hold 
the answer to your design and production problems. 
Think about it . . . and let us know. We'll gladly 
talk it over, without obligation. Just call your nearest 
Mt. Vernon sales representative 


vy? ere 


DIE CASTING CORP. 


STAMFORD CONNECTICUT 


as> 
*. 

Kal RESEARCH @) 
’ 2 


wont” 
PARTICIPANT 


SALES 
EPRESENTATIVES 


BIRMINGHAM, ALA.: Mr. |. B. Armstrong, Jr., P. 0. Box 2244 
BROOKLYN, N. Y.: Mr. Robert V. Moore, 2317 Plumb 2nd St. 
CLEVELAND, OHIO: Mr. Grant Eller, 6 East 194th St. 

GUILDERLAND, N. Y.: Mr. David H, King, 75 Willow St. 

LUTHERVILLE, MO.: Mr. C. Mcintosh Gordon, Box 55, R.R. No. 1 
PITTSBURGH, PA.: Mr. Andrew W. Anderson, 300*Pasadena Drive So. 


QUINCY, MASS.: Mr, Edmund W. Libby, 91 Merrymount Rd. 
ROCHESTER, N. Y.: Mr. William Savers, 101 Briarcliff Rd. 
SKANEATELES, N. Y.; Mr. Jerome J. Theobald, 9 E. Genesee St. 
STAMFORD, CONN.: Mr. Anker Anderson, Cascade Road 
VALLEY FORGE, PA.: Mr. G. T. McMaster, P.O. Box 115 
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Purchasing Opinion 


. Are using departments in 
your company ever confused 
as to the precise scope of 
purchasing's authority and 
responsibility? 








Do you think written policies 
and procedures backed by 
management and agreed to 
by other department heads 
can prevent most of this 
confusion? 





Clarify procedures 
and policies for pur- 
chasing department 
employees 





Serve as a vehicle 
for boosting pur- 
chasing’s prestige 
and status within 
the organization 





6. In what other ways do you 


think a manual can be useful? Stimulate improve- 


ment of policies and 
procedures 





Serve as a useful 
training tool to pro- 
vide buyers with a 
broad understand- 
ing of administra- 
tive problems 





(total is more than 100% since some 
respondents checked more than one 
answer ) 


Heads of depart- 
ments dealing with 
purchasing 





Key purchasing per- 
sonnel and top man- 
agement only 


7. Who should get copies of 9 
the purchasing manual? ‘ 





Suppliers 
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Binanctal Responsibility DC’s growth 
has been rapid but sound, dating from 1932 and a two-truck 
operation between Denver and Chicago. For the past 10 
years, D-C has been a nation-wide system with 18 terminals 
serving points reaching to both coasts. Revenues in 1959 
surpassed $40,000,000. Cargo and liability insurance of 
$5,000,000 per unit is a further guarantee of reliability. 


Dependability 


Shippers have relied on D-C for 
almost 30 years. This con- 
fidence stems from experience 
and is your assurance that your 
shipment, whether large or 
small, will be handled with care 
and delivered swiftly. 


a= ON WO Vy r lO 
Our ‘Givens (LLCE to you: For GUARANTEED service call 


D-C offers you only one kind of service—the best! TERMINALS: 


; : . ; Albany, New York UN 9-8416 
Whether you're shipping a full trailer load or Buffalo, New York RE 3910 


7 , ‘ Chicago, Illinois LA 3-7440 
@ small carton—whether the destination is 30 or Cleveland, Ohio SH 9-1666 


’ ; Colorado Springs, Colorado ME 2-1486 
3000 miles distant—your shipment is entitled to, and Denver, rh a DU 8-4567 


oe ae Detroit, Michigan Vi 3-9505 
We guarantee it wi// get, the same personal Evansville, Indiana HA 3-6487 


: : Kansas City, Missouri HU 3-9343 
ey eccsaplelemee) ale mote a-aAUl mar-laleliiare Los Angeles, California AN 8-8211 
Louisville, Kentucky ME 6-1361 
New York, New York LO 4-3320 
North Bergen, New Jersey UN 3-0900 
Owensboro, Kentucky MU 3-5363 
Phoenix, Arizona AL 8-5321 
Pueblo, Colorado LI 3-4425 
St. Louis, Missouri CH 1-7830 
Seattie,Washington MA 4-3850 
Syracuse, New York HA 2-5177 


OFF-LINE SALES OFFICES: 
Boston Philadelphia 
*Cincinnati *Portland, Ore. 
*Dayton Rochester, N.Y. 
**Ft.Wayne **Rock Island, Ill. 
**Indianapolis San Francisco 
“Milwaukee South Bend, Ind. 
Nashville Washington, D.C. 


New York *With Trailer Pool 
**Trailer Pool Only 


t 
| 


One-carrier direct service coast-to-coast 


D-C's 10,814 mile coast-to-coast system is under single- 
company ownership and management—giving you true one- 
carrier direct service between points served by D-C. One- 

arrier control and one-carrier handling avoids delay—is 
your guarantee of speedy, safe delivery. 


Rigid Standards of SAFETY 


D-C's safety record is consistently 
among the highest—with award after 
ward a tribute to the skill of D-C driv- 
rs. Freight handling practices and 
facilities are constantly being reviewed 
nd improved. For years claim-free 
shipments have averaged well above 
99%—your guarantee of safe handling 
»f your shipment. 
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Modern, safe equipment 


D-C's fleet numbers well over 2,000 highway For the finest and fastest in truck 


nits. All are kept in top-operating condition by service nation-wide . . . always specify 
periodic inspections and service checks. Main- D-C the Dependable Carrier! 
tenance facilities are located at key points on 


the system, manned by skilled mechanics. D-C DENVER CHICAGO TRUCKING C0 INC 
*9 . 


road equipmentis new and diversified—to serve 
both your routine and special shipping needs. The ONLY direct coast-to-coast carrier! 
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Aluminum: 


Output 
To Hit All-Time High 


Domestic ALUMINUM pro- 
ducers will shatter two records 
in 1960: Exports will hit an all 
time high; primary production 
will break all previous marks. 

However, with overcapacity, a 
disappointing domestic market, a 
none-too-firm pricing picture, and 
more agressive competition for the 
available sales dollar from the 
smaller producers, it’s still a buy- 
ers’ market. It will continue to 
be for some time to come. 

The domestic aluminum indus- 
try started off the year full of 
high hopes and optimistic predic- 
tions. Flushed with success after 
posting new records in produc- 
tion, consumption, and shipments 
last year, producers predicted a 
sales upswing of 10%-20% in 
1960. 


Demand Slumps 


On the basis of the bullish fore- 
casts for the first of the “soaring 
sixties”, such a gain seemed en- 
tirely likely. Sales seemed to be 
well on their way to new highs 
in the early part of the first quar- 
ter. 

Then demand slumped and sales 
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have been disappointing ever 
since. 

Lately sales have begun to perk 
upja little, but not enough to sig- 
nal any full-fledged upturn. 
Nevertheless, producers look for 
a fourth quarter improvement— 
partly on the basis of a general 
business pickup and partly on 
their belief that P.A.’s have just 
about cut their inventories to the 
bone. 

Earlier forecasts have now been 
downgraded. Most companies are 
predicting sales will about match 
those of 1959. Unless it’s a boom- 
ing fourth quarter, though, look 
for shipments to drop under the 
1959 total by about 5%. 

When it comes to supply, the 
situation is reversed. Primary 
production is destined to sail over 
the two million ton mark for the 
first time. Best estimate for 1960: 
Primary output of 2,050,000 tons. 

The nation’s second most im- 
portant source of the metal— 
the secondary or custom alumi- 
num industry—generally pro- 
duces about the same amount it 
can sell. With demand down this 
year here also, custom smelters 


will turn out about 324,000 tons, 
10% less metal than the 349,920 
tons produced in 1959. 

Primary imports will be the 
lowest since 1952, thanks pri- 
marily to a booming Western 
European economy which is si- 
phoning off metal that would 
otherwise find its way into the 
U. S. Through the first half, im- 
ports totaled 74,700 tons. Prob- 
able: 1960 primary imports of 
150,000 to 155,000 tons compared 
with 240,000 tons in 1959. 


Supplies Are Ample 


Add up primary production, 
secondary recovery, and imports, 
and you come up with a total 
domestic availability of 2,524,000 
tons of aluminum for 1960. 

A favorable supply picture? 
You bet! And just look at how 
much more metal could be turned 
out if demand was there to war- 
rant it: : 

The 2,050,000 ton primary pro- 
duction esimate is only peanuts 
compared to what the industry 
could turn out if demand was 
booming. U. S. primary produc- 
ers now have a capacity of 2,430,- 
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OVER 1500 ITEMS 
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and Institutions | g 
| oY 


one of many dividends 
when you buy 


SUB-ASSEMBLIES, 


MERCHANDISING UNITS 
MADE TO YOUR 


IVON STEEL 
EQUIPMENT 


THE “QP’’ ON EVERY LYON 
CARTON IS YOUR ASSURANCE 
OF QUALITY EQUIPMENT 
° 


See your Lyon Dealer for delivery from stock of the 
world’s most diversified line of steel equipment. 


(\) 
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LYON METAL PRODUCTS, INC. 
General Offices: 933 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill.— York, Pa.—Los Angeles 
Dealers and Branches in All Principal Cities 





THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
iT’S FREE! 
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Special Industry Report: 


950 tons—with an additional 205,- 
000 tons under construction or 
able to be brought in on short 
notice. 

The custom smelters have a 
present capacity of around 460,- 
000 tons a year. Plans call for an 
expansion to 600,000 tons by 1965 
and 750,000 tons by 1970. 

The smaller producers are ex- 
panding capacity and becoming 
more fully integrated. Harvey 
Aluminum Inc. has upgraded its 
primary capacity to 58,000 tons a 
year and plans a 25% expansion 
of primary facilities to bring ca- 
pacity to 73,000 tons a year. The 
company also plans to build its 
own alumina plant and develop 
bauxite deposits so it can be fully 
integrated from mine to consum- 
er. Anaconda Aluminum Co. has 
upped its capacity to 62,500 tons 
and is enlarging fabricating ca- 
pacity. 


New Producers on Horizon 


New aluminum producers may 
also be on the scene in the not 
too distant future. The majority 
of companies rumored to become 
primary producers will probably 
shy away from such a move for 
the present because of the tre- 
mendous cost in becoming a pri- 
mary producer and the difficulty 
in arranging financing due to alu- 
minum’s low return on capital in- 
vestment. But at least one firm 
says it is planning just such a 
move. United Pacific Aluminum 
Co., a Los Angeles fabricator of 
bright enameled aluminum sheet 
coil stock, says it’ will soon begin 


construction of a 20,000-ton-a-year 
primary plant at Longview, Wash. 

All these factors put P.A.’s in 
one of the most advantageous 
buying positions in recent years. 
Standard alloys, shapes, sizes and 
gages can be obtained literally 
overnight. On more: specialized 
products, deliveries that used to 
take weeks now takes days. 

This has encouraged many buy- 
ers to change their inventory 
practices and let the suppliers 
carry their stocks for them. A 
purchasing executive for one of 
the country’s largest users of alu- 
minum sums it up succinctly: 
“We're now carrying about 50% 
of what we used to consider 
‘normal’ inventory. And we don’t 
plan to build up our stocks in the 
foreseeable future. Why should 
we when we can get overnight 
delivery on as much metal as we 
need?” 

It’s also a buyers’ market for 
prices. Last August 1, the pri- 
mary aluminum producers raised 
mill product prices from a few 
mils to 2 cents a pound—with the 
average product being bumped 
around 0.50 to 0.75 cent a pound. 
The move coincided with in- 
creased labor costs under a con- 
tract signed last fall. 

What this will mean to the 
price the buyer will actually have 
to pay should become clearer as 
the year moves along. Price shad- 
ing has been rampant in mill 
products for some time and had 
reached the point where virtually 
no profit was being made on cer- 
tain products. It’s doubtful that 
the increases will be strictly ad- 





Primary Aluminum Production 


1,565,721 
1,678,954 
1,647,709 


U.S. output in tons. 
* Estimated 


1958 
1959 
1960 


1,565,557 
1,953,019 
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hered to all along the line, though 
many observers believe shading 
will become a little less severe 
as the year draws to a close. 

Typical of the weak price sit- 
uation in aluminum this year was 
the move last month by producers 
to drop the designation “pig” and 
to market the basic metal under 
the name “ingot”. 


Exports Increasing 


Technically, pig is the basic pri- 
mary product that comes out of 
the potlines. Ingot is a more high- 
ly refined (and alloyed) product. 
Recently, simplifications in the re- 
fining and alloying processes— 
plus intense inter-industry com- 
petition—led producers to market 
“ingot” at the “pig” price. 

So the move to dump the desig- 
nation “pig” in favor of “ingot” 
just makes official what has been 
going on for a long time, since 
no one has been buying “pig”, 
as such, anyway. Price lists that 
used to list ingot at 28.1 cents a 
pound, now quote the product at 
26 cents—the old pig quotation. 

If there’s more stability in the 
aluminum market than domestic 
sales can justify, credit can prob- 
ably go to a strong export market. 
This year, the export-import bal- 
ance has shifted in the U. S. alu- 
minum industry’s favor, giving 
producers a much needed assist 
at a time when domestic demand 
is down. For the first six months 
of 1960: Crude aluminum exports 
jumped to an all-time first half 
high of 161,000 tons vs. 34,550 
tons in the same period of 
1959; semifabricated shape ex- 
ports went to 8850 tons from 
5400 tons in 1959; and scrap ex- 
ports more than tripled—hitting 
39,950 tons compared with 11,,400 
tons in the year ago period. 

For the remainder of 1960, 
P.A.’s can expect the buyers’ mar- 
ket to continue. Supply is plenti- 
ful and competition is keen. De- 
liveries are swift. Prices are rea- 
sonably stable, but some price 
shading will probably continue. 
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Gates High Capacity Drive on Blower for Eli Lilly 


SAVE 


ach blower that Roots-Connersville supplied 
Lilly Laboratories at Lafayette, Indiana, original 
ecifications called for 11-groove sheaves using 


d belts 


1 1-groove sheaves were special and time 

t, the original drive specifications were re- 

d. Could Gates Super High Capacity V-Belt 
iandle the installation better? 

y could — and did. Instead of 11-groove drives, 

r 6-groove Super HC Sheaves and Super High 

ty Belts were shipped from stock... arrived at 


The Gates Rubber Company, Denver, Colorado 
Gates Rubber of Canada Ltd., Brantford, Ontario 


67/3" 
97 Ibs. in drive weight 
$119 in drive cost 


in face width 


ve 

*. Roots-Connersville Positive -Displace- 
ment Air Blower on waste-treatment 
facility at Eli Lilly Company’s Labora- 
tories near Lafayette, Indiana. Six Super 
HC High Capacity V-Belts transmit 
power from the 13.2-inch DriveR 
sheave to the 21.2-inch DriveN. 


"or 


the job overnight... saved the situation — as well as 
time, money, space and weight. 


For all users of multiple V-belt drives... 


Gates Super High Capacity V-Belts offer similar 
opportunities to save. These Super HC Drives pack 
the same hp capacity into smaller space — require fewer 
belts, smaller sheaves, shorter center distances. The 
helpful design handbook “The Modern Way to Design 
Multiple V-Belt Drives” is yours for the asking. Just 
ask your Gates Distributor, listed in the Yellow Pages 


in the nearest industrial center. vrasse 


World’s Largest Maker of V-Belts 


Gates Super 23 V-Belt Drives 


same hp capacity 
in smaller “package” 
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WOLVERINE TUBE yy HRYSLER 


HELPS “CREATE CLIMATE FOR LIVING 
WHEN NATURE DOESN'T’ 





Suction lines. Capillary tube. Light wall special 
temper tube. Finned tube and plain. All these 
Wolverine products have important places in the 
evaporative and condensing units which are the 
hearts of Chrysler air conditioning systems. 
You'll find Wolverine products in most Chrysler 
units. 


Chrysler is famous for firsts in air conditioning 
research and development, just as Wolverine 
has paced the field in pioneering tubing ideas 
and products to serve the industry. Important 
Wolverine developments for all industries in- 
clude Wolverine Trufin®, the integral finned 
tube; Wolverine Capilator®, the capillary tube 
for precision metering of liquids and gases, and 
light wall special temper tubing. 


When you specify Wolverine seamless copper, 
copper alloy or aluminum tube—you are cashing 
in on the high quality and outstanding service 
that only experience can give. Write for complete 
information as to how Wolverine can help you. 
Do it now. 


WOLVERINE TUBE 


DIVISION OF 
Us Calumet Hecla, Inc. 


DEPT. E, W280 SOUTHFIELD RD., ALLEN PARK, MICH 








PLANTS IN DETROIT, MICHIGAN AND DECATUR, ALABAMA 
SALES OFFICES IN PRINCIPAL CITIES 





WOLVERINE 
PRIME SURFACE TUBE 
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Ammonia from Armour is 
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our Anhydrous Ammonia has a guaranteed mini- 
n purity of 99.98%. Ammonia so pure, you have 
problems with moisture, oil or non-condensable 


(ou are always assured of excellent heat treating 
its, because Armour quality standards are based 
n extra control test made when the ammonia is 
y for shipment to you. Every cylinder and tank 

‘ of Armour Ammonia is subjected to a rigid 
itive test after filling to make sure it is at 

99.98% pure when delivered to you. This extra 


mour test eliminates the danger of your receiving 


nonia that has been contaminated during the 


ng process. 


Armour Ammonia is also backed by the finest 
technical service available. Armour’s Technical Serv- 
ice Department will furnish blue-prints and engineer- 
ing recommendations . . . supervise your cylinder and 
storage tank installations and give additional aid 
whenever you need it, at no extra cost. 


Ammonia Sales ® 


Armour Industrial Ghemical Company 


Division of Armour and Company a 
110 North Wacker Drive e Chicago 6, Illinois 
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Internal Revenue Studying 


a 

Some FORMS of business en- 
tertainment and gift-giving rep- 
resent a tax loophole of major 
size. Just how much is involved 
is not known, but estimates range 
from $1.5 billion to as high as 
$5 billion a year. 

Government officials involved 
in tax collection and members of 
Congress agree that the “swindle 
sheet” is robbing the public cof- 
fers of a large tax yield each year. 

Now the government is taking 
steps to find out just how much is 
involved. The Treasury Depart- 
ment wants to know how much 
business is spending on entertain- 
ment and gift-giving each year, 
how they are spending it, and on 
whom. 

The purchasing agent, of course, 
is directly involved in the whole 
area of entertainment and busi- 
ness gift-giving. A sampling of 
opinion of Internal Revenue Serv- 
ice agents here shows that they 
are watching closely for any 
abuses by P.A.’s. 


IRS Commissioner Dana Latham has 
ordered his agents to check the use 
of business entertainment as a tax 
dodge. 
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Business Gifts, 


Naturally, it isn’t illegal for a 
purchasing agent to accept en- 
tertainment or a gift from a sup- 
plier. A supplier may incur such 
a business expense: 

(1) To reciprocate 
favors. 

(2) To anticipate future bus- 
iness potential. 

(3) Merely because he is 
forced to extend such favors as 
the result of accepted practices 
in his industry. 

On the other hand, the recipient 
of such favors—which are listed 
by the giver as a business ex- 
pense—must report the value as 
income. 


for past 


Must Report As Income 


The position of the Internal 
Revenue Service, headed by Com- 
missioner Dana Latham, is that 
the only time a business can 
justify a claim for entertainment 
and gifts as a business expense 
is when there is a valid business 
purpose. Even then, the favors 
must be “necessary”. If these 
favors are extended in this man- 
ner, they must then be reported 
as income by the receiver. 

As a practical matter, the In- 
ternal Revenue Service is not in- 
terested in an occasional luncheon 
“tab” or a gift bottle of liquor. 
However, under a strict inter- 
pretation of the law, a gift bot- 
tle of liquor would constitute in- 
come to the receiver to the same 
degree as a case of liquor—pro- 
vided that the donor carried the 
gift as a business expense. 

There is no clear test as to 
what constitutes a gift and what 
is taxable income. In a recent 
Supreme Court decision, it was 
ruled that an automobile given to 
a taxpayer by a business friend 
for furnishing names of potential 


Entertainment 


customers constituted income, 
even though it was claimed that 
the automobile was given as a 
gift. 

The Supreme Court was asked 
by government lawyers to rule 
that “gifts should be defined as 
transfers of property made for 
personal as distinguished from 
business reasons.” But the Court 
made no such ruling. Instead it 
held that the transfer of the au- 
tomobile was in payment for past 
service or an inducement for fur- 
ther service in the future. 

In effect, this suggests that the 
whole question of gift versus in- 
come must be determined on a 
case-by-case basis. 

Internal Revenue agents see 
little likelihood that entertain- 
ment or gift-giving to purchasing 
agents could be for any purpose 
other than for business favors 
past or future. 

Therefore they are seeking a 
general tightening up of business 
practices. For the current tax 


Free lunches will still be O. K. but 
fancy night club entertainment won't 
be deductible if Senator Joseph S. 
Clark has his way. 
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In the market for lag bolts? We make a full line 
of sizes. Carriage and machine bolts also. 
And they're all top quality. 
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BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Steel Export Corporation 


For strength 


<n BETHLEHEM STEEL 


eye appea/ 
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year, the Internal Revenue Serv- 
ice is requiring more detailed re- 
porting of expenditures by corpo- 
ration, partnership, and individual 
business. 

Returns for the current year 
will contain questions as_ to 
whether business expenses are 
claimed for a hunting lodge, fish- 
ing camp, resort property, pleas- 
ure boat, yacht, or other similar 
facility. 


Study 1960 Returns 


Another question to be asked 
is whether the company leased, 
rented, or owned a hotel room or 
suite, apartment, or other dwelling 
which was used by customers. 

The 1960 returns will be the 
major source of data for a thor- 
ough study by the IRS of the 
entertainment and gift practices 
of the business community. At 
the same time, the Joint Com- 
mittee on Internal Revenue Tax- 
ation will be drawing on this 
material with the specific purpose 
of determining whether specific 
legislation is needed to curb ex- 
pense account abuses. 

Earlier this year Senator Joseph 
S. Clark (D-Pa.) sought to amend 
the tax laws that allow food and 
drink as deductible expenses. He 
feels that expenditures at night 
clubs where food and drink are 
incidental should be disallowed. 
The Senator also proposed a $10 
limitation on gifts. 

These restrictions were tabled 
in a Senate-House conference. 
Instead Congress decided to in- 
vestigate the whole question of 
the entertainment and gift prac- 
tices of industry. There is a pos- 
sibility that legislation on this 
subject will be adopted by the 
next Congress. 

The IRS study will study the 
practices of the receiver of gifts 
and entertainment as well as of 
the giver. Thus purchasing agents 
will come sharply into the picture. 

Where a company reports that 
the expenses of a hunting lodge or 
yacht were deducted as a busi- 
ness expense, an Internal Reve- 
nue agent may inquire who was 
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the recipient of the hunting and 
boating largesse. The agent may 
also inquire why the entertain- 
ment was a legitimate business 
expense, when the entertainment 
took place, where it took place, 
and how much it cost. 

Next step could be to check 
the returns of a recipient of these 
entertainment favors to see wheth- 
er the value was reported as in- 
come. Internal Revenue agents 
admit that this is a hard case to 
make. The receiver of such enter- 
tainment favors does not neces- 
sarily know that a boat trip was 
charged as a business expense— 
nor is he necessarily aware of its 
income value. 

As a practical matter, a single 
afternoon boat trip would hardly 
engage the interest of an IRS 
agent. But repeated trips on long 
week-ends would immediately en- 
gage the agent’s eye. The constant 
receiver of entertainment favors 
might well be called upon to add 
the value of these to his report of 
income. 

The same is true for business 
lunches. Internal Revenue agents 
point out that someone who gets 
his meals paid for regularly 
should report this as a part of 
his income. Although widespread 
policing of such practices seems 
hardly possible, Internal Revenue 
spokesmen say that if they can 
apply tougher scrutiny to business 
entertainment practices generally, 
receivers and potential receivers 
will be more cautious in accept- 
ing favors. 


Arouse Taxpayer Resentment 


The immediate target of the 
Internal Revenue effort, however, 
is abuses in the amount of spend- 
ing for travel and entertainment. 

Commissioner Latham describes 
these abuses like this: 

“The fact remains that repre- 
hensible practices do exist and 
they are of the type that arouse 
deep resentment in the hearts of 
those who are paying their taxes 
voluntarily and fully. I am re- 
ferring, of course, to such situa- 
tions as purported business trips, 





“Special Charts 
are a 
GC specialty” 


“Several of our processes call 
for recording charts of special de- 
sign. I’ve found that GC tops the 
field on these just as on standard 
items.’ 

Do your technicians need spe- 
cially-desi a ay pocersing charts 
for parti individual a Rp 
tions? GC has the diversified skills 
necessary to design custom charts 
expertly, produce them accurately 
and economically, and deliver 
them in the shortest time. 

Yes, special charts are a GC 
m ge ee gy for your ordinary 
stock c requirements, you'll 
find more than 5,000 users to vouch 
for GC’s extraordinary service and 
economy. 

GC maintains a catalog selection 
of over 15,000 different types of cir- 
cular, strip and rectangular record- 
ing charts. You get fast shipments 
—save time and clerical work by 
dealing with one supplier instead 
of many—and cut costs further be- 
cause of the economies of GC’s 
large quantity production. 

Write for the complete GC Stock 
List. Name specific instruments 
and we'll include samples for your 
technicians to test in use. 
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189 Van Rensselaer St., Buffalo 10, N. Y. 
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It’s TEFLON resins in control cables 
that stand up to heat and chemicals 


e, at right, is a control cable formerly used in an 

d conduit which also carried a steam line. In use, 

( filled with steam. Heat and moisture, plus chemicals 

irrounding ground, attacked the black jacketing of 

By-products of the deteriorated jacketing in turn 

hielding and primary insulation, leaving it vulnerable 
The conductor shorted out. 


ise is the cable shown in red, above at left, in which 
rimary insulation and the jacketing are made of new 
TEFLON 100 FEP resin. Because TEFLON FEP resin is 

ontinuous use up to 400°F., and is completely re- 
virtually all chemicals and corrosives, the new cable 
s the threat of further costly maintenance. It is safe, 
minimizing any chance of shorting and consequent 
f fire or failure. 


FOR 


FLUOROCARBON RESINS 


BETTER LIVING... THROUGH CHEMISTRY 


TEFLON 


New, melt-processible FEP resin now makes available to in- 
dustry the long life and extra reliability of TEFLON resins in the 
form of extruded jacketing and long lengths of wire insulation. 
In addition, the use of insulation of FEP resin permits minia- 
turization of cables—you can get twice as many conductors, 
twice as much power, twice as much control in each conduit. 

The next time you make a purchasing decision involving wire 
and cable, consider the long-term economies, the extra safety 
and reliability, made possible by TEFLON resins. Consult your 
supplier for more information, or write to: E. I. du Pont de 
Nemours & Co. (Inc.), Polychemicals Dept., T-50929, Room 
2526, Nemours Building, Wilmington 98, Delaware. 


. . ° 
In Canada: Du Pont of Canada Limited, P.O. Box 660, Montreal, Que. 
TEFLON is Du Pont's registered trademark for its family of 


fluorocarbon resins, including TFE (tetrafluoroethylene) 
resins and FEP (fluorinated ethylene propylene) resin. 
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including convention attendance, 
which in fact represent vacations 
at resort hotels, hunting lodges, or 
other vacation spots; lavish enter- 
tainment that is really personal 
rather than business in nature; 
the ownership and operation of 
automobiles, yachts, airplanes, 
hunting lodges, beach homes, etc., 
for personal use by company offi- 
cials; the purchase, with company 
funds, of articles destined for the 
personal use of the executive, his 
family, or friends; and many, 
many other similar expenditures.” 


Check "Business" Trips 


To curb these abuses, Commis- 
sioner Latham instructed all IRS 
field offices “. . . to place increased 
emphasis on the examination of 
returns involving entertainment, 
travel, and expenses of a similar 
nature.” Agents were also in- 
structed to give particular at- 
tention to deductions claimed for 
expenses in connection with 
yachts, hunting lodges, and club 
dues as well as the cost of pur- 
ported business trips which are 
actually vacations. 

The field offices were told to 
pay particular attention to re- 
turns in which the deductions 
claimed for entertainment and 
similar expenses appear to be dis- 
proportionate to the income and 
business activities of the taxpay- 
er. Large or unusual expendi- 
tures for entertainment expenses 
will be closely examined to de- 
termine whether they are ordi- 
nary and necessary. 

Presumably, in the course of 
this scrutiny, the interest of the 
Internal Revenue agent could spill 
over to the recipient of the en- 
tertainment and gift favors. It is 
obviously much too early to say 
how far the probe of business en- 
tertainment might go, but there 
are indications that political pres- 
sures may force business to a 
new threshold of morality. 

It is quite clear that both the 
Internal Revenue Service and 
Congress are looking for sources 
of additional tax revenue. Ex- 
pense account living appears a 
ready target for the tax collector’s 
effort—A. N. Wecksler 
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Allenpoint’s deep, full-circle 
bite assures tremendous 
resistance to removal torque! . 
Stays tighter longer! 


When you need a set screw that you can depend on to 
stay tight under heavy strain and vibrations, specify 
ALLENPOINT. Here’s why you can always depend 
on ALLENPOINT: proper design of the cup diameter 
results in a rugged grip that makes the full-circle pat- 
tern you see here... deep, strong, clean sockets allow 
full wrenching leverage...and uniform Class 3A 
threads assure a tight friction lock over the entire 
length of Allenpoint Set Screws. 


Ask your ALLEN Distributor for 
samples and full engineering de- 
tails—he’s always ready, willing, and 
able to give you prompt, practi- 
cal servicel 


ANNIVERSARY YEAR MENS 1910-1960 


ALLEN MANUFACTURING COMPANY 


HARTFORD 1, CONNECTICUT, U.S.A. 
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THE ASSOCIATION OF BEARING SPECIALISTS 
is an organization of carefully qualified, ex- 
pertly staffed, thoroughly reliable firms . 
dedicated to the important task of supplying 
America’s finest brands of bearings and power 
transmission equipment to industry! 


e /f your operation demands prompt, efficient 
service on replacement parts... 


Assgcialed for 


e /f you require the counsel and advice of experts 


in bearings and power transmission equipment.. 


e /f you want to be assured of the right part . 
at the right time from readily available in- 


ventories ... 


make it 


member of 


point to contact 
ABS. 


ANCE 0 American ins sly 


Chattanooga, Tennessee 
Chicago, Hlinois 

Clifton, New Jersey 
Corpus Christi, Texas 


Dallas, Texas 


Davenport, town 
Denver, Colorado 

Des Moines, lowe 
Duluth, Minnesota 
Detroit, Michigan 

El Dorado, Arhanese 
Eureka, California ' 
Fairbanks, Alaska 
Farao, North Dakota 
Grand Rapids, Michigan 


Green Bay, Wisconsin 


associated for 


hetter service to industry 





eeebing, Minnesota 

ree ge Park. New Jersey 
Houston, Texas 
Indianapolis, Indiana 
domney city, New Jersey 
Kansas City, Missouri 
Kearney, Nebraska 

—— Charles, . Louilana 


Lakeland, |. Florida 











Little Rock, Arkansas 

Long Island City, shows York 
Los anestes, California 
Louisville, Kentucky 
Lubbock, Texas 

Midland, Texas 
Milwaukee, Wisconsin 
Minneapolis, Minnesota 


Monroe, Louisiana 


New Orieans, Louisiana 


New York, New York 
Newark, New Jersey 
Oakland, California 
Odessa, Texas 
Stiebetn City, Oklahoma 
Omaha, Nebraska . 
Orlando, Florida 
Phoenix, Arizona 
eee Renuniivents 
Pittsfield, Mecnschucetis 
Pocatello, Idaho 

Port Arthur, Texas 
Saginaw, Michigan 

St. Leuk, Stesownl 


St. Paul Minnesota 


your nearest 


Salt Lake City, Utah 

om poo Geass 
Seattle, ee 
Shreveport bo i iaiana 

~ tree Falls, “South Dakota 
Spartanburg. South Carolina 
Spokane, Washington 
Tampa, Florida 

Toledo, Ohio 

Trenton, New ‘Sutiew 
Troy, New York 

Twin Falls, Idaho 

Tyler, Texas ‘ 
Westbury, —— York 
Wichita, Kansas 


Wilkes-Barre, Pennsylvania 
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AMA Sets Up Purchasing 


Management Task Force 


A special task force to study 
purchasing management will meet 
on Sept. 29 in New York City un- 
der the auspices of the American 
Management Association. The 
meeting will be held at the asso- 
ciation’s Management Center in 
the Hotel Astor. 

The group, comprised of 14 
leading purchasing executives, 
will appraise AMA’s purchasing 
management program and offer 
suggestions on ways to improve 
educational services for purchas- 
ing executives interested in im- 
proving their management skills. 

Members of the task force are: 
Harold A. Berry, manager of pur- 
chases and stores of Rock Island 
Line, Chicago, IIl.; James E. Bor- 
chert, director of procurement of 
A.O. Smith Corp., Milwaukee, 
Wis.; Thomas O. English, general 
purchasing agent of Aluminum 
Company of America, Pittsburgh, 
Pa.; Richard B. Foster, director of 
procurement of the Aeronautical 
Division of Minneapolis-Honey- 
well Regulator Co., Minneapolis, 
Minn.; David S. Gibson, vice pres- 
ident of purchasing of Worthing- 
ton Corp., Harrison, N.J.; Vincent 
deP. Goubeau, vice president-ma- 
terials of Radio Corporation of 
America, Camden, N.J.; and Har- 
vey C. Hopkins, vice president- 
purchasing of ACF Industries, 
Inc., New York, N.Y. 

Also in the group are: Her- 
mann K. Intemann, director of 
purchases of Union Carbide 
Corp., New York, N.Y.; Andrew 
M. Kennedy, Jr., vice president 
purchases and traffic of Westing- 
house Electric Corp., Pittsburgh, 
Pa.; Clifton E. Mack, chairman of 
the logistics functions department 
at Ohio State University’s School 
of Logistics at Wright Patterson 
Air Force Base, Dayton, Ohio; 
Harry J. Moore, director of pur- 
chasing of International Business 
Machines Corp., New York, N.Y.; 
Chester F. Ogden, vice president 
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of Detroit Edison Co., Detroit, 
Mich.; George J. Papas, vice pres- 
ident-purchasing of Rheem Manu- 
facturing Co., New York, N.Y.; 
and Helmer W. Christensen, ex- 
ecutive vice president-commer- 
cial, Fischback & Moore, Inc., 
New York, N.Y. 

A follow-up session of the task 
force is planned for the spring of 
1961. 


What's New in 


which they hope will bring in- 
creased sales. 

U.S. Steel Corp. has made its 
new tin plate, Ferrolite, available 
commercially in weights of 45 
through 60 pounds per base box. 
First announced in its pilot stage 
nine months ago, Ferrolite is 
about half the thickness of the 
previous thinnest gauge. Its price 
ranges from $6.10 to $6.65 per 
base box. The tin plate is being 
rolled on existing facilities, with 
minor modifications, at the Irvin 


Tin Cans? 


Interest in the lucrative can 
is intensifying as both 
aluminum 
have come up with innovations 


market 
steel and 


Works near Pittsburgh. 


Granite 


producers 
April. 


City Steel Co. 
plans to come out with a thin 
tinplate for use in can-making. 
It will be in production by next 
(Turn Page) 





Major Labor Contract Expirations 


Industry 
Aircraft Mfg. 
Airlines 
Buslines 
Chemical 


Communications 
Electrical Mfg. 


Gas 
Glass 
Utility 


Industry 


Airlines 
Ceramic 
Machinery 
Oil 
Rubber 
Shoe Mfg. 


industry 


Airlines 
Communications 
Oil 

Sugar 


October 
Company 


Boeing 

Temco 

Trans World 
Braniff 

Eastern Greyhound 
American Cyanamid 
DuPont 

AT&T (Long Lines) 
Westinghouse 
Emerson Electric 
Boston Gas 
Libbey-Owens-Ford 
Atlantic City Electric 
Florida Power 


November 
Company 


Continental 

U. S. Potters 

Fairbanks Morse 

Fairchild Camera & Instruments 
Line Material 

Shell 

Boston Woven Hose & Rubber 
Florsheim 


December 


Company 


Pan American 
Associated Press 

Pan American Petroleum 
National Sugar Refining 


Glass & Ceramic 
Ind. 
Ind. 


Union 


UAW 
Potters 
UE 


1AM 

UAW 

Ind. 

URW 
Shoeworkers 


Union 


TWU 

ANG 

Ind. 
Packinghouse 
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nly EAPITOL Wee Ls 


Forged Steel Fittings 


give all these benefits 


larantee pressure-tight joints with CAPITOL 
Army-Navy gauging procedure assures full 
ireads that will tighten every time. True align- 

hrough careful inspection, means easier and 
ake-up. 









phosphate coating makes all fittings rust- 


t, cleaner, easier to handle and free from oil or INDIVIDUALLY PRESSURE TESTED 


k identification through color-coded labels 
1e and reduces errors — Green-2000#, Blue- 
and Orange-6000#. CAPITOL fittings equal 
ed the requirements of all published specifica- 


luding MSS-SP-49, SP-50 and ASTM-A-105. . 
ats 
aN 
= 
= . 
-— | \ COUPLINGS 





BUSHINGS 


SQ. HEAD PLUGS ¢* HEX HEAD PLUGS 


; a IN 
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SOCKET WELD REDUCERS & 
COUPLINGS & CAPS INSERTS 





—— 
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MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO. 
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The aluminum industry is also 
hoping to increase its share of the 
can market (last year only 200 
million containers out of the 40- 
billion total were made of alumi- 
num). The most recent innova- 
tion: Aluminum Co. of America 
has developed a can, along with 
United Shoe Machinery Corp., 
with a thin aluminum top that 
can be ripped off merely by pull- 
ing a tab. 


Mobile School Planned 
For Forms Buyers 


A new mobile school for busi- 
ness forms buyers will soon take 
to the road. 

George Hano, of the Philip 
Hano Co., Holyoke, Mass., recent- 
ly described his company’s in-the- 
field educational plans to the Bus- 
iness Forms Institute. He said 
that while the idea of traveling 
schools is not new, the concept 
had not been previously used in 
the forms field. 

According to Hano, “There is a 
steadily growing demand for more 
technical details involving proper 
forms and their diverse uses. This 
avid curiosity helps to promote 
better understanding and thus, 
better use of forms.” 

A three-man team of company 
experts serves as the faculty for 
the school program which in- 
cludes: form design, system de- 
velopment, use of lithography in 
form design, and automation. 
Among the cities to be visited are 
St. Louis, Chicago, Atlanta, New 
York, New Orleans, Detroit, 
Omaha, and Philadelphia. 


Schedule Seminars on 
Foreign Purchasing 


The schedule of one-day semi- 
nars on “Problems of Buying 
Abroad” has been announced by 
the Materials Management Insti- 
tute and Industrial Education In- 
stitute, joint sponsors of the pro- 
gram. 

Designed for purchasing agents 
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and other corporate executives, 
the seminars will be conducted by 
John R. Blinch, director and sec- 
retary of the Purchasing Officers 
Assn. of Great Britain and execu- 
tive secretary of the European 
Federation of Purchasing, and 
Louis J. DeRose, executive direc- 
tor of the MMI and editorial mar- 
keting consultant of PurRcHASING 
Magazine. 

The meetings will be held in 
Los Angeles (Hotel Sheraton 
West) on October 18; Dallas (Ho- 
tel Adolphus) on October 20; 
Chicago (Hotel Sheraton Towers) 
on October 21; New York (Park 
Sheraton) on October 24; Phil- 
adelphia (Hotel Sheraton) on 
October 26; Cleveland (Hotel 
Pick-Carter) on October 27; and 
Detroit (Hotel Sheraton Cadillac) 
on October 28. 

Registration fee for the semin- 
ar (including a package of ref- 
erence material) is $50 per per- 
son. Complete information is 
available from the Industrial Ed- 
ucation Institute, 221 Columbus 
Avenue, Boston 16, Mass. 


Urge P.A.’s to Support 
Fair Treatment for Coal 


Purchasing agents who buy in- 
dustrial fuel have been urged by 
a coal industry representative to 
join in the demand for “fair treat- 
ment” for coal. 

“Every fuel consumer must be 
sure that he will always have an 
ample supply of energy available 
at reasonable cost,” says Stephen 
F. Dunn, president of the Na- 
tional Coal Association. “Only a 
robust bituminous coal industry 
can provide this assurance over 
the long term.” 

The coal industry needs the 
help of consumers and railroads 
to overcome the major obstacles 
to its progress, notes Dunn. These 
obstacles, he says, include excess- 
ive residual oil imports, natural 
gas dumped at whatever prices 
are necessary to undersell coal, 
and tax disparities. 

Dunn pointed out that demand 





PARKER 


PEN MAKES 
A POINT: 
the importance of 
proper finish... 





Throughout the world, a Parker Pen is 
quickly identified by its distinctive arrow 
clip. Even while clasping firmly to a coat 
or shirt pocket, the clip properly signals 
the prominent Parker name ...in some 
Asian countries, it’s a status symbol and 
a mark of the wearer's literacy! 

For these and similar reasons, the clip 
must always retain a gleaming, jewel-like 
finish ...a finish durable enough to with- 
stand the roughest everyday abuse... .a 
finish that has no microscopic rough 
edges to snag or fray pockets. 

To give the clip just such a finish, 
Parker uses Abbott steel burnishing 
media in vital tumbling operations. Be- 
sides producing the lasting, polished 
finish, the high-quality Abbott shapes 
increase the clip’s surface hardness by 
compressing and compacting the grain 
structure of the metal. 

What's right for your product ... finish 
or cut? Send us a product or part sample. 
Without charge, we'll test it thoroughly 
and return useful recommendations 
promptly. 


REQUEST BULLETIN AP-1 
AND SAMPLE SHAPES 


THE ABBOTT 
BALL COMPANY 


y RAIL® r Ave 
HARTEOR 
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Interstate System has been making on-time deliveries 
to the automotive industry for more than 34 years! 


This is the kind of LTL and truckload service that separates the wheat from 
the chaff. Interstate System offers direct, single-line, scheduled service to 
more than 9,000 points in 24 states — the fastest, most convenient deliveries 
in the industry. If you and your company are not now enjoying this kind of 
shipping power, you should be. Call the Interstate System transportation 
specialists. We’re in the Yellow Pages. 


INTERSTATE SYSTEM 


MORE THAN A TRUCK LINE... A TRANSPORTATION SYSTEM 
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for bituminous coal is expected to 
more than double current output 
by 1975. “If this spectacular in- 
crease is to be met,” he says, 
“coal—like any other industry 
must necessarily have time to 
prepare to boost productive ca- 
pacity.” 


Purchasing Seminars 
Set for Five Cities 


A series of one-day seminars on 
“Measuring and Improving Pur- 
chasing Performance,” will be 
held in five cities in the east and 
midwest beginning October 6. 

Tht seminars, sponsored by the 
Industrial Education Institute and 
the Materials Management Insti- 
tute, will be conducted by Paul 
V. Farrell, editor of PurcHAsING 
Magazine. Locations and dates of 
the meetings are: New York, Ho- 
tel Park-Sheraton, October 6; 
Philadelphia, Hotel Benjamin 
Franklin, October 7; Cincinnati, 
Hotel Sheraton-Gibson, October 
11; Chicago, Hotel Sheraton- 
Blackstone, October 12; Cleveland, 
Hotel Pick-Carter, October 13. 

Among the topics to be covered 
in the one-day programs are: De- 
fining the Purchasing Function; 
The Purchasing Organization; 
Measuring Purchasing Perform- 
ance; Supervisory Development 
in the Purchasing Department; 
Responsibility for Evaluation; 
Some Techniques for Improving 
Purchasing Performance. Further 
information may be obtained from 
L.E.I, at 221 Columbus Ave., Bos- 
ton 16, Mass. 


Steel Shipments Top 
4.7 Million Tons 


Shipments of finished steel 
products from mills totaled 4,- 
710,565 tons in July, the Ameri- 
can Iron and Steel Institute re- 
ports. This is considerably less 
than the 5,920,860 tons shipped 
the previous month. 

Principal products shipped dur- 
ing July by steel mills were 
cold-rolled sheets—977,179 tons; 
electrolytic tin plate—489,080 
tons; hot-rolled sheets—440,305 
tons; hot-rolled bars, including 
light shapes—361,702 tons; and 
plates—353,958 tons. 
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STANLEY SAFETY SAW 


STANLEY HAMMER 


STANLEY UNISHEAR 


STANLEY ELectric Toois, manufacturer of power tools, is famous 
for quality and dependability. They demand trouble-free gear performance. 

Cutting precision gears of all types and sizes to customers’ specifications 
is our business. As part of this, Perkins custom-gear engineers work closely 
with our customers’ designers and production staffs. We can help you 
too... in design, improved performance, and cost control. “It makes 
good sense to use the help of gear experts with 52 years experience.” 
What are your gear problems? 


RYT, 


Se) 
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This Handy Gear Cal- 
culator, easy to use, 
saves time. Folder il- 
lustrating Perkins cus- 
tom precision gears 
and facilities offers 
information. Both 
yours on request. 


MACHINE AND GEAR CO. 


Dept. 6G West Springfield, Mass. 
Telephone: REpublic 7-4751 
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STANSCREW 


’ 


ro} m- Mal)’, More) aleot-\ eo}! 


in fastener service 


American industry is learning Stanscrew means extra values. 

This symbol personifies a trained staff of fastener specialists. Their 
technical assistance can often help you reduce fastener and assembly costs. 
It means extra quick deliveries from complete inventories maintained 
at three conveniently located plants . . . over 5,000 different types and sizes 
to assure a broad selection for the great majority of your requirements... 

and, above all else, fasteners of consistently high quality. 

Although it first appeared in 1958, the Stanscrew trademark represents a 
wealth of fastener experience. For it combines the technical skills and 
specialized facilities of three major manufacturing divisions of Standard 

ew Company, each an honored name for more than 80 years. They are: 
THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 

For fasteners, specify Stanscrew. For other needs of home and industry, 
Standard Screw divisions also produce: 


Moen single-handle faucets « Hartford textile spindles 
Roosa Master fuel injection pumps « Chicago tappets 


Each division also — a complete design and manufacturing service 
for cold headed and screw machine products. 


STANDARD SCREW COMPANY 
2701 Washington Boulevard « Bellwood, Iliinois 
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New G-E "Bonus Line” Mercury Lamps. 6000 extra hours! That’s the 
bonus you get in every 400-watt G-E “Bonus Line’’ Mercury Lamp... and a 
minimum of 3,000 hours extra in the other wattages. One look at these two light- 
producing arc tubes and you can see why General Electric “Bonus Line” Mercury 
Lamps are your best bargain. See how the one from a G-E Lamp stays white? 
That’s because its special electrode doesn’t deposit a black coating, but a translucent 
white coating that lets the light come through. The result: you get as much light at 
9,000 hours as ordinary mercury lamps give at 3,000 hours. General Electric 
“Bonus Line” lamps now available in a// sizes from 100 to 1,000-watts . . . in all 
popular shapes and “‘colors”. . . at new low prices. 

Men in the know . . . know they get important differences when they specify 
General Electric Lamps—whether they’re mercury, filament or fluorescent. So let 
your General Electric Lamp distributor explain the important plus you can get in 
the lamp types you use. General Electric Company, Large Lamp Department 
C-033, Nela Park, Cleveland 12, Ohio. 


ORDINARY 


Progress /s Our Most Important Product ARC TUBE 


GENERAL@@ ELECTRIC 


8000 HRS. 
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You get MORE THAN A MOTOR with 








General Electric's Form G... for example... 
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Expert 
Application Aid 


Are you taking advantage of all the 

motor knowledge available to you? A phone call 
will bring a G-E application engineer to 

help solve your motor application 

problems. He’s not only an expert on G-E 

Form G fhp motors, but in all phases of 
applying them. He can bring years of 

motor experience and knowledge 

to bear for you. Why not try him? 


GENERAL @@ ELECTRIC 


EXPERT APPLICATION AID is only 
mone of several “extras” you get when you 
je select Form Gs. A complete review of the 

reasons why Form Gs give you MORE THAN 

A MOTOR is presented on the following page. 





These unmatched extras make G.E.’s Form G 


MORE THAN A MOTOR 


YEARS-AHEAD DESIGN LEADERSHIP 
Gi Electric’s year-in year-out 
ip in fractional horsepower 
design and innovation helps 
our changing product de- 
helps keep you. “‘out front’’. 


r ) Z 


‘*Individual- 
l’’ quality ‘control assures con- 
tently high quality. Every Form 
tor is thoroughly tested at all 

f production for top perform- 


QUALITY CONTROL 


nd long-life characteristics. 


M axe 


c 


rorn 


FAST, LOCAL SERVICE A nationwide 
network of Electric Motor Service 
Stations, kept up-to-date on latest 
motor techniques by twenty travel- 
ing motor specialists, assures fast, 
local motor repair or replacement. 


EASE OF ASSEMBLY—Compact G-E 
Form G fractional horsepower 
motors can be mounted and hooked 
up in a matter of seconds; offer 
assembly-line savings in time and 
money; cost less to ship or handle. 


sure you get MORE THAN A MOTOR when you select fhp drives for your product . . 
G motors, available in NEMA 48 and 56 frames. For more information, contact your nearby General Electric 


DESIGN VERSATILITY—-Form G fhp 
motors offer amazing versatility and 
design freedom for incorporation in- 
to your product. Whatever your 
product requirements, there’s a G-E 
Form G fhp motor to meet them. 
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DELIVERY PERFORMANCE Delivery 
you can count on is made possible 
by General Electric’s multi-plant 
manufacturing facilities. The motors 
you need are available when you 
need them—where you need them. 


. choose General Electric 


Apparatus Sales Office or write General Electric Co., Section 702-107, Schenectady 5, N. Y. 


GENERAL @@ ELECTRIC 
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NEW ONE-OF-A-KIND MICROGRAPH 
draws pictures for bearing research 


This greatly magnified stylus is drawing a picture of the 
microscopic imperfections in a bearing raceway . . . measur- 
ing each one to within a few millionths of an inch. The 
picture-on-tape which comes out of this specially modified 
micrological instrument is an important tool in BCA’s re- 
search on ball bearing performance. 


This is just one of the precision instruments in the Tempera- 
ture-Humidity-Controlled Instrumentation Room which is 
the center of BCA research on bearings. The result of this 
program is revealed in on-the-job performance of BCA bear- 
ings. They roll dependably under heavy loads and all kinds 
of adverse conditions. 


New testing facilities at the BCA laboratories also include 
specially designed equipment, often identical with equipment 


BEARINGS COMPANY Ste 
OF AMERICA 


in customers’ plants. Here, BCA bearings are tested to exceed 
customer specifications under the exact operating conditions 
experienced by the customer! 


BCA ball bearings are standard original equipment . . . re- 
placement, too . . . for nearly every kind of. industry. For 
example, automotive, earth moving, agricultural and machine 
tools. The wide line of ball bearing sizes and types, plus 
BCA’s research and extensive new testing facilities, pays off 
for bearing users. Consider the performance record. of BCA 
ball bearings the next time you purchase or specify bearings. 
For more information, or for assistance with 

bearings problems, contact Bearings Company of 
America, Division of Federal-Mogul-Bower Bear- 

ings, Inc., Lancaster, Pa. 


DIVISION OF 
FEDERAL-MOGUL-BOWER 
BEARINGS, INC. 


bearings 
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:AYLORD SOLVES : 


‘KAGING PROBLEMS INSIDE AND OUT 


Your Gaylord Man isn’t twing, he just works like it. He | 
knows the “‘inside’’ of contairler manufacture nad the “outside” 
of packaging operations, so He can give you do\ ‘yble-duty service. 


Got a packaging problem or two? Call the man’ who solves 
them by the pair—your nearby Gaylord Man. ' T oday. 











‘ES cROWN ZELLERBACH CORPORATION (QR 2:25 


GAYLORD CONTAINER DIVISION 


HEADQUARTERS. ST. LOUIS 
PLANTS COAST TO COAST 





WE TAKE THE PULSE OF BEARINGS ON TAPE 
TO MAKE THEM EVEN BETTER! 
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TO TAPE-RECORD THE “HEARTBEAT” 
OF BEARING METALS UNDER LOAD, 
WE USE THIS SPECIAL FRICTION AND 
WEAR TESTER. (icft) The result is 


; ; } ; | 
 SSees tones Sonat conse spans ton 


ONE REASON WHY F-M SLEEVE BEARINGS 


and other F-M products give you the finest 
possible performance — this and the other 
unusual precision equipment used by 
Federal-Mogul research. You'll find F-M 
sleeve bearings used in turbines, engines, 
and comntless other types of power trans- 
mission equipment . . . F-M precision thrust 
washers in pumps, automotive engines and 
transmissions, motors . . . F-M formed bush- 
ings in refrigeration compressors, electric 
motors . . . and low-cost F-M 

spacers in motor mounts, ma- 

chinery, control mechanisms. Freel 
These are just a few examples. 

For More Information about ad on facing page 


<Write No. 179 on Place Mark Card—pg. 32 
SEPTEMBER 26, 1960 


highly accurate data on the behavior of 
HSa5t peat ; bearing-metal surfaces, invaluable in our 
gene gees cease SSEHESSES4 = fundamental research into friction. By 
SES Ses oe) means of this instrument, we're able to 
correlate, more closely than ever before, 
specific alloy compositions with their 
degree of the “stick-slip” phenomenon 
(in which one surface sliding over an- 
other slides . . . stops . . . slides . . . stops 
... and so on) which accompanies un- 
lubricated sliding action. We can also 
determine accurately the compatibility 
of bearing materials with shaft metals in 
lubricated systems . . . showing us which 
metal or alloy is most likely to be superior 
for a given bearing application. In short, 
this Friction Tester is a fundamental 
research tool which gives us positive 
answers to difficult bearing problems, 
faster than ever before. 


There’s much valuable data in our Design Guides on sleeve bearings, thrust washers, and bushings 
and in our brochure on spacers. For your copies, write Federal-Mogu! Division, Federal-Mogul-Bower 
Bearings, Inc., 11077 Shoemaker, Detroit 13, Michigan. 


sleeve bearings DIVISION OF 
Tee = FEDERAL-MOGUL-BOWER 


thrust washers 
BEARINGS, INC. 
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To trap microparticles 
».- Or Vibration 


.-- rely on Felts 


The versatility of A+ Felts makes them ideal for solving engineering and design 
problems as different as purifying liquids or gases with the AFCO FEUTRON® felt 
filter cartridge, and isolating machinery vibrations with VIBRA-MOUNT® absorber 
pads. These are but two of the end-results of the custom engineering with 
which A+ Felts are created to meet demanding sets of specifications. 
The AFCO FEUTRON (felt filter cartridge is precision engineered 
of chemically pure fibers . . . of uniform diameter . . . giving consistent 
cartridge density and filter performance throughout 
Send for this helpful FREE 
its micron range. VIBRA-MOUNT felt is used for brochare showing the many 
° B P > P . uses of A+ Feit as a design 
insulating production equipment, business machines and engineering material. 
and sensitive instruments. It reduces 
transmitted vibration by as much as 85%. 
Learn how A+ Felts can improve your 


application. Send us your materials problem. 
Our engineers will follow through promptly. 


A+ FELT ABSORBS, SEALS, INSULATES, 
FILTERS, CUSHIONS, POLISHES, DECORATES 
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RUSH SEASON - « » Marathon harvesting proves bearing stamina 


, Re sil 


Sunup to sundown is only half a day’s 
work during rush seasons on the farm. 
Farm machines follow their headlights 
long into the night. And Bower roller 
bearings help them take the long hours 
of overtime work in stride. 


This ’round-the-clock work load calls 
for bearings that hold up when the 
heat’s on. The significant advantages 
of Bower roller bearings . . . in basic 
design, in materials, in manufacture 


. . . keep combines, tractors and other 
farm machinery rolling longer, season 
after season. 


Build overtime service into your prod- 
uct with Bower roller bearings. You’ll 
find this extra endurance in the full 
Bower line of tapered, cylindrical and 
journal roller bearings for every field 
of transportation and industry. Bower 
Roller Bearing Division, Detroit 14, 
Michigan. 


eC OVVieis 


ROLLER 


BEARINGS 


tapered 
cylindrical 
journal 
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The Amplexologist is sometimes detected about 
to pocket a part in a prospective customer’s 
plant. Especially a part being machined from a 
rough casting or hogged out of steel. Just the 
sight of it starts wheels whirling in the Amplex- 
ologist’s head. 


Why all the machining? Is thls scrap necessary? 
Could we make the part out of powder metal? 
Eliminate machining costs. Eliminate scrap. Deliver 
a finished precision part for the price of a rough 
casting. Less, maybe? 

Well! Thoughts like these are enough to make 
the Amplexologist forget his mother’s maiden 
name. No wonder it sometimes takes a pointed 
stare to remind him to ask permission to pick 
up the part and take it back to the office and 
figure precisely how to make it better and 
cheaper through advanced powder metallurgy. 


Customers usually forgive him the sins of his 
enthusiasm. It has saved them thousands of 
dollars. We can afford to forgive him, too. He 
has helped make us the world’s largest, most ex- 
perienced producer of powder metal parts. He is 
the reason manufacturers say: When it comes 
to powder metallurgy —Amplex has the answer. 





FOR THE BENEFIT OF SKEPTICS... 


The part shown is a combination gear 
and compound cam. Formerly, it was 
an 8-piece assembly: fibre gear, steel 
flange, horizontal steel cam, vertical 
steel cam, four steel screws. Then the 
Amplexologist went to work. Today, 
the part is produced by powder metal- 
lurgy as a single unit—a finished preci- 
sion part that requires no machining. 

Cost reduction: about 90%. What’s 
more, the powder metal part provides 
longer wear, quieter operation. 


Photograph permission RCA. 








| SEND COUPON ... if you'd like to talk over 
ma AMPLEXOLOGIST = your product with the Amplexologist. Don't hesi- 
5 tate. He's always happy to get out of the office. 


= NAAN HN cM") 


F AMPLEX DIVISION « CHRYSLER CORP. , Dept. P-9 
= P.O. Box 2718 DETROIT 31, MICH. 


= Please have the Amplexologist call to look into the 
= possibility of using powder metal parts in our product. 


NAME__ 





COMPANY 





DIVISION 
CHRYSLER 


cunvsien @ @T TE 


b>. PRODUCT_ ss 
— Mem eT 
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Information For Your Catalog Files 





BACK-UP RINGS 


\2-page booklet on design and dimensions 
tinuous and contoured back-up rings. De- 
s characteristics and discusses advantages. 
les complete operating media data. 


Parker Seal Company 
Write No. 1 on Place Mark Card—Page 32 


BEARING SLIDE MECHANISMS 


\6-page catalog containing dimensional infor- 
tion, mounting patterns, and descriptive in- 
nation on ball-bearing slide mechanisms. De- 
bes slides available in Thinline and standard 

s with weight handling capabilities to 800 


Jonathan Manufacturing Co. 
Write No. 2 on Place Mark Card—Page 32 


CAP SCREWS 
hure containing information on socket head 
rews. Includes complete dimensional data 
th the 1960 series and the 1936 series. 


Standard Screw Company 
Write No. 3 on Place Mark Card—Page 32 


CHUCKS 


No. 800 describes power and manually 
ted two-jaw indexing chucks. Includes pho- 


yhs and cross sectional drawings, plus data 
nstruction, 


Cushman Chuck Co. 
Write No. 4 on Place Mark Card—Page 32 


CONVEYORS 


g GC-1 covers conveyor products and tech- 
Photographs and diagrams illustrate ap- 
ons of materials handling equipment and 


The 44-page bulletin includes more than 
ctographs, 


Rapids-Standard Co., Inc. 
Write No. 5 on Place Mark Card—Page 32 


DECALS 


ey of decals, adhesive backed identification 
ts, and decorative trim. Covers 11 basic 
als ranging from plastic through aluminum. 
»parate sheet on each material gives a descrip- 
‘ the product, physical properties, and com- 
ses. 

Allied Decals, Inc. 

Write No. 6 on Place Mark Card—Page 32 


ELECTRIC MOTORS 


A 14-page catalog on designing, selecting, and 
specifying electric motors. Gives construction, 
dimension, and price data on fractional and in- 
tegral horsepower motors. Also describes many 
available motor modifications. 


Doerr Electric Corp. 
Write No. 7 on Place Mark Card—Page 32 


ELECTRICAL CONNECTORS 


Bulletin PR259-1 covers technical information, 
ratings, and outline dimensions on single-con- 
ductor plugs and receptacles. The 12-page four- 
color catalog describes all 25, 50, 100, and 250 
ampere types offered. 


Superior Electric Company 
Write No. 8 on Place Mark Card—Page 32 


LAMINATED PLASTIC 


A 115-page fact book containing technical data 
on laminated plastic. Covers property and appli- 
cation information on 70 standard, special, and 
molding grades of high-pressure thermosetting 
laminating plastics. Also includes military, toler- 
ance, and weight specifications. 


American Cyanamid Company 
Write No. 9 on Place Mark Card—Page 32 


LIFT TRUCKS 


Bulletin SS-1836 gives specifications for an 8000- 
Ib capacity gas-powered fork truck. The two-color 
bulletin contains a capacity chart, upright dimen- 
sion table, and drawbar pull chart on the vehicle. 
Drawings show turning radius and all dimensions. 


Clark Equipment Company 
Write No. 10 on Place Mark Card—Page 32 


MACHINE TOOLS 


A 52-page catalog on light-heavyweight machine 
tools and accessories. Includes drill presses, 
grinders, cut-off machines, belt saws, and belt 
and disc surfacers. Covers specifications, listings, 
and descriptions. Photos and drawings supplement 
the text. 

Rockwell Manufacturing Company 

Write No. 11 on Place Mark Card—Paae 32 


MANIFOLDS AND REGULATORS 


A 16-page catalog on industrial gas regulators and 
portable manifolds. Covers specifications and or- 
dering information. Lists inlet and outlet connec- 
tions according to the American Standards of the 
Compressed Gas Association. Recommended uses 
and installations are included. 


Union Carbide Corporation 
Write No. 12 on Place Mark Card—Page 32 
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Job-Designed Threaded Parts for Every Industry 


Here is a fast, dependa- 
ble, low cost, quality 
minded source of supply 
for JOB-DESIGNED 
threaded parts and fas- 
teners of all types, in any 
metal, to fit your own 
particular assembly 
blem. Recognize the fact that a fas- 
iesigned specifically to fill a seem- 
mplex assembly requirement can 

ost less than design modification 
mmodate so-cailed standard rivets. 
smbly costs are a very major part of 
nufacturing expense. Most of this is 
The fastening medium itself is usu- 

2 minimum item. If a Job-Designed 
tener makes assembly simpler and 
ter, permits the use of fewer fasteners, 


i tettrell| 


allows the designer functional freedom 
and improves product efficiency, yours is 
a specifying job well done. All these possi- 
bilities are available when you come to 
Hassall for design assistance and quota- 
tion on challenging, difficult or unusual 
rivets, threaded nails, drive screws and 
other cold headed parts. Short or long 
runs, pilot quantities, engineering counsel, 
over 100 years of intimate association 
with cold heading—and a deep apprecia- 
tion and regard for the concept of value 
analysis—all are a part of the Hassall 
service to you. 


Send for a copy of our latest catalog. 


JOHN HASSALL, INC. 


MANUFACTURERS SINCE 1850 


>} 


PO Box 2268, Westbury, Long Island, NY 
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TOM BIGBEE SAYS: 


‘““‘the finest pulp in the 
South goes into Marathon 
towels and tissue”’ 


Right here in Marathon Southern’s 
Naheola mill on the Tombigbee River, 
the finest timber in the South produces 
the finest towels and tissue used in any 
industrial washroom. These towels are 
soft, strong and absorbent. One will do 
the job of several ordinary towels. Mara- 
thon tissue is the symbol of softness with 
exceptional breakdown ability. Marathon 
dispensers, recessed or wall-mounted, as- 
sure foolproof dispensing with no waste. 
See your Marathon paper merchant for 
complete details. 


marathon (A) 


A Division of American Can Company 
MENASHA, WISCONSIN 


Single-, multi- or C-fold towels, bleached or unbleached. 
Service Roll or Dorsette Facial Grade Tissue. Dispensers. 
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Catalog Files 





ROTARY SWITCH 


Bulletin D-460 describes in 
detail hermetically sealed ro- 
tary switches. The 13-page 
catalog illustrates standard 
designs—including dimensions, 
drawings, mountings, recepta- 
cles, and wiring. Covers con- 
trol and performance data, en- 
vironmental conditions, duty 
cycles, and voltage codes. 


Ledex Inc. 
Write No. 13 on Place Mark Card—Page 32 


SPEED REDUCERS 

Brochure No. F-2003 con- 
tains technical information on 
shaft mounted geared speed 
reducers. Includes illustrations, 
feature descriptions, and or- 
dering instructions. Has tables 
showing the service classifica- 
tions to be applied in deter- 
mining the types to be used 
in various applications and 
conditions of usage. Also pro- 
vides high and low gear-ratios 
for each horsepower and 
frame size, with preferred ra- 
tios for specific motor rpm’s 
indicated. 


U.S. Electrical Motors Inc. 
Write No. 14 on Place Mark Card—Page 32 


WINCHES AND HOISTS 

A catalog on a line of 
winches and hoists. Includes 
pertinent data and drawings 
for rescue, heavy duty cargo, 
and hand operated hoists. Also 
describes various hooks and 
accessories — including a re- 
mote release cargo hook. 


Breeze Corporations, Inc. 
Write No. 15 on Place Mark Card—Page 32 


WIRE AND CABLE INSULATION 
A descriptive manual on sil- 
icone rubber insulation for 
wire and cable. Includes data 
charts and graphs to show 
load carrying capacity. A va- 
riety of applications are pic- 
tured. 


Dow Corning Corporation 
Write No. 16 on Place Mark Card-—Page 32 


WORK GLOVES 
A selector manual covering 
basic types and styles of 
work gloves. Includes infor- 
mation on basic cuts, cuff 
styles, and other _ specifica- 
tions. Describes features of 
canton flannel, jersey, leather, 
terry cloth, neoprene, and 

plastic gloves. 


Riegel Textile Corporation 
Write No. 17 on Place Mark Card—Page 32 
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*“A unique form of empathy...the sensitivity to understand and 
react to the problems of Original Equipment Manufacturers. 


Why do we have this attitude? Because we give what we’d like to receive. At Allis-Chalmers 
. . . O.E.M.pathy is a deep-rooted mental habit we never aim to change. In building com- 
penent products for use in your products, we draw on our own experience as an OEM in 
many fields. We don’t have to put ourselves in your shoes . . . we’re already wearing a 
similar pair. This OEM frame of mind affects our basic approach in everything we do for 
you ... not in a superficial way . . . but from the basis of sound, well-chosen beliefs gained 
as OEM’s ourselves. It shows in the products we offer as components, in our service, our 
delivery, our ability to supply “specials” and to fit our performance to your needs. 
O.E.M.pathy directs our thinking, our attitudes, our actions. Industrial Equipment Division, 
Allis-Chalmers, Milwaukee 1, Wisconsin. A-1279 


PRODUCTS FOR YOUR PRODUCTS 
FROM ALLIS-CHALMERS 


For More .Information Write No. 187 on Place Mark Card—Page 32 
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Buy Through Your Simonds Distributor 











WIDE BAND SAWS “RED CENTER” SOLID TOOTH CIRCULAR SAWS MACHINE KNIVES (PAPER, VENEER 
(PLYWOOD, RIP, CUT-OFF, PLANER CHIPPER, HOG, THIN PLANER 


INSERTED TOOTH CIRCULAR SAWS 
BITS AND SHANKS CARBIDE TIPPED CIRCULAR WOOD SAWS RED END’ HACK SAWS (HAND AND POWER 
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and Get the Bonus Benefits of... 


SERVICE 


PIUS-one source for many products 


You save on purchasing paperwork 
You save on inventory 
You save on stockroom space 


Quality without service is a mighty intangible benefit. That’s 
why Simonds makes its service local! 

As Triple-S stands for Simonds Saw and Steel and the well 
known high quality of its products, so does Triple-S stand for 
the service of your Simonds Distributor. Back of the unique 
‘“‘Controlled-conditions” quality of every Simonds cutting tool 
are the local stocks, local speed, and local technical skill of your 
Simonds Distributor. 

That’s what we call Simonds “ Triple-S-Service’’! 

Local Stocks mean Simonds cutting tools are available right 
in your own backyard. Just pick up the phone to order them. 

Local Speed means fast delivery. Greater convenience, too, 
with just one order, one bill, one check covering different items. 

Local Skill. Your local Simonds Distributor is trained in the 
proper application of Simonds top quality cutting tools. He, and 
many of his men, have been to school in Simonds famous “ Little 
Red Schoolhouse’’. And they’re always “‘on call” to help you 
solve your cutting problems. 

For the best combination of quality cutting tools and on-the- 
spot service that saves you time, work and money — depend on 
the “ Triple-S-Service”’ of your local Simonds Distributor. 


Get your Simonds Distributor's 
TRIPLE-S-SERVICE 
For Local Stocks—Local Speed—Local Skill < 


SIMONDS 


SAW AND STEEL CO 


FITCHBURG, MASSACHUSETTS 
Factory Branches in Boston, Chicago, Shreveport, La., San Francisco and 
FILES AND RASPS CIRCULAR CUTTERS Portiand, Oregon + Canadian Factory in Granby, Que. + Simonds Divisions: 
ALL 4 TYPES Simonds Stee! Mill, Lockport, New York; Heller Tool Co., Newcomerstown, 
SHEAR BLADES NARROW BAND WOOD SAWS Ohio; Simonds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Canada 
FLAT GROU STEEL 
(OIL HAR G, AIR HARDENING 


META AN S (SUPER HIGH SPEED 
LOW CARBON) ETAL BAND SAWS (SUPER HIGH SPEE 
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[mings you can do 
with PQ SOLUBLE 
SILICATES 


ique physical and chemical 
properties of PQ silicates find use 
lozens of industrial processes. 
Over 50 liquid silicate products, 
y forms from which to select 
ight one). You too, may 
fit from a PQ silicate in at 
e of your operations to im- 
the result or to reduce cost. 
are a few suggestions of the 
ways in which industry ap- 

PQ silicates: 
DETERGENTS: Excellent soil remov- 
general cleaning, also metal 
king, laundry, special equip- 
nent. For mild to heavy duty 


ADHESIVES: Sodium silicates are 
d for combining paper, fiber 
rd, cellulose and asbestos. 
Strong, rigid, fireproof bond; low 
ct ready to use. 
COAGULANT AID: For clarifying 
uw and waste waters. Improves 
r quality; increases filter runs. 
iore information, samples, 
contact PQ Silicate Head- 


PHILADELPHIA QUARTZ COMPANY 
Public Ledger Bldg., Philadelphia 6, Pa. 


U.S. PAT. OFF 


ates: Philadelphia Quartz Co. of Calif- 
ley & Los Angeles,Calif. ; Tacoma,Wash. ; 
)) Silicates Limited, Toronto and 

field, Canada. 
PO PLANTS: ANDERSON, IND.; BALTIMORE, MD.; BUFFALO, 
N.Y. CHESTER, PA.; JEFFERSONVILLE, IND.; KANSAS CITY, 
KANSAS; RAHWAY, NLJ.; ST. LOUIS, MO.; UTICA, ILL. 
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Letters To 


The Editor 





WONDERFUL SERVICE 


Dear Sir: 

We read with great interest 
the story in your July 18 issue on 
the subject “Buyers Beware— 
The Racket Boys Are Back.” This 
article is certainly a wonderful 
service to purchasing agents. 

I thought you might* like to 
know that this summer we 
worked with Donald W. Boyd, 
Jr., editor of the Niagara Frontier 
Purchaser which is published by 
the Purchasing Agents Asocia- 
tion of Buffalo. As a result of 
this splendid cooperation from the 
magaz ne and the police depart- 
ment, these itinerants have left 
our community. 

I might also add that the 
articles which appeared in the 
Niagara Frontier Purchaser and 
PuRCHASING Magazine had the ef- 
fect of causing purchasing agents 
from as far away as Niagara Falls 
and Gowanda to call our Bureau 
seeking information about the 
itnerant replaters. 

Thank you for this service in 
behalf of legitimate business. 

Harold W. Webber 

Better Business Bureau of 
Western New York 

Buffalo, New York 


Dear Sir: 

The article “Buyers Beware” 
which appeared in the July 18 is- 
sue of PurcHAsSING Magazine was 
very well handled. I believe it 
would be of interest and value 
for our member Bureaus through- 
out the country to have a copy 
which they may desire to bring 
to the attention of their member 
firms. 

If you can make 150 copies 
available to us for mailing to 
them, we will suggest that local 
Bureaus interested in obtaining 
reprints, at the quoted price, 
write direct to you. 

Thomas C. Roberts 

Association of Better Business 

Bureaus 
New York, New York 


@ For anyone interested in re- 
prints of this popular article, see 


page 50 in the August 15 issue or 
write: Reprint Department, Pur- 
CHASING Magazine, 205 East 42 
St., New York 17, N. Y. 


DATE OF SHIPMENT 


Dear Sir: 

We are often faced with the 
problem of interpreting what is 
meant by the requested delivery 
on purchase orders we receive. 
On consulting with our purchas- 
ing agent as to established com- 
mercial practice, he referred me 
to you. 

The question which most often 
arises concerns what is meant by 
a phrase such as “ship August 
20.” May we ship ahead of time? 
How much leeway is normally 
allowed? 

Since we do business with a 
great number of customers and 
much of it is on a relatively in- 
frequent order basis, it is not prac- 
tical to check with each customer. 

If you have published an 
article on this subject we would 
very much like to have a reprint; 
any other information you can 
supply will also be greatly ap- 
preciated. 

Bernard Schnoll 
Industrial Devices, Inc. 
Edgewater, New Jersey 


e General practice is to indicate 
on the purchase order the date at 
which the buyer would like the 
material to arrive at his plant 
The phrase “ship August 20” is 
relatively rare—or should be. 
Most often it will appear as “de- 
livery required August 20.” Nor- 
mally a customer will be satisfied 
if you deliver a few days earlier, 
or right on the date that the ship- 
ment is due. However, some com- 
panies do not like to receive ma- 
terial too early, since they don’t 
wish to pay for it too early nor 
do they wish to store it. If the 
product is small and of relatively 
low dollar value, this may not be 
too important. As a “rule of 
thumb”, if a customer asks for de- 
livery on August 20, deliver the 
material to him between August 
13 and 20. 
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An example of Avisco Rayons in Industry 


Here’s how 


There are many uses for laminated paper, plastics 
and rubber which require the addition of a high ten- 
sile reinforcement. One of the best is also one of the 
cheapest: Rayflex high strength filament. You’d pay 
22% to 100% more for other fibers with comparable 
strength, impact and flex life. 


Rayflex is the foundation for hose and belting, the 
basis of packaging tapes, the ideal filament for scrim 
fabrics that give paper, plastic and foil the economical 
extra strength they need in laminated constructions. 


Avisco rayon can be engineered to meet specific rein- 


industry adds muscle to 
reinforced paper, plastics and rubber. 


forcing needs. Fabricators and users of products that 
require reinforcement have found that it pays to con- 
sult us. We’ll be glad to study your probiems. 


QUICK REPLY COUP 
industrial Merchandising Division 
American Viscose Corporation 
350 Fifth Avenue, New York 1, N.Y. 
Please contact me about Avisco Fibers for reinforcing 
use in 


Name 
Company Name 
Address 


Zone. State 


AVISCO & RAYON 


AMERICAN VISCOSE CORPORATION, 350 Fifth Avenue, New York 1, N. Y. 
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FROM YOUR TUBE TURNS’ DISTRIBUTOR 


omplete line of Prpe-MatE Fit- 

, Flanges and Accessories are 

lable from your nearby Tube 

’ Distributor. For pipe sizes 14” 

. Schedules 5S and 10S...in 
304L, 316 and 316L. 


180° RETURNS 


90° ELBOWS 


CONCENTRIC 
REDUCERS 


45° ELBOWS 
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TURNS... 


PIPE-MATE light-wall stainless steel 


fittings and flanges 


Tube Turns introduces another important key to 
lower piping costs ...a new line of light-wall stain- 
less steel fittings and flanges for process piping. 
Here’s how this Prre-MaTe* line reduces costs... 


Cuts material costs. Compared to standard 
weight Schedule 40S pipe, light-wall piping in 
Schedule 5S or 10S cuts material costs as much as 
30% to 50%. It weighs % to % as much, is easier to 
handle, easier to install and provides greater flow area. 


Simplifies installation. Extra long tangents of 
Pipe-MateE fittings provide full straight-line clear- 
ance for fitting-to-fitting connections and permit 
fabrication of completely flanged elbows, returns, 
tees, etc. Aligning connector speeds making of socket 
type joints. Fittings may be butt-welded, fillet- 
welded, brazed or soldered, or joined by rolled-in 
flange connections. 


Here is another plus value you get when you 
specify products of Tube Turns and buy them from 
your Tube Turns’ Distributor. 


FREE BULLETIN on PIPE-MATE Fittings and Flanges 
describes complete line, shows installation procedures, 
and gives properties and dimensional tolerances. 
Mail coupon for copy. 


*** PIPE-MATE” and “8” are trademarks of Tube Turns 


Another i plus value from... 


FUBE TURNS 


DIVISION OF CHEMETRON CORPORATION 
Lovisville 1, Kentucky 


DISTRICT wend - —— * Buffalo + Chicago + Columbu 

Denver + Detr * Houston « Kansas City + L« on 

Philadelphia -P tte burgh « v7 the ad + St. Petersburg + San Fr 

Shreveport « Tulsa 

In Canada; TUBE TURNS OF CANADA LIMITED, Ridgetowa, Ontari 
District Offices: Edmonton + Montreal + Toronto 

In Mexico: TUBE TURNS DE MEXICO, Mexico City 


FOR 
BUTT-WELDING 


FOR 
FILLET-WELDING, | 
BRAZING OR 
SOLDERING 


FOR ROLLED-IN 
FLANGED JOINTS 


TUBE TURNS 


Department PM-9, 224 East Broadway 
Louisville 1, Kentucky 
Please send bulletin TT944AR. 


Company Name 





Company Address 





City State 





Your Name ___ 





| 
| 
| 
| 
| 


Position 
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What a PA. doesn’t have to know about bearings 


ing you don’t have to worry about is getting 
right alloy blend in bearing steel—if you 
rimken® tapered roller bearings. We do it 
-in the most modern metallurgical labo- 
in the bearing industry. You see part of it 
[t's another reason why Timken bearings 
c No, 1 bearing value. Next time you buy 
roller bearings, specify Timken bearings 
of a part number—be sure of getting the 
r your money. The Timken Roller Bearing 
y, Canton 6, Ohio. Cable: ‘‘STIMROSCO”’. 
)f Tapered Roller Bearings, Fine Alloy Steel 
Removable Rock Bits, Canadian Division: 


lian Timken, St. Thomas, Ontario. 


tapered roller bearings 
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Purchasing People in The News 





Raymond F. Neill, Jr. has be- 
come purchasing agent for Cono- 
flow Corporation, Philadelphia, 


Pa. Mr. Neill joined the company 


Raymond F. Neill, Jr. 


in 1956 as a production planner. 
He was named buyer in 1958, 
which position he held until his 
present appointment. 


Appointment of W. H. Klarquist 
as general manager of purchasing 
has been announced by Standard 
Oil Company of California, San 
Francisco, Calif. Mr. Klarquist 


W. H. Klarquist 


succeeds A. R. Eimer who is re- 
tiring after 38 years of service 
with the company. Mr. Klarquist 
steps up to his new job from 
Standard’s Western Operations, 
Inc., where he has been manager 
of purchasing since 1955. He 
joined the company’s personnel 
department in Los Angeles in 


SEPTEMBER 26, 1960 


1936. The following year he moved 
to the company’s producing op- 
erations at Kettleman Hills in 
the San Joaquin valley as an 
accountant and two years later 
went to Saudi Arabia in the same 
capacity. Mr. Klarquist trans- 
ferrred to The California Com- 
pany, another Standard subsidi- 
ary, in 1941 and served there un- 
til his appointment to Western 
Operations, Inc. nine years later. 
He studied at UCLA. 


Briggs-Weaver Machinery Com- 
pany, Dallas, Texas had named 
S. W. Marshall, Jr., as director 
of purchases. He succeeds May- 
nard E. Robertson who has retired 


S. W. Marshall, Jr. 


after 19 years of service with the 
company. Mr. Marshall has been 
a consulting engineer. He is a 
graduate of both Virginia Mili- 
tary Institute and Massachusetts 
Institute of Technology. 


Standard Oil Company of Cali- 
fornia, Western Operations, Inc., 
San Francisco, Calif. has named 
A. C. Wilander as manager of its 
purchase and stores department. 
He succeeds W. H. Klarquist who 
was recently named general man- 
ager of purchasing for the parent 
Standard Oil Company of Cali- 
fornia. Mr. Wilander entered pur- 
chasing work in 1935, serving in 
Seattle and San Francisco. In 1950 
be came purchasing agent for 
California Research and Develop- 
ment Company, transferring to 


the corporation purchasing staff 
in 1953. 

Other appointments to the 
Western Operations purchasing 
staff included N. D. Tichenor as 
assistant manager (purchasing) 
and W. W. Sharon as assistant 
manager (operations). 


Sherer-Gillett Company, Mar- 
shall, Mich., has announced the 
appointment of William H. Ham- 
mond as director of purchasing. 


William H. Hammond 


He has been purchasing agent for 
the past year and one half. He has 
a degree in business administra- 
tion from Albion College. 


Robert A. Brothers recently 
joined the Bradley Semiconduc- 
tor Corporation, New Haven, 
Conn., as purchasing agent and 
inventory control manager. Mr. 
Brothers was planning manager 
with the Waterman Bic Pen Cor- 
poration. Prior to that he was 
with the Bristol Company in pro- 
duction control. 


Airtron-Pacific, Beverly Hills, 
Calif., has announced the appoint- 
ment of Dan Aikman as purchas- 
ing agent. Mr. Aikman has been 
contract administrator for the 
last 18 months. Prior to that he 
was in the production control de- 
partment at Douglas Aircraft 
Company. 
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Reynolds Aluminum 


aves 2 to 10 minutes machining time 


Reynolds Holobar machines quickly to close 
tolerances. Hydromatics, Inc., saves two to ten 
minutes machining time per part. 
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HOLOBAR'’ 


per part in ball valve production 


Hydromatics, Inc. in Livingston, New Jersey, uses 
Reynolds Aluminum Holobar for two important reasons. 


1 Holobar is aluminum bar stock—minus the core! 
* Seamless mechanical tubing that saves reaming 
and boring time—a two to ten minute saving per 
part, depending on the part, for Hydromatics— 

and scrap is reduced, tool life is increased. 


Holobar is all aluminum and strong, with increased 

* strength at low temperatures—perfect for use in 
valves handling liquid oxygen at 3,000 psi at 
—297°F. 

Hydromatics makes ball valves for both military and 
industrial use. Reynolds Aluminum Holobar is used for 
seat rings, spacer sleeves, seat retainers, and cups in 
these valves. Withstanding the chemical action of fuels 
and other fluids, Holobar retains its mechanical prop- 
erties despite pressures and temperature extremes. And, 
as aluminum actually gains strength as temperature 
decreases, Holobar is perfect for use in cryogenic ap- 
plications. 

Since much machining is eliminated, tool wear is 
reduced and closer tolerances can be held, as heat and 
pressure generated in machining solid bar stock are 
reduced. Holobar also features uniform physical prop- 
erties and wall-to-wall mechanical soundness. It has no 
core-to-surface variation often common in solid stock 
after machining. 

Lower in cost than bar stock, Reynolds Aluminum 
Holobar, can save in many other ways: Holobar stock 
weighs less—is easier to handle and move. Scrap 
problems are reduced, and initial drilling costs are 
eliminated; boring costs are reduced. Available in alloys 
2024, 6061 and 7075, sizes range from one inch to eight 
inches O.D. All alloys are not available in all sizes. 

Reynolds Holobar is one of many ways in which 
Reynolds Aluminum serves industry with metal—and 
know-how. For full details on Holobar, or on any 
aluminum product, contact your Reynolds Distributor 
or write direct to Reynolds Metals Company, P.O. Box 
2346-DK, Richmond 18, Virginia. 


Hydromatics, Inc., makes valve seat rings, 
spacer sleeves, seat retainers, and cups from 
Reynolds Aluminum Holobar. 


a) 
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Watch Reynolds new 

TV show “Harrigan & 
Son”, Fridays, starting 
October 7; also, ‘All 
Star Goif’’, Saturdays, 
resuming October 15— 
ABC-TV. And on 
Sunday, October 16, 

be sure to see the 
exclusive showing of 
America’s new 1961 
cars on The National 
Automobile Show, direct 
from Detroit over CBS- 
TV, 6 to 7 P.M. EDST. 





Help yourself 


toy 
Cotter Pins 


wide range’ of mg 
sizes. Write for folder. 








Hindley Manufacturing Co., Cumberland, R. 1. 


Wire Hardware» ae 
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FOB-“tilosoty of buying” 





Some SORT of a record in 
typographical errors was set by 
the Association of American Rail- 
roads in a recent release dealing 
with estimated net income of Class 
I railroads in May 1960. A para- 
graph indicated that Class I rail 
roads in the Eastern District re- 
corded a deficit of $28 million. It 
should have said they recorded a 
net income of $28 million. We 
know just how they feel. There 
are some days you just can’t make 
a dollar. But there are plenty of 
days you can make $56 million- 
dollar errors. 


Tucs ARE TOUGH all over. 
But we suspect they’re tougher 
than usual in the newspaper bus- 
iness after reading the lead story 
in the New York Times’ adver- 
tis ng column for August 1, car- 
rying the head “Agency Men Toil 
While the Nation Plays.” 

“It is now midsummer,” the 
story went on, “with those long, 
lazy, hot days when there comes 
a time for rest from labor and 
there comes a time for golf and 
swimming and boating and doing 
whatever strikes a man’s fancy. 

“But the agency business has 
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to be a step or two ahead of things 
and while a good part of the rest 
of the country is at play, the ad- 
vertisers are carrying on, com- 
pleting their plans for fall and 
winter campaigns. 

“At Erwin Wasey, Ruthrauff & 
Ryan, Inc., for example, the finish- 
ing touches have now been put 
on a mouth-watering affair on be- 
half of the Holland Cheese Ex- 
porters Associaton. .. .” And so 
on. 

It’s questionable whether our 
hearts bleed more for the suffer- 
ing admen or for the newspaper 
writer who has to struggle to 
come up with an anticlimactic 
lead like that. Maybe the best so- 
lution is just to go on feeling sorry 
for ourselves. That makes us all 
even. 


Anoruer BIG STEP in pur- 
chasing progress has been taken. 
The. Women’s Group of the Pur- 
chasing Agents Association of 
Washington—the first of its kind 
when it was organized in 1943— 
has been assimilated into the as- 
sociation on an equal basis. 
The existence of women’s groups 
in the association has always 





“You have a pension coming, Findstrom, but we'll need a requisition” 
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seemed to us uneconomical, un- 
fair, and contrary to the basic 
idea that purchasing agents are 
executives and specialists. Segre- 
gating fellow executives by sex 
turns an association into a kind 
of social club rather than a pro- 
fessional organization. 

Mary Ellen Krug Case’s speech 
before the final meeting of the 
Washington Women’s Group had 
some fine passages. We think 
you'll appreciate the following, 
reprinted from the Washington 
Purchasing Agent and Manufac- 
turer: 

“Most important, do your work 
well and seek no special favors. 
In your own business and in po- 
litical affairs, avoid discrimina- 
tion along lines of sex. Always 
accord to other women full recog- 
nition for what they do and what 
they are, but never promote 
them or advocate their candi- 
dacy for office merely because 
they are women, but only because 
of the qualifications they have as 
people. 

“Avoid flaunting your femin- 
inity. In business and in your 
professional contacts, be modest, 
kind, gracious and businesslike, 
but be able to relax and enjoy 
yourself. Let your dress be taste- 
ful and conservative, avoiding 
clanking jewelry and styles of 
dress or coiffure which draw par- 
ticular attention to the fact that 
you are a female. Save your se- 
duction for purely social occa- 
sions. 

“In your business and profes- 
sional contacts avoid thinking of 
yourselves as women but think 
of yourselves as people and be 
the best person that you can.” 


ConveERSATION of middle- 
aged couple overheard at the in- 
surance booth at Idlewild Inter- 
national Airport: 

He: Should I take insurance 
just to San Juan or for the return 
trip too? 

She: I dunno, do as you please. 

He: I wonder how much we 
should take—50,000? 100,000? 

She: I dunno. 

He: Ah, the heck with it. I 
only want insurance on my lug- 
gage anyway. 
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“Whos best at 
meeting 


. 42 pa. 
ge *s 


for 
short run, 
stampings? 


@ 
me 


BS! 


SHORT RUN STAMPINGS 


Freddy Federal says: ‘““Every stamping job you give us, big or 

small, tough or easy, gets Federal’s continuous step-by-step 

inspection. Highly skilled tool makers use exclusive Federal 

techniques to make dies for your stampings, with an accuracy 
equal or superior to ordinary methods, at cost savings up to 80%. Federal 
has the special equipment and experience needed to meet your particular 
stamping tolerance and design requirements. Added to this is the personal 
interest of Federal craftsmen who take great pride in having their work 
please you. Try us today by sending your part or print for a prompt air- 
mail quotation. If time is short, just ask for a reply by phone or wire. 
Let Federal stampings meet your specs!” 


Write for illustrated Catalog No. 301 with money-saving stamping design tips. 


FEDERAL TOOL & MFG. CO. FEDERAL SHORT RUN STAMPING, INC. FEDERAL STAMPING COMPANY 


3613 Alabama Avenue 913 Lyell Avenue 7313 Atoll Avenue 
Minneapolis 16, Minnesota Rochester 6, New York No. Hollywood, California 
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»» We depend on G.S. for our Precision Gearing! ' 


“It’s just a matter of logic—and good business. You have the equipment, and the experience, to do pre- 
see, we produce rather complex mechanisms. They cision jobs like ours on a production basis—we aren’t 
have to hold up under all kinds of tough conditions paying on the “hand-made” scale. Besides, they 
in the field. And since Precision Gearing is at the make all the kinds of Gears and Gearing we need— 
heart of our units, that’s the one place we have to Spurs, Spirals, Bevels, Helicals, Internals, Zerols, 
know that the quality and accuracy of components Clusters, Ratchets, Splines, Hobbing, Worm Gearing. 
are consistently right. That simplifies our specifying and buying—and that’s 

“G.S. produces our Gearing to close-tolerance speci- worth money, too. 
fications—and we've found that their respect for “Just one more thing. When we do have a special 
max. and min. is, if anything, even greater than our or unusual problem about Gearing, either in pro- 
own. They deliver our Gearing the same from run duction or in development of new projects, we’ve 
to run, which keeps our production line moving found that G.S. is as close as our phone. We’ve had 
right along — we don’t have slow-downs because of their experts in from their factory several times, 
Gearing variations. And failure in the field from and their broad, practical experience has been 
Gear trouble is almost unheard of; that means a lot mighty helpful. It’s like having extra specialists 
in customer satisfaction, not to mention saving right on our own staff! 
servicing or replacement expense. “Yes, we depend on G.S. for our Precision Gearing. 

“Speaking of money, we’ve found that G.S. keeps us Why don’t you talk to them about your Gear 
competitive on costs in the broadest sense. They problems?” 


youtt Finn G. S. GEARING 
IN TOP QUALITY PRODUCTS LIKE THESE... 


Adding Machines « Aircraft Carburetors & Fuel Metering Systems « Air- 
craft Instruments and Radios *» Automatic Musical Instruments » Automation 
Systems + Business Machines » Check Signing & Protecting Machines + 
Clippers for Barbers, Animal Shearing & Hedge Trimming + Cloth Cutting 
Machines + Coin Changers & Counters *« Communication Equipment « 
Control Mechanisms « Electric Fans « Electric Motors + Floor Polishers, 
Sanders, Scrubbers, Sweepers * Food & Drink Mixers, Blenders » Home 
Appliances + Lawn Sprinklers + Machine Tools «+ Meat Tenderizers, 
Grinders, Slicers + Military Equipment + Motion Picture Cameras & 
Projectors « Optical Instruments » Outboard Motors « Pneumatic Produc- 
tion Tools * Radio & Radar Tuning Assemblies » Radio Anti-backlash 
Gears + Range Finders » Record Changers » Sewing Machines « Steel 
Strap Stretchers + Step Switches « Tapping, Drilling & Threading Equip- 
ment « Telephone Dials + Television Sets * Thermostatic Controls + 
Typewriters * Vending Machines » Washing Machines. 


Specialties, Inc. 


” é : 2635 WEST MEDILL AVENUE 
we mass-manufacture Small Gearing to uniformly fine toler- 
ances. Folder contains 23 pictures of Small Gears, plant view, CHICAGO 47, ILLINOIS 
as well as Diametral and Circular Pitch Tables. Ask for your 
copy on company stationery, please! 


SEND FOR G.S8. illustrated folder! See where and how 





SPURS © SPIRALS © HELICALS © BEVELS © INTERNALS 
WORM GEARING * RACKS * THREAD GRINDING 


Sy 2, e . * ° . 

QW ie mall G J WORLD'S LARGEST EXCLUSIVE MANUFACTURERS 
ON ZS Can. OF FRACTIONAL HORSEPOWER GEARING 
Usps 
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America’s modern way of doing business 


>) Sees 


ates 
XPRESS speeds newly created parts to assembly site in time for 


car to bow at international auto show 


Air Express takes priority on all scheduled U. S. airlines 


PRESS is in the auto business, now! This crew is just finishing off the latest model. Hours from 
will bow at a glamorous auto show. Many new parts were completed just in time, and flown 
assembly point with jet speed. All 35 scheduled U.S. airlines pampered them with priority 


ent. AIR EXPRESS trucks (13,000... many radio-dispatched) rushed them door-to-door at both 
‘ their flights. As each part arrived, the shipper got 


stype receipt. That's service! AIR EXPRESS is in 


businesses, too. It should be in yours. There’s no A | ee RESS 


rtner and rates are low. One phone call is all it takes. 


AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY 


GETS THERE FIRST VIA U.S. SCHEDULED AIRLINES 


For More Information Write No. 197 on Place Mark Card—Page 32 


PURCHASING 





in Purchasing... 


Tus ISSUE gives both big and small 

company ovurchasing executives a 

chance to see how the other half lives 

—or to pick up ideas from their coun- 

terparts in other industries. On page 

70 we present a study of the two- 
division purchasing department of Magnavox Company. 
Starting on page 89 we have a special section deal- 
ing with various aspects of small-company buying—rela- 
tions with management, traffic and transportation, pur- 
chasing responsibilities, and forms. 


Been barking at any salesmen lately? If you have and 
it doesn’t bother you what they think, you won’t be in- 
terested in some brief but cogent comments appearing 
on pages 80-83. A veteran sales executive has some frank 
things to say about how purchasing agents and salesmen 
can get along better and profit thereby. 


Sis It’s easy to set up a rigid moral code 
eo —for somebody else. A college pro- 
fessor who honestly admits he thought 


P.A.’s should live up to inflexible 

ethical standards tells about. some 
second thoughts he had on the subject after a down-to- 
earth session with practical purchasing men. Check your 
own ideas on a code of ethics with his. See page 75. 


Do you have a definite cost reduction target in your 
department, or do you go at the business with a let’s-do- 
the-best-we-can attitude? In either case the experience 
of one company that shoots for specific goals set at the 
beginning of each business year should interest you. It 
begins on page 76. 


You'll be getting a wealth of information on outstand- 
ing developments in purchasing in these pages during 
the coming months. Among the features being prepared 
by our editors: a series of comprehensive studies on out- 
standing purchasing departments; descriptions of latest 
methods for electronic handling of purchasing data; a 
special report on cost-per-purchase-order; articles on 
small company purchasing; and a group of articles on 
the relation of operations research to procurement. Don’t 
miss a single one of these forthcoming issues. Every one 
will have something of value for you and your depart- 
ment. 


SPECIAL NOTICE 


A misdirected shipment of 450 copies of the June 
8, 1959 Value Analysis Issue of PurcHastmnc Mag- 
azine has been returned to us. These complete copies 
are now available to our readers at only 50¢ each. 
This is the June 8, 1959, “Applied Value Analysis” 
issue, containing specific practical instructions on 
how to analyze values in component parts, mate- 
rials, M.R.O. supplies, office equipment, etc. Send 
us your order today. 
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they just made 
me vice president 
in charge of 
labels! 


“You don’t believe me? Well anyway, let's 
say they practically made me Vice Presi- 
dent after | started ordering from Ever 
Ready. We don’t have a label problem any 
more. Ever Ready never lets us down on 
service, quality or reasonable price.” 
Whatever your label requirements, Ever 
Ready can fill the need. Packing, shipping, 
pressure-sensitive, pin-feed ‘“Automat- 
abels,” fund raising, heat seal caution. . 
Ever Ready produces every type of label! 
Send today for our amazingly helpful 


idea kit! 


EVER READY LABEL 
CORPORATION 
357 Cortiandt Street, Belleville 9, N. J 
Gentiemen: 


Please send me information regarding 
Red-E-Stik pressure sensitive case his- 
tories. 


Please send me information on how to 
swap samples of our label for 100 humor- 
ous labels. 

Name 

Company . 

Street Address 

City, Zone, State 
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Purchasing Magazine Names 


Editorial Advisory Board 


| TISMY great pleasure to announce the 
rmation of Purchasing Magazine’s 
Editorial Advisory Board, made up of a 
group of representative purchasing exec- 
tives from across the nation. 
'd like to talk briefly with you about 
what’s behind the formation of the board 
d how we think it will help the purchas- 
y profession. 
[t is no secret that the success of our 
gazine in bringing new and advanced 
leas to purchasing agents is due in large 
part to the help we have received from 
undreds of leaders in the field. 
Over the years, these outstanding pur- 
hasing men have talked freely with us, 
rked with us on stories, and informally 
ised us on how we might improve our 
ice to readers. All this has been of 
mendous help to us in building the 
y of Purchasing Magazine. We’re 
‘ateful for their help in advancing the 
ication of their fellow purchasing men 
| women and improving their position 


Harold A. Berry 


Duncan Gregg 


in industry. 

We felt that we should put that great 
fund of purchasing knowledge we’ve been 
using on an organized, continuing basis. 
It would be obviously impracticable to 
form a group including the many hun- 
dreds of purchasing people who would 
qualify. So we did the next best thing, and 
selected a number of topflight purchasing 
executives, representing a variety of in- 
dustries and geographical areas to serve 
on our Advisory Board. 

They Represent You 

The board members have been chosen on 
the basis of their purchasing abilities and 
achievements. But in a sense, they will be 
your representatives, working with us for 
the advancement of the purchasing pro- 
fession. 

The Editorial Advisory Board will mee 
with our editors formally at least twice 
a year and informally as required. They 
will discuss with us current purchasing 
developments and how they might be best 


A. M. Kennedy, Jr. 
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Harold K. LaRowe 


Lyle E. Treadway 


handled editorially in the magazine. The 
editors will keep board members informed 
on long range plans and solicit their ad- 
vice and assistance on special problems. 
Membership on the board will be on a ro- 
tating basis—five of the group serving for 
two-year terms, four for three-year terms. 
New members will be elected by the pres- 
ent board, on October 1, 1962. 

We know that the broad experience and 
keen insight into purchasing problems 
that our board members possess will help 
us greatly in our work and we are honored 
to have their assistance. 

PURCHASING Magazine’s Editorial 
Advisory Board, which will hold its first 
meeting in New York on October 25-26, is 
made up of the following purchasing 
executives: 


SEPTEMBER 26, 1960 


Frank W. Wodrich 


A. G. Ruediger 


John D. Wright 


Harold A. Berry, manager of purchases and 
stores, Rock Island Lines, Chicago, Ill; Duncan 
Gregg, director of purchasing, Kaiser Aluminum 
& Chemical Corporation, Oakland, Calif.; Andrew 
M. Kennedy, Jr., vice-president, purchases and 
traffic, Westinghouse Electric Corporation, Pitts- 
burgh, Pa.; E. M. Krech, director of purchases, 
J. M. Huber Corporation, Hillside, N. J.; Harold 
K. La Rowe, director of purchases, American Cy- 
anamid Company, New York, N.Y.; A. G. Ruedi- 
ger, director of purchases, Carrier Corporation, 
Syracuse, N.Y.; Lyle E. Treadway, purchasing 
agent, The Federal Glass Company, Columbus, 
Ohio; Frank W. Wodrich, purchasing agent, Ap- 
paratus Division, Texas Instruments, Inc., Dallas, 
Texas; and John D. Wright, assistant purchasing 
agent, Universal Match Corporation, Armament 
Division, Ferguson, Mo. 





Power-packed Pan Am Cargo schedule gives 
you more speed, more flights, more door-to- 
door service than any other overseas air@ 
cargo carrier...and at new /ow rates, too ® 


YOULL 
5 4 


uel 


of this service. You'll like it! For time is just one thing you save when you order shipments by Pan Am Clipper.* 


paper work, red tape, expensive crating charges, warehousing charges, inventory costs. And as for price—in 
Pan Am’s traditionally low rates to Latin America, transatlantic rates have just been cut up to 45%, transpacific 
recently cut as much as 53%. Today in more and more cases it costs less to ship by Pan Am than the total for 


sportation. gee eT me Pan. 
|; a 
nore companies now look to Pan Am as their regular PAN AMI | ae 


verseas supply. Pan Am offers more: MORE PLANES (including 


» MORE SPACE (new DC-7F’s carry up | J ET 
s of cargo) * MORE SPEED + MORE FLIGHTS Cc LIPPE R 


RRIVAL AND DEPARTURE POINTS 
* MORE SERVICE. 











pany deserves these advantages on 
t and export shipments. Call 
o agent, freight forwarder or Pan Am 
Get your product aboard today—abroad tomorrow! 
ORLD'S MOST EXPERIENCED AIRLINE 
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*Trade Mark, Keg. U. S. Pat. Of. 
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Purchasing Pointers 


KEEP INFORMATION UP-TO-DATE—You and your buyers are probably called on 
~~ occasionally to give talks on purchasing procedures, how to buy 
certain commodities, or other aspects of your jobs. These may 
be given at company meetings, department training sessions, or 
local service organizations. Why not keep an organized file 
of these talks and update them at regular intervals? They can be 
used to help train new members of the department or to give 


buyers good background material in the event you rotate buying 
jobs. 


STEP-BY-STEP PURCHASING MANUAL—Having trouble writing a purchasirg 
manual? Maybe you're trying to do a big job in one pass and getting 
discouraged. Try this: take one subject at a time—preparation 
of requisitions or use of blanket orders, for example—and write 
up a procedure on it. After you have finished that one project 
and distributed copies to all interested parties, start on the 
next one. As you distribute the write-up, keep a copy of eachina 


looseleaf notebook. Before lorg you'll have the makings of a 
manual. 


WRITE JOB DESCRIPTIONS—If your buyers and clerical help have any doubts 
~~ about what they should or should not be doing, a simple way 
to solve the problem is by writing job descriptions for 
everyone—yourself included. That way, every member of the 
department will krow what's expected of him or her. In 


addition, you'll be able to gauge their performance better if 
you have a standard to go by. 


PURCHASING UP-TO-DATE—Wes Kipp, manager of IBM's Endicott general pur- 
chasing department, puts his copies of Purchasing Magazine in 
a bring forward file. They come out a year after the issue date. 
He Says the material is still fresh and useful. This way, he 


often finds useful ideas that he missed or were not applicable at 
first reading. 


DESIGNING NEW FORMS?—Be sure to call in a forms specialist when you plan 
~ to develop a new form. Good suppliers not only know the 

scientific techniques involved in good form design. They also 
have hundreds of ideas they have picked up from other customers. 
UARCO, Inc., of Chicago, for example, has a complete forms 
library available to you. It contains samples of every known 
kind of business form filed and cross-indexed by industry, 
usage, design, and construction. 


IF YOU HANDLE INVOICES—A New England P.A. speeds up invoice processing by 
renting a special postoffice box for invoices only. A note 
at the top of the purchase order tells the vendor where to mail 
his invoice. The system assures quick handling of invoices 
that might otherwise be delayed in the large quantities of 
general mail received by the company. 
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WIDEST SELECTION—You choose from 
n's largest and most diversified 
stocks at Ryerson—available to 

your largest requirements. 


WORLD'S FASTEST CUTTING. ... that's 
Ryer s Rycut series of alloys (see listing). 
it heat-treated has carbon matched 


ze for best combination of machin- 
and strength. 


i Ry 


DEPENDABLE DELIVERY—Big-capacity 


es 


and an experienced staff with a serv- 
titude assure quick delivery of any quan- 
n hours if needed. 


METALOGICS 


RYERSON PLUS vaLVE> 


ie 








5 & 


ALLOY | 


STEELS 


in Stock 
at Ryerson 


BARS 


Hot rolled and cold finished 


Low 


Hardening 


Heat- 
Treated 
Medium 

Carbon 


Carbon 
Annealed 
Direct 
Hardening 


Rycut 
Free 
Machining 


4615/20 
E8615 


8620 
8620 leaded 
£9310 
Nitralloy 
135 modified 


4140 

4140 TG & P 
4140 leaded 
4147/50 leaded 
4340 

Rycrome” 
Rycrome TG & P 
Nikrome® 


\ Nitralloy 


4140 
4140 leaded 


4147 

4147/50 leaded 
4340 

E6150 

8647 leaded 


Rycut® 20 

Rycut 40 and 50 annealed 
Rycut 50 modified annealed 
Rycut Heat-Treated 


PLATES 





8620 
E8615 
4140 


T-1 
Aircraft Quality 
4130 & E4130 








8-STEP CERTIFICATION—Our unique 
8-Step Certified Alloy Plan assures test- 
proven quality and predictable performance 


every time... guides heat-treatment... cuts 
reject loss. 


TECHNICAL HELP—Your Ryerson rep- 
resentative is Metalogics-trained to sug- 
gest the best alloy for each application 


... Steels to do the job faster, better— 
at less cost. 


BE “METALOGICAL’'—Ali the plus 
values of Ryerson service on alloy steel 
add up to the Ryerson science of giv- 
ing you “optimum value for every pur- 


chasing dollar." So be “Metalogical” 
—call Ryerson. 


STEEL*ALUMINUM « PLASTICS * METALWORKING MACHINERY 


RYERSON STEEL 


Joseph T. Ryerson & Son, Inc., Member of the 


Steel Famil 
4 B 


PLANT SERVICE CENTERS: BOSTON + BUFFALO + CHARLOTTE « CHICAGO + CINCINNATI » CLEVELAND « DALLAS « DETROIT ¢ HOUSTON « INDIANAPOLIS 
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EDITORIAL 





T uere’s A CERTAIN irony in the continued popularity of 
the hoary phase. “The Customer Is King.” 


When a sales manager solemnly trots it out in a speech or 
article—as many still do—he may be betraying political as well 
as business naivete. 


Kings have been pretty badly knocked about in recent years 
and customers feel that they’ve been handled in much the same 
way. They are beginn'ng to feel that the people who sell to them 
are, consciously or unconsciously, making a literal truth out of 
the metaphor. 


The insolence and ineptness that prevail at the retail level 
are too well-known to dwell on at length here. Anyone who 
regularly deals with a plumber, a dry cleaner, a TV repairman, 
a service station, etc. is pa nfully aware that the customer rates 
about as much respect as Louis XVI did on that faraway July 14. 


Things are a little different at the industrial level. Purchasing 
agents at least get a modicum of attention and courtesy. But in 
the end they probably do not get much more real service. Com- 
plaints of poor and inadequate service on even routine items can 
be heard from buyers in almost any purchasing department in 
the country. In our last Purchasing Opinion Poll (August 29 
issue, p. 11) P.A.’s reported that the quality of salesmanship is 
better than it was five years ago; that salesmen are well-informed 
on their products; that they have a better knowledge of purchas- 
ing than formerly. But what about just one aspect of basic serv- 
ice: keeping P.A.’s informed on the status of orders? More than 
three out of five (64%) stated|that industrial salesmen fail to 
do a good job in this small but important area. 

| 

Service is becoming such a rare commodity that some people 
feel a deep sense of gratitude when they receive it. The director 
of purchases of a chemical company told me that when he in- 
stalled a new blanket order system he dropped one local ware- 
house as a supplier. “The shop men,” he said, “asked me to re- 
tain that supplier. They said h¢ had done a good job—helped 
them a lot—and he should be kept. Purchasing had a devil of a 
time convincing them that that) is what a supplier should do 
anyway. | 

To be sure, a supplier who gives more service than the other 
fellow deserves more business. But the ability and willingness to 
provide good service should be a|starting point, not a goal, when 
you select a supplier. It’s about time for purchasing to quit 
begging and start demanding better service. 





A Manager's Approach To Purchasing 


Phe 


Vagnavox buying group has been organized—and reorganized—to 


keep pace with modern management science. The director of purchases’ 


aim: to have the department buy expertly and avoid unnecessary paperwork. 


M A\GNAVOX Company’s pur- 
ng department is an organiza- 
shaped by the convictions 
personality of the man at the 


40 the director of purchases 
multi-plant company with 
million dollar sales, Warren 

| comments tartly on ex- 
purchasing frontiers to 

h areas as inventory control: 
believe the crucial function 
rchasing is to buy expertly— 
} acquire paperwork. Only 
hasing, without any en- 
brances, we make our 
profit-making contribu- 


can 


A 4 
4 


Magnavox, purchasing main- 
yntinuing liaison with the 
control department, 

uses electronic data proc- 
Subject to purchasing’s re- 
id adjustment, requis tions 
quantities of materials issue 
material control and are 
by purchasing. Frebel’s 
focuses on prices, quality, 
turnover, vendor rela- 


Eight years with an expanding 
company in a competitive indus- 
try, Frebel grasps at any paper- 
work mechanization that can be 
offered him. He is addicted to im- 
provement through change and 
dedicated to purchasing as a man- 
agement science. He knows how 
to delegate authority without re- 
linquishing control. In vendor re- 
lations, he takes the long-term 
view, refusing “to walk over dol- 
lars to grab the immediate nickel.” 

Boss of a group serving two 
manufacturing divisions (com- 
mercial and military electronics) , 
Frebel directs four purchasing of- 
fices for the five Magnavox manu- 
facturing plants. Buying execu- 
tives and clerks number 81, most 
of whom are located at the head- 
quarters Ft. Wayne, Indiana, fac- 
tory. 

Magnavox net sales this year 
are expected to spurt over $125,- 
000,000—more than double the 
figure of eight years ago. Defense 
work comprises about one-third 
of Magnavox sales, with the bal- 
ance in the TV and stereo radio- 


Director of Purchases Frebel directs four purchasing offices for five Magnavox 


plants 


Here he confers with two division purchasing agents in Fort Wayne. 


By Ted Metaxas, 


Midwestern Editor 


phonograph market. 

In the past three months, that 
part of the sales dollar going to 
purchased goods rose from 62 to 
65%. Perhaps this, in part, ex- 
plains Frebel’s no-detour ap- 
proach to buying. 

Though accounting for a small- 
er part of sales, the Government 
and Industrial Division has the 
larger purchasing staff—56 peo- 
ple out of 81. What with complex- 
ity, quickly changing specs, and 
number of parts for military 
goods, dollar volume could not be 
the criterion for staff size. While 
Commercial buys 3400 productive 
items, Government 37,000. 

At the corporate level, Frebel 
reports d rectly to the company 
president. Semi-annually, he is- 
sues a report to management on 
current material cost increases. 
An annual report gives a com- 
plete account of purchasing activ- 
ities and costs. 

Quarterly, Frebel reports on ex- 
pected future costs for the com- 
mercial division. Accurate within 
5 per cent, the report forecasts 
total cost of products on the bas’s 
of estimated future costs of all 
their components. A similar re- 
port for the government and in- 
dustrial division cannot hope to 
attain the same accuracy because 
of the nature of the beast. Fore- 
casts are influenced by projected 
sales rates and economic indices, 
but their main bas's is intelligence 
garnered from suppliers. 

“Suppliers are in the best posi- 
tion to know the price situation 
on their own products,” claims 
Frebel. “Some prices will go up, 
some down, and some remain 
stable. If we feel that estimated 
price boosts may not be justified, 
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we investigate. Our forecasts serve 
us as a divining rod for cost sta- 
bilization. They serve manage- 
ment as a tool for helping make 
decisions on product pricing and 
marketing.” 

In an industry rife with parts 
obsolescence, inventory turnover 
must be exceptionally rapid. Ma- 
terial control expects Frebel to 
maintain a 30 day parts inven- 
tory, which imposes the need for 
drill team precision in ordering 
and anticipating. Without elec- 
tronic data processing, this would 
not be possible to the present ex- 
tent. 

Part administrator and part 
purchasing agent, Frebel com- 
mands the overall efforts of Ft. 
Wayne and field purchasing of- 
fices. Aside from his corporate 
duties, he approves major sources 
of supply and final contracts. He 
arranges for common vendors to 
serve both divisions and for bulk 
purchases of commonly used 
items. Naturally, he helps douse 
purchasing fires that inevitably 
flare up. 


Buy Against Contract 


In dealing with suppliers, Fre- 
bel favors contractual type buy- 
ing that costs out a product on 
the basis of known material costs, 
hours of labor, pre-determined 
overhead costs and profit margin. 

Generally, Magnavox will not 
buy in advance to wrest an 
advantage from a low price sit- 
uation. “We will do this only if 
we can get a minimum 6 per cent 
saving to cover costs of capital 
and storage,” remarks Frebel. 

Frebel believes in using buy- 
ing specialists as much as possi- 
ble. Magnavox buyers specialize 
in either electrical or mechanical 
goods. In one case, six buyers 
were previously involved in pur- 
chasing semi-conductors, in add'- 
tion to their other duties. Now, 
one expert buys for both divi- 
sions. Since this is a high volume 
item, such specialization was jus- 
tified. It has paid off in savings 
through standardization and bulk 
purchases. 

In the Commercial Division, 
quantities of purchased items are 
regularly requisitioned by mate- 
rial control, whose overseer is 
Jack Schrey, a golf buddy of Fre- 
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“to 


Frebel and R. Gilliland, assistant purchasing, agent for the Commercial Divi- 


sion, discuss vendors’ performance on a ne 


part. Suppliers’ potential and 


geographic location are important factors t? Magnavox. 


bel’s. The purchasing cycle be- 
gins with a sales requirement 
schedule that runs two to three 
months ahead. 

Guided by the schedule, Fre- 
bel, Schrey and the sales man- 
ager confer on general purchas- 
ing policy, determining how far 
out Magnavox should commit it- 
self in buying materials. 

Considering current inventory 
and anticipated demand, material 
control’s EDP system produces a 
listing of inventory levels which 
need to be maintained during the 
months ahead. It is purchasing’s 
responsibility to maintain those 
levels. 

Material control requisitions 
specific quantities of parts with a 
traveling buy card which is pre- 
pared by purchasing. This large 
form is a complete purchasing 
service record for individual com- 
ponents, listing every bit of in- 
formation that influences a pur- 
chase. (See illustration) 

Left hand section of the card’s 
front side is filled in by material 
control, which notes the job or- 
der number, quantity, and de- 
livery schedules. Before requisi- 
tioning a part, material control 
conducts a computer search for 
substitute stock. 

When purchasing receives a 
traveling buy card, it decides on 
vendors and sends out the pur- 
chase orders. The TBC is then re- 
turned to material control for fu- 
ture use. For its referral, pur- 
chasing maintains a file copy of 
each TBC. 

“Our idea is to let machines do 
the every day buying of the same 
item and give buyers more time 


to devote to special-made, larger 
dollar items,” according to Frebel. 

Some time in the near future, 
Frebel hopes to install a new IBM 
card system for buying in the 
Conimercial Division. Eighty per 
cent of the parts bought by the 
division, which account for 20% 
of the dollars spent, will be put 
on the machine. Subject to some 
minor changes, it will operate like 
this: 

Purchasing, in conjunction with 
sales, will estimate by model the 
number of units to be produced 
in a 12-month period. This will 
then be broken down into parts 
numbers, descriptions, and total 
quantities to be used in the peri- 
od. After selecting the items to be 
purchased by contract, Magnavox 
will furnish suppliers with a list- 
ing of parts to quote on. They will 
be asked to quote on 25%, 40%, 
20%, 60%, and 100% of the re- 
quirements. (“We want firm 
prices for a year, too,” empha- 
sizes Frebel.) 


Get Fixed Price Agreement 


Magnavox enters into an agree- 
ment with successful bidders to 
buy a fixed percentage of its total 
purchases of a given part at a 
fixed price. 

The information contained in 
the agreement is entered on an 
IBM master card. When material 
control issues a requisition, IBM 
purchase order cards are cut. The 
vendor receives two cards, one of 
which he retains. The other goes 
with the shipment. This second— 
or transit—card acts as a packing 
slip and is signed by the Magna- 
vox receiving department. The 
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COMMERCIAL DIVISION 


PURCHASING DEPARTMENT—FORT WAYNE 














card will also be used as an in- 
ice since the price and quantity 
have already been punched into it. 

To some, EDP-directed purchas- 
ng (currently in use at Magna- 
vox) may seem somewhat inflexi- 
ble. The reverse is true. Twice a 
month, Frebel receives from ma- 
terial control a shortage report 
which indicates the current 
month’s usage of parts; projected 
use for the next two months; de- 
tails of on-hand inventory and 
shortages. Warned in advance of 
requisitions, purchasing is able to 
plug the shortage gaps. 

Intended almost exclusively for 
the Commercial Division an ad- 
vance buy authorization permits 
purchasing to act immediately to 
offset shortages. For examples, 
purchasing may be reviewing a 
90-day schedule of purchases and 
observe that record changers, 
made in England, have a manu- 
facturing and transportation lead 
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time of ten weeks. 

If it is plain that long lead time 
will cause future shortages, pur- 
chasing writes up an ABA to 
checkmate the deficit. The form 
must be signed by engineering, 
which guarantees against part 
obsolescence, and by the control- 
ler. 


Use ABA up to $1500 


Purchasing also employs the 
ABA to order additional goods to 
round out economical order quan- 
tities and to procure material that 
will be difficult to get in the fu- 
ture. Any buyer can initiate an 
ABA. But if it exceeds $1500, it 
must be submitted for approval 
by Frebel and Schrey. 

Until this time, corporate mate- 
rial control has been working only 
for the Commercial Division, but 
now its services will be extended 
to Government. 

Recently, Frebel re-organized 


the Government and Industrial 
purchasing division, into three de- 
partments which are aligned to 
three product classes: communi- 
cations and navigation; radar; and 
antisubmarine warfare. Thus, 
buyers no longer need to deal 
with up to three engineering de- 
partments. Buyers specialize in 
either, electrical or mechanical 
products. In addition to the pur- 
chasing agent and assistant pur- 
chasing agents, the posts of re- 
lability coordinator, subcontrac- 
tor manager, and assistant pur- 
chasing agent for MRO supplies 
are on the roster. 

Forty of the 56 GID purchasing 
people are in Ft. Wayne, and the 
rest in three manufacturing and 
laboratory locations in the field. 

Each of the three GID sections 
has a purchasing control coordi- 
nator who receives and records 
requisitions, passing them on to 
buyers. He makes certain buyers 
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Formerly a single unit, the Magnavox purchasing 
department has been reorganized into two div- 
isions, reflecting the dual nature of the company’s 
business. The Government and Industrial Division 
recently has been further realigned into product 


groups, each with its specialist buyers. 





GOVERNMENT AND INDUSTRIAL DIVISION 
PURCHASING DEPARTMENT—FORT WAYNE 
































have acted on orders, especially 
those with high priority, and fol- 
lows-up orders placed with sup- 
pliers. 

Coordinators also attend engi- 
neering meetings, summarizing 
facts for buyers. On a “rush” 
contract, a coordinator will be 
summoned to expedite all items, 
and when a design change obso- 
letes a part, he will verbally ap- 
prise the buyer who contacts 
vendors instantly. Paperwork fol- 
lows later. 

Though a relatively new arrival 
at Magnavox, value analysis has 
for the past several months been 
applied to GID products by a 
two-man team. Now Frebel has 
decided that the team will start 
scrutinizing Commercial parts and 
prices. 

Much of the previous VA em- 
phasis has centered on bidding for 
government contracts, and Frebel 
calculates that the formal program 
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has reinforced the company’s posi- 
tion. In bid-making sessions, pur- 
chasing is represented by VA. 
How VA works can be demon- 
strated by this case history: A 


component included in a new 
contract won by Magnavox, which 
had absorbed the previous sup- 
pliers. Checking the function, 
material and other costs made 
from aluminum tubing, heat treat- 
ed and anodized, VA determined 
the part should cost 35¢. 

VA was startled to discover that 
the handle was costing $1.30. In- 
vestigation of the supplier dis- 
closed that he had a fantastically 
high reject rate of 50%, caused 
by improper heat treating. 

Purchasing sought to convince 
other suppliers they should ac- 
cept the part at the VA price. The 
handle now costs 30¢. When a 
supplier accepts a part on this 
basis, purchasing is willing to ad- 
just prices to conform to produc- 





tion realities—which may mean 
either up or down. 

Frebel has a system of allotting 
pre-set percentages of Magnavox 
business to different vendors, ad- 
vising them of their status to 
sharpen their desire to capture a 
larger slice. There’s nothing rigid 
about these percentages, either, 
since they are frequently revised 
to reflect supplier improvement. 

“Wherever possible we strive 
for more than one source of sup- 
ply,” says Frebel. “Obviously, this 
can more easily be done for Com- 
mercial than for Government 
which has rapidly changing speci- 
fications and smaller lots. As far 
as the smaller vendor is con- 
cerned, we welcome him into the 
family and pay special attention 
to make sure he adjusts to our 
requirements.” 

Indeed, Magnavox purchasing 
has a small business administra- 
tor who cultivates new and exist- 
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ill plant suppliers. About 
the firm’s business has 
igned to plants with fewer 
00 employees. 
el is likely to become fer- 
the advantages of dealing 
ller suppliers who have 
geographical locations. 
eves that the dispersal of 
in pursuit of lower labor 
better locations, and a fresh 
rce is creating a commen- 
eed for new suppliers in 
cities and in the south. 
maller plant so located 
competitive prices and 
earted cooperation, Frebel 
Acknowledging that large 
ants will at first usually 
sher efficiency and quality, 
‘tains that after the new 
f supply have had time 
people and gather ex- 
they will compete in 
egard. He reports that sup- 
the south are now clos- 
training gap. 
1avox concedes that a rela- 
nexperienced supplier with 
eographical advantage may 
uperior long-term poten- 
t these new sources of sup- 


na 


ply will not be activated unless 
purchasing discounts some of the 
initial handicaps of the smaller 
plant in the new area. Frebel be- 
lieves that purchasing should 
spend time and effort to help new 
suppliers reach maturity. 

When a baseball bat manufac- 
turer bid for some Magnavox cab- 
inet business, Frebel doubted his 
ability to do the job. But his plant 
had the advantage of location. Ad- 
mittedly it was small, but the 
owner exuded sincerity and confi- 
dence. Dispatched to inspect his 
facilities, a Magnavox purchasing 
team reported that he had most 
of what was needed—plus a sound 
labor force. 


Finance the Supplier? 


The supplier had another prob- 
lem: Money to buy materials. 
Magnavox supplied it. Though 
Magnavox makes a sizable por- 
tion of its cabinets at Jefferson 
City, Tenn., this small business- 
man has become its principal sup- 
plemental supplier. His plant has 
been operating at top capacity for 
the past several years. 

As preventive medicine, pur- 


This elaborate 11 x 17” 
Traveling Buy Card (both 
sides shown) is folded 
over and filed like an or- 
dinary file folder, with 
part number showing in 
upper right hand corner. 
Material control fills in job 
order number, quantity 
and delivery schedules. 
Purchasing maintains a 
duplicate copy of each 
card. 


chasing teams are likely to in- 
vestigate a prospective vendor’s 
plant with no notification. Most 
businessmen, say Frebel, present 
an honest description of their fa- 
cilities. A few do not. One “sup- 
plier” offered Magnavox metal 
parts at a sound price—but when 
a purchasing team descended on 
his premises, it found them to be 
merely a sales office. “Innocently”, 
he had intended to subcontract 
Magnavox business. 

If possible, Frebel prefers to 
have common vendors for the two 
manufacturing divisions. About 
20% of the suppliers sell to both. 
It’s understood that some Com- 
mercial vendors will not have the 
know-how or equipment to meet 
tolerances required by Govern- 
ment. But on such items as wire, 
contracts can be negotiated, in- 
creasing the bulk of the purchase. 

Purchasing at Magnavox ap- 
pears to be invested with a single 
minded concentration on buying 
profitably. Anything that distracts 
from this function is shunned. 
Judging from Magnavox prosper- 
ity, the philosophy has yielded in- 
controvertible results. > END 
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Herbert Van Schaack, 


Associate Professor, 
State University of New York 


Ar THE START of a teaching 
session on purchasing ethics, I 
had some very definite convic- 
tions on the subject. I felt there 
was no room for compromise; 
the purchasing agent had the 
deepest responsibility to keep 
himself above suspicion. If there 
was even the slightest doubt about 
the morality of some action, it 
shouldn’t be carried out. 

By the end of the session, how- 
ever, I could see some dents in 
my armor of moral righteousness. 
The practical purchasing men who 
made up my class proved to me 
that the ethical problems involved 
in buying and selling were com- 
plex and difficult to solve. To- 





Dr. Van Schaack, who is associated with 
the State University of New York, Col- 
lege of Education, and Cornell University 
School of Industrial and Labor Relations, 
recently taught a course in “‘Humanistics 
of Purchasing,” to a group of purchasing 
agents in the Syracuse and Central New 
York area. 





How Ethical Can You Get? 


Rules of conduct appear black and white on paper. 
But they soon become hazy when applied to the daily 
problems encountered by the purchasing agent. A pro- 
fessor of psychology points a way teward resolving the 


difficulty. 


gether, we worked out a more 
realistic approach to purchasing 
ethics. 

We started by trying to define 
the broad, general ethical re- 
sponsibilities of purchasing agents 
and settled on these: 


Personal—The purchasing agent 
has to follow the dictates of his 
own conscience. His behavior 
should be guided by his own code 
of ethics. The purchasing agent 
who experiences continual, agon- 
izing doubt as to the soundness 
of his ethical behavior is not liv- 
ing up to his personal respon- 
sibilities. To be able to look at 
one’s own behavior and be satis- 
fied with it is a primary respon- 
sibility of a purchasing agent. 


Company — The purchasing 


agent has a moral responsibility 
to act in behalf of his company’s 


BEY AZO F~ 


“Order me the businessman’s lunch—” 
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interests at all times. To carry out 
this obligation, the purchasing 
agent must support company 
policies in all his dealings. He 
should also serve as a “watch- 
dog” of ethical behavior through- 
out the organization. He should 
promote sound ethics not only 
in his own department, but at all 
other levels of the company. How 
can a company expect its purchas- 
ing agent to refuse nominal gifts 
from suppliers, when he is sup- 
posed to order a truck load of 
liquor for his sales department to 
give to its customers? A single 
standard must be established 
throughout the organization. 


Professional — The purchasing 
agent is particularly vulnerable 
to criticism from outsiders that he 
is receiving “tokens of apprecia- 
tion” from suppliers for “services 
rendered.” Surveys show that the 
vast majority of purchasing agents 
are basically honest in their deal- 
ings. Unfortunately, however, one 
corrupt buyer can cast a cloud of 
suspicion on his professional col- 
leagues. One slip is all that is 
needed to convince the cynics 
that all purchasing agents person- 
ally exploit their positions. Pur- 
chasing agents have a deep pro- 
fessional responsibility to be 
above any taint of suspicion in 
all negotiations. 


Staff—The purchasing agent, 
by example and by continuing 
education of his department, will 
help create a respect for sound 
ethical behavior. As one mem- 
ber of my class stated, “The pur- 

(Please turn to page 204) 
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Specific targets set at the beginning of the year stimulate 
cost reduction efforts of purchasing personnel at Con- 
trols Co. of America. 


| 10U MANFRE is one P.A. who 
; work cut out for him at 
beginning of each year. 
Manfre, purchasing agent at Con- 
Company of America’s 
ler Park, Ill. plant, has a 
e cost reduction goal star- 
him in the face each January 
and his staff have the job 
eting that goal—or perhaps 
topping it. 
cost reduction target is set 
lvance at the beginning of 
calendar year by the com- 
’s cost reduction committee. 
is on this committee, 
with the plant manager, 
ef product engineer, and super- 
of manufacturing engineer- 
Aaron Simon, divisional 
and a former cost re- 
n engineer, is chairman of 


oup. 


1 


troller 


committee analyzes pro- 
from the different depart- 
and selects the particular 
to be analyzed over the 
ng year. Don Strathearn, V.P. 
general manager, appliance 
automotive division officials 
d on this group for advice 
cost reduction and con- 
projects. During one of the 
monthly meetings 
n the fall, the anticipated 
for the next year are 
ed. At this time, purchas- 
manufacturing and_ engi- 
all get reduction 


y +4 ’ 
nittee s 


cost 


targets to shoot for. 

The target figure for purchas- 
ing cost reduction is not a com- 
plete surprise to Manfre. For he 
and his three buyers—two for 
production items and one for 
MRO equipment—recommend a 
purchase savings goal to the com- 
mittee based on a_ thorough 
analysis of the previous year’s 
buying effort. 

Here’s how they do it: A com- 
plete tabulation of all production 
material and parts bought during 
the year is made with electronic 
data processing equipment. Man- 
fre and his staff study this list 
carefully and note any variations 
between actual costs and stand- 
ard costs (those based on past 
history). They also group to- 
gether purchased materials by 
vendor and by type. 


Spot Cost Reduction Areas 


Once this has been completed, 
they can easily spot areas of 
potential cost savings to recom- 
mend to the committee. If the 
actual cost of a particular com- 
modity was considerably out of 
line with the standard cost, that 
commodity is considered for 
study in the following year. Or 
if a certain part is bought entirely 
from one supplier, the possibility 
of adding another vendor to pre- 
vent a sudden shortage is an- 
alyzed. 


Of course, these value analysis 
projects aren’t planned overnight. 
The material substitutions, de- 
sign changes, and inventory 
switches often are intricate and 
complicated. Many weeks of 
study and conferences are 
necessary before purchasing can 
present new ideas to the cost re- 
duction committee. Therefore 
while Manfre is working on pro- 
jects approved during the pre- 
vious year, he is also considering 
new projects—many of which will 
be put into effect in the year to 
come. 

When Manfre presents his 
recommendations to the cost re- 
duction committee, they are dis- 
cussed in detail. Cost reduction 
projects that involve changes in 
parts or materials for the com- 
pany’s water level controls, sole- 
noids, and control-timers are re- 
ferred first to the project engi- 
neering department. Material 
substitutions that hold up under 
a series of exhaustive tests made 
by project engineering are then 
re-referred to the cost reduction 
committee. 

Final approval of purchasing’s 
cost reduction goals—as well as 
those of the other departments—is 
given by the executive committee 
of Control Co.’s automotive appli- 
ance division. The time between 
purchasing’s original suggestions 
and the executive committee’s 
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One of the regular meetings of Controls Corporation of America’s cost reduc- 
tion committee. Discussing ways to cut costs are (I. to r.): P. A. Lou Manfre, 
Controller Aaron Simon; Plant Manager G. A. Anderson; Product Engineering 


Supervisor R. Chapin. 


O.K. may be as much as three 
months. Actual performance dur- 
ing the year is then measured 
against the target in determining 
the record of each department and 
the plant as a whole. 


Save 30% 


After the target is established, 
Manfre and his buyers begin their 
cost reduction work. A good ex- 
ample is the case of the buyer 
who thought that it might be pos- 
sible to eliminate a screw machine 
operation for a certain part. The 
part was being bought rough fin- 
ished and then machined by the 
manufacturing department to its 
final form. 

The buyer assembled a com- 
plete set of figures that showed 
exactly how much the present 
method was costing the company 
and how much it would cost to 
buy the item already finished. 
When he pointed out to Manfre 
that they could save 30% by buy- 
ing the machined part, Manfre 
brought his proposal before the 
cost reduction committee and re- 
ceived their approval to go ahead 
on the change. 

Sometimes a buyer may feel 
that he can buy a part with the 
same quality at a cheaper price, 
but doesn’t know exactly where 
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to locate it. In that case, he’ll call 
in vendors, explain his problem, 
and ask for their advice. A sales- 
man’s suggestion for a refinement 
often provides the key to a new 
cost reduction idea. 

Manfre and the company engi- 
neers are in daily contact, work- 
ing on cost reduction plans. If 
purchasing hears of a better mate- 
rial or part for an item that engi- 
neering is testing, Manfre passes 
along the word and gets test sam- 
ples from prospective suppliers. 
Many additional dollars in savings 
above the original quota are made 
this way. 

Within the purchasing depart- 
ment, Manfre holds monthly meet- 
ings with his buyers and ex- 
pediter to consider and discuss 
cost reduction projects already 
underway. Every month he con- 
solidates the cost reduction ac- 
tivity reports of each buyer and 
submits a departmental report to 
Simon. Simon, in turn, gathers 
quarterly reports from each de- 
partment and presents them to 
the executive committee. 

Because of the close working 
cooperation between purchasing, 
manufacturing, and engineering, 
it’s sometimes hard to determine 
which department should get 
credit for the savings. However, 


Manfre and the other executives 
at Controls Co. feel that total 
company savings are the impor- 
tant consideration, rather than 
which department gets the credit. 
For instance, manufacturing 
might make a suggestion to pur- 
chasing to try a substitute mate- 
rial because of production or as- 
sembly difficulties. If they stan- 
dardize on the new material, the 
credit on the cost reduction re- 
port would go to purchasing. 


No Fight Over Credit 


Correspondingly, purchasing 
might hear about a new method 
of producing an item from a ven- 
dor’s salesman. If this new tech- 
nique is accepted by manufactur- 
ing, it gets the credit for the sav- 
ings. 

However, the important thing, 
in Manfre’s opinion, is that the 
company saves money in both 
cases. Regardless of where the 
suggestion comes from or which 
department follows through, Con- 
trols Co. profits through cutting 
its own costs. 

Manfre gets additional cost cut- 
ting ideas from the quarterly 
meetings of purchasing agents 
from all the divisions at Controls 
Co. Since he’s the P.A. at the 
largest plant, Manfre acts as chair- 
man at these conferences. As the 
buyers discuss markets, vendor 
relations, commodities, and pur- 
chasing policies, new ideas on cost 
saving crop up that are often in- 
corporated into the official goal 
for the following year. 

Controls Co.’s system of pre- 
planned cost reduction started 
about four years ago. It was de- 
signed to do away with a concen- 
tration on “flash in the pan” one- 
shot savings. Now the emphasis 
of the formal program is on sav- 
ings that will bring long-term 
benefits to the company through- 
out the years to come. 

Does Manfre feel that the sav- 
ings target puts him on the spot? 
Not at all. Since he’s in on the 
decision from the beginning, he 
participates in making up his own 
target, as well as those of the 
other departments. And in addi- 
tion, the cost reduction goal keeps 
him and his staff on their toes— 
always alert to save in all their 
purchasing operations. > END 
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This article is one of a series illustrating and explain- 
ing the use of various purchasing forms. Forms used 
in this series have been selected from those supplied by 
purchasing organizations around the country. 

The forms shown here were furnished by Purchas- 
ing Agent A. J. LeVasseur, Wallace Barnes Division 
of Associated Spring Corp., Bristol, Conn. 





DESCRIPTION 





QUOTATION 


PURCHASE RECORD tee, 


data on purchase of 

are entered on this ¢ x 8” cond 
stock) form. It is printed on two sides 
and filed in alphabetical order by 


item name. 





ORDERED 


DATE ro QUANTITY SHIPPED 











iN Associated Spring 
Wallace Barnes Division — 


Bristol Connecticut 














DEBIT MEMO — Whenever anything 

other than Wallace Barnes 

are sold or sent outside the plant, this 

form is used. It serves as a record of 
material 


PURCHASING 








Associated Spring 


Wallace Barnes Division Corporation 


Bristol, Connecticut 


Date 


Code 


—= ——————— —— x 
Please enter for prompt shipment our order for the following Deliveries not accepted on Saturdays. 
Prepay ali shipments 


placed in an inactive 


Wallace Barnes Division 
Associated Spring Corporation 


Purchasing Agent 


iN Associated Spring 
Wallace Barnes Division Corporation 


Bristol, Connecticut 

















REQUEST FOR QUOTATION 


NOT AN OF DER 

















PURCHASING DEPT. REQUISITION N° 4457 


CHARGE ACCOUNT NO 





DESCRIPT 











WE Customer's Name DO NOT WRITE IN THIS SPACE 
Date Required in Our Plant Contormat ion 


Ship to 





2 of Supply Tex Exemp 
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A Salesman Learns 


How to ‘Treat P.A.’s 


By 
George Treacy 


President, Mid-Island Supply Co. 
Long Island City, N..Y 


4 E ALL HAVE heard a great 
deal about the “problems” that 
exist between purchasing agents 
and salesmen. While things are 
far from as bad as they are paint- 
ed, there are certain areas of 
and conflict between 
buyers and sellers. Examine them 
closely, however, and generally 
they will be found to be based on 
misunderstanding. That is the con- 
clusion we have come to after 
making a definite investigation of 
differences. What we 
have learned has come directly 
from purchasing agents them- 
selves. Perhaps P.A.’s can in turn 
learn something from our con- 
clusions, 

Here are some of the things we 
have learned: 

The Buyer Has Marty Sides to 
Him 

We have found that the buyer 
cannot be pigeon-holed or cata- 
logued. The salesman would do 
well to prepare to meet a new 
man each time he calls on the 
purchasing agent. This is true 
whether he called just yesterday, 
or last week or last month. No 
how familiar a buyer 

to you, every once in a while 

» will surprise you. 

A salesman cannot know in ad- 
vance what kind of reception he 
will get. So many things can hap- 
pen to the buyer from hour to 
hour, that a good salesman should 
prepare himself for any role he 
may be expected to play when the 


cleavage 


our basic 


matter 
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George Treacy: “A few buyers still 
take a supercilious attitude toward 
salesmen, particularly the younger 
ones. Fortunately this type of P.A. is 
becoming extinct.” 


buyer does see him. As a matter 
of fact, the wise salesman will 
even anticipate the possibility that 
the purchasing agent may be so 
busy that day he cannot see him 
at all. 

On the other hand, the buyer 
owes it to the salesmen to give 
some advance warning of what 
kind of a person he’s going to be 
that day—grumpy, friendly, hur- 
ried, leisurely, overworked, etc. If 
he can’t listen to an extended sales 
pitch, let him say so early in the 
interview. It makes for bad feel- 
ing all around to let the salesmen 
get wound up, then cut him off 
rudely in the middle of his pres- 
entation. If a buyer’s schedule 
(or his mental attitude) make it 
difficult for him to carry out an 
interview, he should be courteous 
enough to let the visitor know 
in advance. 


Buyers Have So Much To Do, So 
Little Time 

We have found that when buy- 
ers say they are “overworked”, 
or that they lack the time to do 
a good purchasing job, generally 
they sincerely mean it. When a 
buyer tells you he is “rushed”, 
or that he is “too busy to see any- 
one,” and you know it’s true, you 
can’t help feeling sympathetic. 

Most buyers will take a minute 
to telephone you and ask you to 
postpone that scheduled call until 
they can give you more time. This 
generally saves time and tempers 
all ’round. But many still take 
advantage, and tell us late or do 
not show up for the interview at 
all. 

Buyers Want You There Before- 
hand 

Because the buyer does have so 
little time, appointments at spe- 
cific hours tend to become high- 
lights in his business day. That is 
why buyers are so insistent that 
salesmen be there beforehand. 
When it looks as though a sales- 
man will be delayed, it is always 
wise to telephone ahead. 

On the other hand, when the 
buyer himself sets an appointed 
time, and the salesman arrives at 
the precise hour only to be made 
to cool his heels for 30 or 40 min- 
utes without explanation of any 
kind it’s always d'sconcerting, and 
it is somewhat unfair. 

Consider what that delay can 
do to the salesman’s other sched- 
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uled calls on buyers during the 
remainder of that day. More im- 
portant, consider how much harm 
the practice does to other pur- 
chasing men in this buyer’s vicin- 
ity when’ the industrial salesman 
consistently is unable to be on 
time for his appointments. 

One day we explained the prob- 
lem to one of our buyer friends. 
He has made punctuality a by- 
word in his own department, and 
he came up with this suggestion: 

“We used to have the same 
problem, and we traced it to the 
fact that our staff was overbur- 
dened and under pressure. 

“We decided that the solution 
lay in the length of our inter- 
views. Spending too much time 
with one salesman meant we had 
too little time for another. So we 
decided to cut down on this time, 
and yet give equal treatment, and 
we did it by the simple combina- 
tion of ‘courtesy and speed.’ We 
insisted that our buyers must be 
brief and to the point. We were 
able to prove to our men that 
space and time were worth real 
money to the firm.” 

It takes time and talent to de- 
velop the habit of brevity. But it 
can often pay big dividends. 
Buyers Don’t Always Say What’s 
On Their Minds 

We have found that purchasing 
agents will often say one thing to 
you, and mean another. For in- 
stance, a little while ago we read 
that many industrial buyers 
wished that salesmen would not 
call on them so frequently. We 


couldn’t help wondering why. We 
decided the best way to find out 
was to ask buyers we called on 
regularly. So we made a personal 
survey, and learned some of the 
real reasons behind their irrita- 
tion with salesmen on frequency 
of calls. Here are some of their 
comments: 

“T like to be sociable, too, but 
why don’t they try to sell me 
something?” 

“Our department is so busy 
right now going through inven- 
tory...” 

“T don’t know, maybe we ought 
to revise our scheduled calling 
hours. They all seem to come at 
us at exactly the wrong time.” 
(This buyer did revise his hours, 
and added an extra hour on 
Wednesdays. It sure helped.) 

“I know I ought to give them 
the time. Some of them come up 
with some darned good ideas. But 
this whole business of salesmen 
calling needs to be better organ- 
ized—at both ends!” 

And so on, with the buyer’s 
ire generally levelled at the cir- 
cumstances, not the salesmen. The 
buyer’s main complaint was the 
familiar lament of must good ex- 
ecutives today: “Give us more 
time.” 

Buyers Resent Bad Business Man- 
ners 

We have found that people new 
to industrial selling frequently 
are deceived by the environment 
in which they work. Take the new 
young industrial supplies sales- 
men who must call on older plants 
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located in neighborhoods that 
have deteriorated over the years. 
Almost inevitably, it seems, and 
almost to a man, they are misled 
by appearances into adopting bad 
business manners. They believe 
they must “talk down” to buyers 
in such plants—or they believe 
they can be a bit careless in their 
manners and dress, and offhand 
in their speech. Fortunately, it 
doesn’t take long before the smart 
ones get “educated.” 


P.A.'s and Bad Manners 


We have found that many pur- 
chasing agents are as informed on 
the social graces as they are on 
prices. They are as clothes-consci- 
ous and well-dressed as the next 
fellow. 

But some purchasing agents 
need a few lessons in manners, 
too. They often take a super- 
cilious attitude toward salesmen, 
particularly the younger ones. A 
few of them have the same per- 
sonal bad habits they deplore in 
some of the salesmen they call on. 
Fortunately, this type of P.A. is 
rapidly becoming extinct. 

The Buyer’s Prerogatives Must 
Be Respected 

When an industrial salesman 
has been on the job only a short 
time, he learns a cardinal rule of 
selling: Be sure you are talking 
to the right man. But because 
more and more technical special- 
ists are employed in each plant 
today, it can be a real problem to 
learn which men on the plant floor 
should be contacted in addition to 
the buyer himself. This is par- 
ticularly true when the product 
is extremely intricate, or requires 
regular maintenance. 

Few buyers will make purchase 
decisions on products of this kind 
solely on their own judgment. 
Nevertheless, the buyer is logical- 
ly jealous of any invasion of his 
prerogatives and insists that he 
must refer the salesman to the 
technical personnel who will help 
him make the product evalua- 
t'on. We have learned, from direct 
experience, that the buyer is su- 
preme in his own domain. 

Some salesmen, however, must 
learn this the hard way. We had 
a man on our staff who was a 
little too ambitious to “sell them 
something.” For almost two 
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he tried to introduce a 
srinding wheel into a plant. 
1ew the shop used them up 
for maintenance of cut- 
and he wanted that 
le repeat business. If he 

uccessful with the new 
eel, he reasoned, he might win 

utting tool business, too. 

he was a new man, and he 
well acquainted with the 

p men. One day he found him- 
lf talking to a foreman near the 
| crib, and he made real head- 

He was able to introduce the 

vheel and extol its merits. 

hop man, who was on the 
nself only a month or two 
than the salesman, finally 
It sure sounds pretty good 
me. Why don’t you send in 


} 


aozen, 


1 , 
ayrlx 
-Puliarly 
tools. 


a 


ir new salesman did so and 

vheels were invoiced. Quite 

naturally, the firm’s purchasing 

lepartment was completely in the 

lark about them and refused to 

r the order for lack of a P. O. 

iber. In this case, the obvious 

nan wasn’t the right man to sell 

The Buyer Prizes Integrity— Par- 
ticularly His Own 

Probably the most difficult area 

he buyer-salesman collabora- 

ertains to gifts and enter- 

nt. Despite the best inten- 

the industrial salesman’s 


nment and his seasonal 


gifts, have come to be misunder- 
stood by some buyers, who claim 
they are deliberately misused as 
selling tools. While this may have 
been true in the past, certainly 
it is far less true today than at 
any time in our business history. 

We think the position that some 
firms take on the gifts and enter- 
tainment question, with hard and 
fast rules against both, is unreal- 
istic. Moreover, it throws doubt 
on motives on both sides of the 
desk. 

Recently I saw a report from 
the purchasing director of a firm 
to his top management about one 
of these incidents. The chief buy- 
er had written: 

“In the course of many years 
of calling on our plant, Mr. Blank 
became extremely friendly with 
the buyers who regularly saw 
him. That friendship, in several 
instances, reached the point where 
the men and their wives social- 
ized together after-hours, includ- 
ing visits at each other’s homes, 
so much so, after a while it be- 
came difficult to separate business 
from personal pleasure in each 
other’s company. 

“Mr. Blank had reached that 
stage of friendship with one of our 
assistant buyers where they ex- 
changed gifts at the holiday sea- 
son, on birthdays, and similar 
noteworthy occasions. When the 
assistant buyer’s first child was 


born, he made a gift to the young- 
ster of a $25 government bond 
to commemorate the day. 

“Our assistant buyer 
turned him in. 

“We have investigated all of 
the circumstances and have con- 
cluded that while the salesman 
did an intemperate and, perhaps, 
a stupid thing, he was not in- 
tentionally dishonest. His long 
tenure of good service to our com- 
pany, cited in detail above, in- 
clines me to give him the benefit 
of the doubt. I therefore have 
recommended that his firm be put 
on six months suspension, and 
that he himself be severely repri- 
manded.” 

That half-year of lost sales was 
a real blow to that salesman, be- 
cause our firm got most of the 
business. But he was so darned 
good, he quickly won it back 
again. However, he gave a lot 
fewer gifts at Christmas that par- 
ticular year. 

With a little more tolerance, a 
little more understanding of the 
other fellow’s problems, purchas- 
ing agents and salesmen can re- 
duce the points of friction be- 
tween them. The more we do that, 
the more time and energy we will 
have to do our jobs better. The 
less resentment we hold for each 
other, the easier it is for our 
nerves and the better it is for our 
pocketbooks. > END 


then 


How Much Wire Is Left on That Reel? 


j to determine how much wire, rope or hose is left on 


sketch: 
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feet. 


a drum or a reel is often a time-consuming, troublesome job. 
But there is a useful formula you can use to determine the 
answer. Four measurements are necessary as shown in the 


h = depth of materia! on drum, inches; 
s = diameter of drum, inches; 

L = length of drum, inches; 

d = diameter of rope, wire, etc., inches. 

The rule is: “To the depth h, add s. All measurements must 
be in inches. Multiply that sum by h. Then multiply by L. 
Divide that by the square of d. Then multiply that by the 
constant 0.262. The answer is the length in feet. 

For example, if h is 10 inches, s is 20 inches, L is 50 inches, 
and d is one-half inch, how many feet are on the drum? Apply 
the above rule and it will be found that the answer is 15,720 
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Blanket Orders: 
An Old Idea Gets New Emphasis 


Blanket orders were once considered useful only for 


highly standardized, volume items. 


Now theyre being successfully used for 


A N INCREASING NUMBER of 
companies are deriving consider- 
able benefit from an expanded use 
of blanket order purchasing. This 
is a welcome change. For many 
years this method was used spar- 
ingly and was restricted almost 
exclusively to inventory items 
with steady usage. Blanket or- 
ders can be used selectively for 
many items with varying usages. 
The blanket order concept 
(sometimes called “contract pur- 
chasing”) is fairly well known to 
most purchasing agents. It is a de- 
vice or tool by which an advance 
agreement is reached between 
buyer and vendor as to: 
e Approximate quantities the 
vendor will furnish within a 


By John L. Hubbell, 


Peat, Marwick, Mitchell & Co. 


specific period—usually one year. 
¢ Prices which are negotiated for 
the duration of the agreement. 

Establishment of such a con- 
tract many times results in a low- 
er price because the buyer is 
negotiating for a much larger 
quantity of material than would 
be the case if he were to place 
individual, separate orders dur- 
ing the same period. 

This is the most obvious ad- 
vantage; there are others, not so 
obvious but just as valid from a 
cost standpoint. These include: 

(1) Less tie-up of working 
capital. 

(2) Fewer shortages. 

(3) Less expediting. 

(4) Better delivery perform- 


oo oom 


Get More Mileage From Blanket Orders 


A midwestern chemical company recently made an analysis of | 
the time spent ordering various commodities. The survey re- | 
sulted in a revamping of policy so that many more items could | 
be ordered on a blanket order basis. Shown here are various | 
Classifications and the extent to which blanket orders are now | 


being used. 


Classification 
Stationery and office supplies 


Maintenance and shop supplies 


Hardware 


Other parts of less than $1.00 unit value 


Tool supplies 


Raw material (sheet, bar stock, etc.) 


Use Of 
Blanket Orders 


100% 
100% 
75% 
75% 
50% 
30% 


Custom goods (directly related to volume 


and price) 
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10% 


almost everything. 


ance because the vendor has 
knowledge of the company’s long- 
range needs. 

(5) Less negotiation effort. 

(6) Substantial decrease in the 
amount of paperwork. 


Vendors Like It 


Vendors also derive substantial 
value from the use of blanket or- 
ders including less effort selling, 
bidding and submitting prices and 
information; less paperwork with 
a single purchase order to process; 
and assurance of a definite amount 
of business for a specified time 
with production (and the ven- 
dor’s own procurement) planned 
more efficiently. 

The blanket order system of 
buying is not so fixed and bind- 
ing that it is closed to any variation 
in the yearly requirements. Gen- 
erally, quantities can be reason- 
ably increased or reduced without 
affecting the validity of the agree- 
ment. In some cases, when items 
must be cancelled or reduced be- 
cause of altered requirements, the 
vendor may request renegotia- 
tion of price. When dealing with 
standard parts, such as hardware 
or items in high demand, the ven- 
dor will rarely suggest renegotia- 
tion. 

Analysis of purchases often 
shows that a _ disproportionate 
amount of the purchasing depart- 
ment’s efforts are being spent on 
thousands of small, low value 
items. Blanket orders can be a 
solution. 

For example: The director of 

(Please turn to page 196) 
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Recent Decisions In 


Patent Ownership 
Gives Monopoly Rights 


N A RECENT infringement suit 
patent owner against a com- 
the novel defense was that 
refusal to sell the 
of his invention to com- 
and so avoid competition, 
inlawfu] use of his patent. 
nsequence he forfeited his 
protection of his patent 

ly by the courts. 
federal court refused to 
such a defense and said: 
to state the argument is 
se its fallacy. The argu- 
ts on the presupposition 
its exclusive use of the 
ted devices in its commer- 
ting business the patent 
obtained an unfair advan- 
ver its competitors in such 


ner’s 


ever the advantage that 
ntor enjoys is the result 
tht conferred upon it by 
nstitution and statute and 
othing from its competitors 
1 they were entitled under 


federal court supplemented 
tatement with a quotation 
United States Supreme 
utlining the duties and 
of the owner of a pat- 

e patent owner is not in 
tion of a quasi-trustee for 
blic or under any obliga- 
see that the public ac- 
the free right to use the 


has no obligation either to 
or to grant its use to others. 
the invention in 
pplication so that it will come 
» public domain at the end of 
17 year period of exclusive 


he discloses 


Purchasing Law 


By Albert Woodruff Gray, 


Legal Editor 


right, he has fulfilled the only 
obligation imposed by the statute. 
This has been the settled doctrine 
since at least 1896.” 

Sperry Products Inc., v. Alwmi- 
num Co. of America, 171 F.S. 901, 
Ohio, January 6, 1959 


Buyer Should Check 
Seller's Claims 


In AN ATTEMPT to recover 
money paid for a power crane, 
the buyer charged that the pur- 
chase contract had been obtained 
by fraud by the agent of the sell- 
er. The crane had been falsely 
represented as having a 40-foot 
boom with a half-yard bucket, 
and with the engine, clutch, 
brakes, and all other working 
parts in good condition. 

The facts, the seller maintained, 
did not justify a rescission of the 
sale and refund of the price. The 
crane and its condition were open 
to free inspection by the pur- 
chaser who had bought the equip- 
ment with the opportunity of ac- 
quiring the full knowledge of. its 
condition. 

In dismissing the action of the 
purchaser, the court said: “A 
party cannot, of course, rescind 
on the ground of fraudulent mis- 
representations of the seller if in 
the exercise of reasonable dili- 
gence he could have ascertained 
for himself that the representa- 
tions were untrue. 

“It would seem that as to cer- 
tain of the representations such 
as the length of the boom, even 
a casual inspection would have 
disclosed their falsity and the pur- 
chaser could not rely on such 
statements as grounds for an ac- 
tion for fraud. 


“There are, however, other al- 
leged misrepresentations as to the 
dangerous condition of the ma- 
chinery which this court cannot 
hold, as a matter of law, would 
have been revealed to the pur- 
chaser on such inspection.” 
General Machinery Co. v. Best, 
108 S.E. 2d 158, Georgia, March 
11, 1959 


Fair Trade Coercion 
Held Illegal 


Tue REPRESENTATIVE of a 
manufacturer told a wholesaler 
that he would be expected in the 
future to sell at prices suggested 
by the manufacturer. Such an 
agreement, the wholesaler was as- 
sured, had already been exacted 
from his competitors and, unless 
he agreed, the manufacturer 
would be compelled to drop him 
as a distributor. 

In its defense to a suit brought 
against it by the wholesaler for 
violation of the antitrust laws, the 
manufacturer maintained that it 
was justified in announcing to d's- 
tributors in advance the circum- 
stances under which it would or 
would not sell. Such an announce- 
ment, contended this manufac- 
turer, did not amount to coercion. 

In awarding judgment against 
the manufacturer for violation of 
the law, the court said: “The law 
recognizes that a manufacturer in 
the battle for bus'ness, has a right 
to sell to whom he pleases. It 
follows that he has the right to 
stop dealing with a dealer because 
he thinks the dealer is acting un- 
fairly in trying to undermine his 
trade. He is, however, limited to 
a legitimate use of this weapon. 

“The right to stop dealing is 
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neither absolute nor exempt from 
regulation. If accompanied by un- 
lawful conduct or agreement or 
conceived in monopolistic purpose 
or market control, even individual 
sellers’ refusals to deal may trans- 
gress the Act. 

“A wrench can be used to turn 
bolts and nuts. It can also be used 
to assault a person in a robbery. 
Like a wrench a manufacturer’s 
right to stop selling to a whole- 
saler can be used legitimately, but 
it may not be used to accomplish 
an unlawful purpose. 

“In this case the clearly estab- 
lished facts show a plan of op- 
eration adopted by this manufac- 
turer, the essential purpose of 
which was to limit the sale of its 
products to wholesalers who 
would agree not to sell below 
prices stipulated by this manu- 
facturer. 

“Such an agreement is in vio- 
lation of the Sherman Act. The 
established facts also show that 
the refusal to condition this com- 
pany as a wholesaler of this manu- 
facturer’s products, was solely be- 
cause the wholesaler would not 


sell those products according to 
the manufacturer’s existing illegal 
plan of doing business in viola- 
tion of that Act.” 

A. C. Becken Co. v. Gemex Corp., 
£72 Fed. 2d 1, New Jersey, No- 
vember 24, 1959 


Seller Has Right 
To Limit Quantities 


R ECENTLY, before the United 
States District Court in Califor- 
nia, a fabricator of structural steel 
brought suit against four steel 
manufacturers. He demanded tre- 
ble damages for violation of the 
Sherman Antitrust Act. 

The fabricator charged that the 
manufacturers had allocated dis- 
proportionately large quantities of 
‘teel to their own shops to the 
exclusion of his demands. The 
court dismissed the action on the 
ground that the circumstances did 
not support this claim. It said: 
“Even if true, this alleged favor- 
itism of the manufacturers’ own 
fabricating shops would suggest 
normal rather than conspiratorial 
conduct. It is settled law however 





“ B-B-BUT YOU SAID 
SHE WAS LOVELY.” 


“ \\ 


“TOO BAD, SAMic. 
YOU COULD HAVE SEEN HER 
BEFORE YOU BOUGHT HER.” 


“A person cannot rescind a purchase on the ground of fraudulent misrepresen- 
tations of the seller if, in the exercise of reasonable diligence, he could have 
ascertained for himself that the representations were untiuve.” 


SEPTEMBER 26, 1950 


that each, acting individually, was 
legally entitled to sell or not to 
sell to any customer or to sell him 
as much as he saw fit. 

“If a manufacturer may sell to 
whom he pleases it is entirely 
log cal that he may restrict his 
sales as to quantity and sell to 
his customers such quantities as 
he may see fit.” 

Independent Iron Works v. U. S. 
Steel Corp., 177 F.S. 743, Cali- 
fornia, September 30, 1959 


Charge Buying Groups 
With Price Discrimination 


Tue FEDERAL Trade Commis- 
sion charged two buying organiza- 
tions and the forty nine jobber 
members in Dallas, Texas, with 
violating the antitrust laws when, 
by group buying of automotive 
products, they received discounts 
to which they were not entitled 
individually. 

These organizations, Automo- 
tive Southwest, Inc. and South- 
western Warehouse Distributors, 
the commission charged, are not 
the purchasers of supplies for 
their members but merely book- 
keeping devices to foster illegal 
price discrimination. According to 
the commission they act merely 
as agents through which their 
members are billed for these sup- 
plies, which are purchased in 
large quantities with correspond- 
ing discounts. 

The Clayton Act provides: “It 
shall be unlawful for any person 
engaged in commerce, in the 
course of such commerce, know- 
ingly to induce or receive a dis- 
crimination in price which is pro- 
hibited by this section.” 

The commission contended that 
these jobbers use their combined 
buying power to demand and get 
favorable price discounts and sell- 
ing conditions which they knew 
or should have known, are not 
available to other competitors. It 
is further alleged that suppliers 
granting volume discounts, base 
them on the combined purchases 
of all members, although compet- 
ing independent jobbers are grant- 
ed allowances upon only their in- 
dividual purchases. 

Federal Trade Commission Dock- 
ets 7686 and 7687, December 28, 
1959 » END 
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A Critical Materials 
Buying System 


Rapid company growth brought a number of production and 


purchasing problems. As requirements went up, advance plan- 


ning became difficult and material emergencies increased. When 


a closely controlled purchasing system was installed, shortages 


were ended, inventories reduced, and costs cut. 


\"\ [TH COMPANY growth and 
pl diversification, the num- 
aterials used by National- 

Co., Niles, Mich., had 

| steadily. What was once 

of requisitions from mul- 

re rooms became a bar- 
Shortages increased and 

s was faced with an al- 


most continuous state of emer- 
gency. 

Purchasing Agent Bill Vander- 
beck’s solution to the problem was 
a “critical materials buying sys- 
tem.” By consolidating requisi- 
tions, Vanderbeck meets plant re- 
quirements for production items 
in a once-a-month operation. Re- 


| Vanderbeck: “By using a critical material buying system we've elimi- 
ergency shortages and have time to plan ahead.” 


quisitions no longer come in any- 
time, from any direction. Van- 
derbeck liberated himself from 
a mound of paperwork while 
strengthening his buying author- 
ity. 

“There have been many bene- 
fits from the system,” according 
to Vanderbeck, who also handles 
buying for National-Standard’s 
Akron and Los Angeles plants. 


‘“Previously, emergency shortages 


would develop. Forward planning 
was not possible to any appre- 
ciable extent. Immediate past us- 
age was the prime criterion for 
buying—and this did not reflect 
seasonal fluctuations or current 
conditions. 


Save All Around 


“Today, the number of pur- 
chase orders has been cut. In- 
ventory levels have been reduced. 
By consolidating orders we can 
buy truckload quantities—at dis- 
counts up to 5¢ a pound, plus 
savings on freight.” 

Vanderbeck’s critical materials 
system for production items en- 
compasses carbon, lime, acids, 
zine, cartons and everything else 
used in wire making. Starting 
point for CMS is a purchase and 
price record which describes a 
specific material, lists vendors, 
and gives full details of buys. In 
short, it’s a purchasing service 
record. 

Second form is the critical ma- 
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CRITICAL MATERIALS REPORT 
PACKAGING 


MATERIAL 


WP$1032- 10%" x 74" VPI 


5” _X 3" ALUM. COATED INCONEL SPOOL 


6h" X 3h" ALUM COATED SPOOL 


8966 SPOOL -5 LB. LITHOGRAPHED 


0967 SPOOL OLB. LITHOGRAPHED 


8963 SPOO\ -50 LB. TIN 


0969 $POO) -50 LB. MASONITE 


£5295 REEL -~30"" WOOD 


PT1006—14" x 11" x $/16" CORE 


P1199S- 11.906" x 9%” X 4" CORE 


MO4d” X20" * 22" & 62" POLY BAG 


8 UMIT SILICA CEL 





terials report. Eleven CMR’s cov- 
er all production items. A point 
of usage code indicates storage 
areas of the materials. 

Once each month, stores clerks 
fill out CMR forms. Checking in- 
ventory on hand, copies of out- 
standing purchase orders, and 
estimating future need, the clerks 
note this information on the 
forms, which have a section “for 
purchasing use only”. Past use of 
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Critical materials system begins with 
Purchase and Price Record (left) which 
is a buying service record for an item. 


CMR forms, which cover all production 
materials, are filled out monthly by 
stores clerks and forwarded to pur- 
chasing. 





materials (30 days) is also in- 
dicated by the store room. 


The Facts on Costs 


Completed CMR’s are fore- 
warded to purchasing, where a 
clerk transposes their information 
to another form which becomes 
the basis for an “inventory and 
usage” chart. Maintained for each 
product, these charts show month- 
ly use and inventory of materials 


for a four-year period. Right hand 
section of the chart shows the cost 
of materials at various levels of 
inventory and use. 

Purchasing service record cards, 
graphs, and CMR’s are finally 
given to Vanderbeck, who must 
juggle several factors to deter- 
mine a buy. He studies graphs to 
establish past usage and inven- 
tory levels for comparable periods, 


(Turn Page) 
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Bids are recorded on Vendor 
Analysis Chart which gives per- 
tinent summary of quotes for 
easy comparison. 


inventory and Usage Chart 
shows month-by-month levels of 
production material usage and 
inventory. Right side of chart 
shows cost of materials at vari- 
ous levels. 
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tempers this with his knowledge 
of predicted business trends and 
CMR estimates of future need. 

Referring to a economic order 
quantity chart, he decides how 
much to buy. On the CMR form, 
he jots down quantity and ven- 
lor. From the CMR, which serves 
as a requisition, a clerk types 
ut the purchase order. 


Make Buying Decision 


Vanderbeck also buys compo- 
nents for special wire processing 
machines made by National- 
Standard for itself and for its 
customers. To control this phase 
of his job, he has systematized 
b'dding and vendor analysis. 

When a machine is to be built, 
a bill of material is drawn up, 
detailing the parts that will be 
needed. Then, Vanderbeck gets to- 
gether with engineering to de- 
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cide which ones will be pur- 
chased. 

The bill of material is superim- 
posed on a larger sheet which has 
a special section for purchasing 
notations. The final buy for each 
part is be noted on this form. 

Meanwhile, Vanderbeck pulls 
out from a central file, the names 
of previous suppliers and bidders 
who will be asked to quote on 
various parts. A five-part invita- 
tion to bid is typed for each 
prospective vendor. One copy is 
filed for follow-up and another 
goes to engineering. Three copies 
go to a bidder, who retains one 
and returns two with his quote. 

Bids are recorded on a vendor 
analysis chart, on which is noted 
the difference between high and 
low quotes and the difference be- 
tween the current and previous 
buys. Studying this information, 


Vanderbeck decides who gets the 
business and jots the vendor's 
name on the purchasing portion 
of the bill of material. From this, 
the clerk types out purchase 
orders. Unsuccessful bidders are 
sent a reference copy of their 
quote along with a thank-you 
note. 

Now, Vanderbeck is casting a 
contemplative eye on other as- 
pects of purchasing. He is re- 
viewing materials used in com- 
mon by several National-Stand- 
ard plants so that more blanket 
orders can be negotiated. Recent- 
ly, he found that seven plants 
used one material. Negotiating a 
blanket order, he saved about 
$13,000 per year and a possible 
$1600 in freight charges. Plants 
release individual orders through- 
out the year to suit their needs. 


& END 
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The P.A.’s Part in 
Small Company 


Management 


5 SOMPANY demand for 
who under- 
of business 
ires this fact: it’s in the 
mpany that you'll often 
chasing executives with 
adest possible experience 
ny affairs. A company’s 
ften turns on the efforts 
ties of one or two men 


ing 
ng. 


agents 
aspects 


Blanchat 
Company, Wichita, Kan. 
ne is a one-man pur- 
10w at Blanchat. Yet he 
active and important 
management. He works 

th sales and production 

2 up bids. (Blanchat pro- 
types of machine parts, 

on subcontracts from 
ompanies.) He deals with 
purchasing depart- 

vhen their change orders 
nereased costs. He has 
the shop and knows 

» operations and capabili- 
He works directly with pro- 
m value analysis projects. 
nwhile, Payne has full 
management to 


the case ‘at 


from 


do all materials and supplies buy- 
ing and to develop his own meth- 
ods and procedures. Management 
has set up only one rule to guide 
him: keep it simple and keep 
overhead down. One measure of 
his success on this side is his 
elimination of the purchase order 
on certain standard items. 


Classify Materials 


The keystone in Payne’s system 
for handling his broad respon- 
sibilities is his classification of 
materials. He buys both semi- 
finished parts for specific orders 
and raw materials for stock. 
They’re broken down into two 
types of items: those that require 
lead time—forgings, castings, ex- 
trusions, bearings, etc; and stand- 
ard warehouse items that can be 
obtained in a week or less. 

Payne gets a copy of each 
order before it goes into the pro- 
duction control system. He deter- 
mines, on the basis of the size 
and probable duration of the 
order, how much to buy. Many 
of the orders are projected for 
18-24 months. But the aircraft 





business being what it is he has 
to play his purchasing and inven- 
tory cards pretty close to the vest. 
In many cases he has to weigh 
set-up charges against getting 
stuck with too big an inventory 
of an item in case a cancellation 
comes through. 

“When you're talking about 
overs and unders,” says Payne, 
“10 or 15% plus or minus doesn’t 
seem like much. But when you 
apply that too forgings—some of 
them costing $90 or $100 apiece, 
it’s pretty much of a gamble. 
Since most of our money is spent 
on forgings you have to keep the 
element of gambling to a mini- 
mum. We haven’t had a price 
reduction on forgings in years, 
and labor costs keep going up.” 

To protect Blanchat in this kind 
of a situation, Payne has to have 
plenty of practical knowledge 
and experience. He has to study 
each part, know how its made, 
and know the rejection and scrap 
rate. He must also stay close to 
the metals markets and try to 
anticipate price changes. 

Another idea that has helped 


PURCHASING 





The Value of V.A. for 





The Small Company 
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A relatively simple case of a change in process offers a 
fascinating case history in value analysis. And it disproves 
two widely held beliefs: that V.A. is only for the big com- 
panies; that suppliers lose business because of V.A. 

Blanchat was machining bar stock for a 5-ft. long part 
used by a large aircraft company. The customer supplied 
the bar stock and Blanchat machined certain configura- 
tions on it (see sketch.) P.A. Larry Payne, who is as close 
to the company’s customers’ orders as he is to his own, 
thought he saw a way to save the aircraft company money 
on the part. He discussed it with the plant superintendent 
and they came up with the suggestion that the part be 
made as an extrusion. 

As an extrusion, the part wouid cost $9 less per unit 
than previously. The extrusion die would cost about $125. 
There would be a saving of $1500 on material, $4500 on 
labor. The total saving would be $6,000—on a $23,000 job. 

Fine. But the catch was that Blanchat was value analyz- 
ing itself out of the job. Not only that, it would lose about 
$450 on work already in process. But Blanchat held to 
Payne’s long range view that the most successful supplier 
is the one that offers the most service. 

The theory held up. The aircraft company purchasing 
department had just established a value analysis group. 
This turned out to be their first project and Blanchat be- 
came something of a hero in the department. The loss of 
business on that item was soon surpassed on new business. 

“Value analysis work of that kind is the best advertising 
in the world for our company,” says Payne. “Customers 
know we’re looking out for their interests. Naturally, we 
can’t go out in the shop every day and hook on to a big 
one like that. But we’re working on plenty of other, smaller 
projects. They all add up.” 





pes, creates 
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Payne in his efforts “to order 
closely and save” is having items 
come in from suppliers in incre- 
ments. “Once I’ve analyzed an 
order and determined how much 
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we'll need, I schedule it out so 
that our suppliers are actually 
carrying inventory for us. In forg- 
ings, for example, we’ve already 
paid a set-up charge, so why not 


let the forger ship as we need the 
items? And in raw materials, our 
warehouses are already carrying 
the inventory for us. That’s why 
we like to use them.” 

Payne has simply eliminated 
the purchase order on standard 
items. After he has projected his 
requirements from an order, he 
orders warehouse items by 
‘phone. When the receiving clerk 
gets a shipment he literally walks 
over to Payne’s desk and lets him 
know what it is. Payne checks 
the information against his projec- 
tion, and the material goes right 
into production. It’s easy for 
Payne to keep production control 
up to the minute on the inventory 
situation—the production control 
section is only a few feet from his 
desk. This informal ordering 
method is used only on items that 
can be shipped within five days 
after the order. Control would be 
difficult a longer lead time. 

Payne, who worked at Boeing 
before joining Blanchat, is en- 
thusiastic about small-company 
purchasing. “Too many people 
have the idea that because a com- 
pany is small, the P.A. is small 
potatoes too. It seems to me to be 
just the other way around. In 
a big company only a few men 
can get in on the decisions. It 
has to be that way. But in the 
small company the P.A. really 
gets deeply into the manage- 
ment of the business. He must 
know and understand sales pol- 
icies and forecasts, production 
problems, and finance problems, 
in addition to being an ex- 
pert in his own field. With this 
well-rounded experience he’s 
ready to move up in his own com- 
pany or on to other top jobs in 
industry. The small-company P.A. 
who feels sorry for himself has 
only himself to blame. The op- 
portunity is there for him to play 
an important part in the business. 
It’s up to him to grasp it.” 

One of the best sources of 
help for the small-company pur- 
chasing agent, according to Payne, 
is the National Association of 
Purchasing Agents. He is cur- 
rently serving as president of the 
Wichita chapter of N.A.P.A. “My 
work with the association has 
been a rewarding experience,” he 
says. > END 
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How to Set Up 
A Traffic 


Department 


By Thomas F. Dillon, 


Industrial Traffic Manager, 
F. H. Ross and Company 


COMPANIES are recognizing the im- 
mtribution a well staffed traffic depart- 
nake to the success of the purchasing 
ribution functions. Since few men on the 
ent team are as close to the transporta- 
lem as the P. A., he is the logical man to 
establishing an industrial traffic depart- 


top management has called on you for 

etting up a traffic department, or has 
ven you the job, here are some funda- 

u should be aware of. 

any other department, the basic ele- 
, traffic department are: 
pport of management; 
yple with the required skills; 
ls to work with; . 
lequate area in which to work. 

y, the crucial phase of setting up a 
artment is selling top management on 
For the experienced P. A. this shouldn’t 
ficult. He can point to the fact that be- 

ompany has an established purchasing 

it is getting better service from its 

The same argument holds for establish- 
sportation department. 
ype of individual is attracted to industrial 

agement? Where do you contact such a 
How much do his services cost? 
ssful industrial traffic manager must be 

He must be alert to areas of transporta- 
reduction. He must keep informed on the 
hc developments. 
ame time, he must be part salesman. He 
ible to sell his company and himself to 
* representatives who serve him. And 
benefits resulting from skilled industrial 
anagement are but many times not ob- 
traffic manager must be able to sell the 


importance of his work to management. 

Most important, he must be well grounded in the 
fundamentals of traffic and transportation. He 
must know how to read and interpret tariffs; he 
must recognize the distinct advantages each trans- 
portation media has to offer his company, and he 
must be thoroughly familiar with the rules, regula- 
tions, and practices governing the transportation 
industry. 

Such men can be found by contacting profes- 
sional transportation organizations, such as Delta 
Nu Alpha (national transportation fraternity with 
chapters in leading cities), with national head- 
quarters at 1204 Market Street, Wilmington 1, 
Delaware; the American Society of Traffic ari 
Transportation, 22 West Madison Street, Chicago 
2, Illinois; through contact with other industrial 
traffic departments; by contacting common car- 
riers, who historically have supplied the personnel 
staffing industrial traffic departments; and by 
checking with employment agencies. 


What About Salaries? 


To get someone who can cut transportation 
costs, improve relations with customers and sup- 
pliers, and bring efficiency and competence into an 
operation that ranks as the third largest cost of 
doing business, a company should offer more than 
a clerk’s salary. The salary level for a traffic de- 
partment should reflect its money-saving potential. 

A traffic manager without an adequate tariff file 
containing the constantly changing freight rates 
would be of little use to management. Tariffs are 
his contact with the common carrier transporta- 
tion industry. They enable him to determine what 
the current rates are on his shipments and whether 
or not any changes in rates are being proposed. 

Some tariff schedules must be purchased. Some 
are furnished gratis to any shipper who needs 
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them. Generally, most rail tariffs are published by 
individual railroads and as such are furnished free 
of charge to customers. On the other hand, most 
motor carrier tariffs are “agency” tariffs, published 
in the name of groups of carriers. There is a nomi- 
nal charge for these tariffs. 

The extent of the tariff file necessary for an 
individual shipper or receiver of freight depends, 
in part, on the number of commodities he ships 
and receives and the geographical area involved in 
receiving his supplies and serving his customers. 

Caution should govern the selection of tariffs, 
since in a surprisingly short time, the tariff file can 
grow extensively. Supplements to tariffs are fre- 
quently issued, and it is not at all unusual for sup- 
plements to a tariff to occupy twice as much space 
as the original tariff. 

Despite the number of tariffs in the average in- 
dustrial traffic department, a well stocked tariff 
file can be accumulated for less than $200. Each 
year, for approximately $50, the tariff file can be 
maintained and expanded. 

Since rates are constantly changing, it would be 
well to subscribe to docket bulletins issued by the 
various tariff publishing agencies. Subscription 
cost is nominal, and these periodic bulletins alert 
the industrial traffic manager to pending rate 
changes in time for him to register opposition to 
changes that may affect his company. 

The traffic library should include some standard 
works on transportation, such as the Practical 
Handbook of Industrial Traffic Management by 
Richard C. Colton, published by Funk and Wag- 
nalls Company, New York, N. Y., Elements of 
Freight Traffic by William Way, Jr., published by 
the Regular Common Carrier Conference of the 
American Trucking Associations, Inc., Washington, 
Db... 

The following publications will also be found in 
many industrial traffic departments: 


Title Published By: 
Interstate Com- Superintendent of Documents 
merce Act Washington 25, D. C. 
Bullinger’s Postal Bullinger’s Guides, Inc. 
and Shippers 303 Lafayette St. 
Guide New York 12, N. Y. 
Official List of A. P. Leland 
Open and Pre- Tariff Publishing Officer 
pay Stations 915 Olive Street 
St. Louis 1, Mo. 
W. J. Prueter 
Tariff Publishing Officer 
516 West Jackson Blvd. 
Chicago 6, Illinois 
The Official Guide National Railway Publication 
of the Railways Co. 
424 W. 33rd Street 
New York 1, N. Y. 
F. L. Wyche 
2000 P. Street, N. W. 
Suite 305, Washington, D. C. 


National Rate 
Basis Tariff 


Household Movers 
Mileage Guide 


In addition, subscriptions to Traffic World, pub- 
lished weekly by the Traffic Service Corporation, 
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815 Washington Building, Washington 5, D. C.; 
Transport Topics, published weekly by American 
Trucking Associations, Inc., 1424 Sixteenth Street, 
N. W., Washington 6, D. C., and Railway Age, pub- 
lished weekly by Simmons-Boardman Publishing 
Corporation, 30 Church Street, New York 7, N. Y., 
would be valuable sources of information to any 
industrial traffic manager. 

Traffic work involves pressure and concentra- 
tion. When a rate is requested by someone, he 
usually wants the information right away. At the 
same time, tariffs are complicated and must be 
handled cautiously to obtain the correct rate. 

Rates are found by a process of elimination. 
First, a check must be made to see if a precedent 
taking commodity rate is in effect covering the 
movement involved. If such a rate cannot be found, 
other tariffs must be checked successively in order 
to determine the lowest applicable rate. 


Get Management's Backing 


Because of the nature of the work, it is advisable 
to provide a work area conducive to concentra- 
tion with few unnecessary interruptions. Also, 
since there will be a stream of freight traffic rep- 
resentatives calling on the traffic manager, an area 
must be found where these visits will not interrupt 
the work of other employees and where the traffic 
manager can discuss mutual traffic and transporta- 
tion problems with the carrier representatives. 

Let’s return for a moment to the question of 
management support. The success of any new de- 
partment depends largely on management’s at- 
titude to the department. If a traffic department 
is to succeed, management must give it full sup- 
port. Many people in the organization will have 
little idea of just what work a traffic department 
is expected to do. People who are not aware of 
the advantages of organized traffic control will 
contend that they got along without a traffic de- 
partment for years and wonder why the company 
needs one now. 

Resentment can be expected. Shipping clerks, 
who have been exerting the only control over the 
expenditure of thousands of dollars, often basing 
their decisions as to choice of carrier on the per- 
sonality of the freight salesman and his ability to 
cater to them, will naturally resent any infringe- 
ment on their territory. Others in the organization, 
who have been exerting influence in favor of one 
or more carriers for years, may also resent the 
appearance of professional traffic management. 
Management must -back the traffic manager. If it 
does not give him full control over routings and the 
selection of carriers, it deprives him of the traffic 
manager’s most effective instrument in negotiating 
freight rates and obtaining premium service. 

In summary, to establish a traffic department, 
either separately or as a division of the purchasing 
department, it is necessary to bring together 
skilled personnel, supply them with the proper 
tools, and furnish them with the support of man- 
agement so necessary to assure their success. 

®& END 
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Purchasing’s Broad Responsibility 


In the Small Company 


The P.A. in a small company is in a unique posi- 


tion to make important contributions to his com- 


pany’s success. He isn’t confined by red tape or 


excessive specialization and as a result can make 


the kind of moves that have tremendous impact 


on his company’s operations. 


A LTHOUGH THE purchasing 
sent for a small company doesn’t 
as much money as his 
in a giant corpora- 
he usually has a much better 
ce to contribute to overall 
success; often in ways 
lo not involve his immediate 
yonsibilities. 
e small company P.A. has an 
because he is never 


terpart 


intage 


While plant is on vacation, Narda P.A. Phil McKay reads the N.A.P.A. Bulletin 


to keep up with commodity trends. 


isolated. He talks to other mem- 
bers of management daily. The 
natural front-and-center position 
of purchasing puts him in a good 
spot to know the problems of 
other departments. He doesn’t 
have to worry about channels — 
they probably don’t exist. He is 
likely to have a good pipeline to 
the front office in many cases, re- 
porting directly to the top man. 





By John Van de Water, 


Technical Editor 


Philip G. McKay, purchasing 
agent for Narda Ultrasonics 
Corp., Westbury, N.Y., is a good 
example of a P.A. who can see 
the big picture, and has made it 
pay off for his company. Here are 
just a few of the things he has 
done: 

@ Shown that an alert purchas- 
ing department can help solve en- 
gineering and cost reduction 
problems; 

@ Set up an inventory control 
system; 

@ Eliminated a backdoor buying 
problem; 

@ Designed a rejection form for 
quality control. 

That Narda is a relatively new 
and fast-growing company ex- 
plains why McKay had to get 
into some very basic matters. As 
part of the mushrooming ultra- 
sonics industry, the company is 
already an important manufac- 
turer of ultrasonic cleaning equip- 
ment, in spite of the fact that it 
employs only 125 people. 

McKay’s department is likewise 
small. With the help of one girl 
he places half-a-million dollars 
worth of business a year, about 
40 orders a day. The major items 
he buys include electronic com- 
ponents, fabricated sheet metal, 
barium titanate (the heart of the 
ultrasonic transducer), and the 
usual tools and MRO supplies. 

On an equal level with the pro- 
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To cope with a rapidly growing business, McKay designed requisition and 
rejection forms; set up an inventory control system based upon a perpetual 
inventory card and traveling requisition. 


duction manager, chief engineer, 
and chief accountant, McKay re- 
ports to Narda’s general manager, 
who is also company vice-presi- 
dent. McKay feels that the P.A.’s 
position in management has a di- 
rect effect on the quality of the 
job he can do. “This is good or- 
ganization,” he says of his own 
set-up. “The way we're organ- 
ized, I have a chance to do a good 
job for every department. If you 
report to one function, manufac- 
turing for instance, you end up 
doing more for that group, favor- 
ing it when you should be work- 
ing for the company as a whole.” 

But McKay hasn’t been with- 
out problems. More or less cas- 
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ual backdoor buying was one of 
them. Although perfectly under- 
standable for a young company 
with growing pains, this condi- 
tion creates unusual difficulties 
when a company reaches the size 
where responsibilities must be de- 
partmentalized. For McKay it 
meant that engineers and produc- 
tion people were spending a lot 
of time talking to vendors. In- 
evitably they were making some 
purchasing decisions. “I didn’t 
know what was going on,” he re- 
lates, “and I was wasting too 
much time trying to find out.” 

In his straightforward manner, 
McKay discussed the problem 
frankly with those concerned. En- 


gineers agreed that the time spent 
with vendor representatives was 
getting out of hand and inter- 
fered with their own work. They 
were perfectly willing to let 
McKay worry about procurement 
matters and take over the whole 
job. “Now I have the only con- 
tact with vendors unless I ask 
someone else to come in,” he says. 
“Everybody is happier this way. 
It saves them trouble and I get 
a chance to give good service.” 

One of the services a P.A. must 
perform, McKay believes, is to 
evaluate vendor suggestions be- 
fore referring them to engineers. 
The purchasing agent who makes 
a big issue of backdoor selling 
and then sends every salesman 
with an idea to engineering isn’t 
doing his job, says McKay. 


Report Vendor Suggestions 

Typical of McKay’s handling 
of vendor suggestions is the way 
he operated when trying to solve 
a problem involving a capacitor. 
He referred the problem to his 
suppliers and asked for sugges- 
tions. After all the vendor recom- 
mendations were in, he sum- 


marized them and sent a report 


to engineering. Although none of 
the vendors came up with the 
ideal solution, the report gave 
engineering some new ideas to 
go on which eventually enabled 
them to reach a solution. 

In all his vendor contacts, Mc- 
Kay stresses the need for cost 
reduction ideas. “Although we 
have to give exact specifications 
on sheet metal work, for instance, 
I encourage our suppliers to make 
suggestions that will help the de- 
sign or save us money.” On the 
other hand, in buying electrical 
components such as transformers, 
it pays to let the vendor do his 
own designing, limiting him only 
to the basic electrical character- 
istics and dimension tolerances 
that are needed. 

McKay also appreciates the sug. 
gestions of his own designers and 
engineers. If they favor a vendor 
because of his technical skills, 
McKay usually goes along. “I 
generally visit a vendor before we 
give him his first order for an im- 
portant component,” he explains. 
“If there is a technical point I 

(Please turn to page 200) 
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Size Is No Bar to 


Better Purchasing 


You don’t need a large department to develop an 
efficient money-saving purchasing operation. An in- 
quiring mind and a willingness to try new ideas are 
enough. Here are some techniques used by the P.A. 


s 


; 


hniques 


for a company with only 130 employees. 


OME P.A.’s for small and me- 


ize companies think you 
» be a U. S. Steel, a GE, 
Esso to take advantage of 
purchasing cost-cutting 
They maintain that 
have neither the manpower 
he time to bother about fancy 
nasing programs. 
vertheless, thousands of pur- 
agents for small compa- 
lave succeeded in making 
; by introducing progressive 
sing ideas. A good example 
Barker Simerson, purchasing 
r Ajax Electric Company, 
adelphia. 
merson’s company makes elec- 
rnaces. It has 130 employees 


} 


1 


| sales of around $3 million each 


Just about all its production 
tom-made to fit the needs of 
panies in a wide variety of in- 
The purchasing depart- 
sists solely of Simerson 

; assistant. 
lis 18 years with Ajax, Sim- 
has developed numerous 
that have saved his. com- 
time and money. How does 
> Simply by keeping his 
ypen, looking for ways to 
money and improve efficien- 
ind following through when- 
the opportunity arises. Here’s 


By Leonard Sloane, 


News Editor 


a sample of some of the things 
he’s done: 

(1) Developed a Perpetual In- 
ventory System. To keep track of 
inventories, Simerson set up a 
perpetual inventory card system. 
The front of the card lists physical 
inventory data, while the reverse 
side has the information neces- 
sary for “theoretical” inventory 


Ajax’s J. B. Simerson—man with an i 
quiring mind. 


records. (see cut) 

The front side of the card car- 
ries information about when and 
from whom material was pur- 
chased. It also notes when the 
material was taken from stock and 
for which job (identified by the 
customer’s order number). The 
card also shows how much mate- 
rial is in inventory. 

The reverse side of the card is 
used to indicate what items have 
been requisitioned and ordered. 
It also shows which job the ma- 
terial has been assigned to. Since 
as much as six weeks may elapse 
between the time the material 
arrives at the plant and the time 
it goes out on the floor, the ma- 
terial is assigned to a specific job 
at the time it is ordered. By doing 
this, Simerson makes certain that 
material for high priority jobs 
won’t be used for less important 
work. 


Keep Control of Inventory 


Simerson has about 3000 in- 
ventory cards covering production 
materials. About half the cards 
are for items that are relatively 
inactive. For these inactive items 
only the front side of the card is 
posted which gives Simerson in- 
formation on prices and inventory 
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aesiane® 


jos no. | 





eacance 


s is the Ajax stock record 
card. Front side of carton is 
shown at top, reverse side, at 











levels. Simerson figures that “the- 
oretical” inventory information on 
the reverse side of the card is un- 
necessary for the inactive items. 
By eliminating some of the inven- 
tory entries on the non-active 
items, he saves time that he can 
use for more creative purchasing 
projects and yet he still maintains 
tight inventory control. 

(2) Took Advantage of Buying 
Power. Every month, Simerson 
gets a report from accounting 
that lists the amount paid each 
of his 200-300 vendors in the last 
30 days. From that point on, this 
report is a powerful weapon in 
the P.A.’s hand. 

“If you know exactly how much 
you’ve bought from a supplier in 
the last month, you know just 
how much pressure you can put 
on him in a pinch,” says Simer- 
son. “There’s no guesswork here 
—you have the figures right in 
front of you while you’re talking 
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to the vendor on the phone. When 
you really need a rush delivery, 
suppliers will go all out if you em- 
phasize how much business 
they’re getting from you.” 

(3) Got a Head Start on Issu- 
ing Orders. Since Ajax is a custom 
builder, Simerson rarely has an 
opportunity to issue purchase or- 
ders until his sales department 
has a firm order—from a cus- 
tomer. But this presents many 
problems when delivery is re- 
quired only a short time after the 
order is received. 


A Buying Shoricut 


Simerson worked out a way to 
shortcut the normal interoffice 
procedure to give himself addi- 
tional time. When an order comes 
into Ajax’s sales department, an 
information copy—along with a 
breakdown of the materials need- 
ed for the order—is sent immedi- 
ately to purchasing. This gives 


Simerson some time to start lin- 
ing up sources of supply and to 
make tentative buying plans. 

Then when purchasing actually 
receives the bill of material and 
the blueprints from engineering— 
the internal flow of the order is 
from sales to accounting for a 
credit check, and then to engi- 
neering—a good deal of the work 
has already been done. A few 
quick phone calls or telegrams 
notify the suppliers to start work- 
ing even before the purchase or- 
ders are typed. 

It’s important to get this early 
jump, Simerson finds, because his 
company could have an $80,000 
sale tied up because of late de- 
livery of a $200 item. “In a small 
company, you have to expect sales 
and production people to be on 
your neck,” he says. “But if you 
can anticipate their needs, you'll 
find that they appreciate your 
efforts.” > END 
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Strapping Specialist helps cut 


‘“‘We are saving an estimated total of $20,000 a year or about 30% on our 


overall shipping costs by changing from flat strapping to 10-gauge USS Round 


Steel Strapping for our railway car bundling of automobile springs,”’ states Mr. 


Donald Elliot, Plant Manager, The Mather Spring Company, Toledo, Ohio. 


“This saving is due to the 50% lower costs of the actual strapping, more 








handling costs *20,000 a year 


efficient bundling methods as devised by U. S. Steel Supply’s technical 


specialist, improved carloading procedures and the elimination of extra un- 


loading charges caused by shipments.” 


Your USS Strapping Specialist may be able to help you eliminate wasteful 


and costly bundling procedures. Why not call him today? His advice is free. 


USS is a registered trademark 


reasons why the swing is to (s8) Complete Strapping Service 


Automatic bundling machine 
saves $14,560 a year 


The Fort Lauderdale News uses an automatic 
Model 12 to compress, wrap, tension, tie and 
eject 70,000 papers a day. This modern USS 
Strapping Machine can handle bundles from 4 to 
14 inches high and makes up to 24 ties a minute 
with high-tensile #18 gauge USS Round Stee! 
Strapping. The Model 12 is designed to handle 
bundies and packages containing a wide range 
of products and materials. Write our Chicago 
Office for information on how this completely 
automatic tying machine can help speed up your 
shipping operations. 


Round Steel Strapping 
eliminates complaints 


Mr. Robert P. Loughrey, General Superintendent 
of Plants, Quigley Company, N.Y., tells the fol- 
lowing experience: “Our palletized bags were 
arriving torn with the contents spilled, and cus- 
tomers’ complaints were reaching alarming pro- 
portions. A USS Strapping Specialist advised us 
to switch to Round Steel Strapping. This com- 
pletely transformed the picture: customers’ com- 
plaints virtually disappeared. 


U. S. Steel Supply 


Division of 


United States Steel 


Steel Service Centers and Complete Strapping Centers from Coast to Coast 
General Office: 208 S. LaSalle Street, Chicago 4, III. 


Technical assistance 
without obligation 


Mr. William Link, Estimator for Major Concrete 
Co. Inc., College Point, N.Y., says: “Using USS 
Fiat Strapping to bind forms has saved us 40% of 
the cost of labor and material in pouring 120 
concrete columns.” This is another example of 
savings resulting from free technical advice. Why 
not confer with your USS Strapping Specialist on 
ways of improving your shipping or operational! 
procedures with USS Steel Strapping, Round or 
Flat, and our modern strapping tools. 
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The 


New Type Wrench Speeds 


Maintenance Operations 


NEW TYPE of wrench, 
| the “Swench,” gives main- 
ce men the extra muscle 
need to loosen the toughest 
’ nuts in seconds. As a re- 
ean do jobs easily that 
wmerly be done only with 
difficulty and can speed 


ilmost any job that involves 
ial tightening and untighten- 


t nuts. 
wrench, although it was 
quite recently, has 
ested in a number of plants 
In some cases, quite re- 


inced 


kable cost savings were made. 


example, in one plant, the 
ich” wrench removed 154 
from boiler heads in three 

vith one man. Formerly 








Swench” makes tightening and 


untightening of nuts a faster process. 


LOO 


it took three men eight hours. 
The wrench is available in 34”, 
1” and 14%” sizes. It uses auto- 
matically delivered, spring actu- 
ated, rotary hammer blows, or 
impacts, to produce tremendous 
magnification of the torsional 
force manually applied to the 
handle. It makes further use of 
this impact principle to give user 
precise control of the magnified 
force delivered to a nut or bolt. 
The wrench can be used for 
applying brute force to loosen a 
frozen nut or can be switched 
immediately to the precise task 
of tightening a bolt to desired 
tension with greatly reduced 
manual effort. It also improves 
safety, increases the range of 
bolt sizes which can be handled 
by one wrench, and needs no 
power supply or other equipment. 
The wrench combines, for the 
first time in a hand operated im- 
pact wrench, the principles of 
the hammer, the lever and the 


spring. One or more impacts may 
be applied, either by continuous 
movement of the handle in one 
direction or by reciprocating it 
like a ratchet wrench. Each im- 
pact produces a clearly audible 
sound, so the number of impacts 
applied can be readily counted. 
However, the impact force will 
not vibrate back through the 
handle, which has been insulated 
against any impact shock by in- 
sertion of neoprene rubber pads 
between the handle plates and 
the cover plates. 

The actual torque exerted 
against a nut depends on its re- 
sistance to movement. The great- 
er the resistance of the nut, the 
greater will be the torsional force 
delivered against it by the 
wrench. 

Manufacturer of the wrench is 
the Marquette Division of Curtiss 
Wright Corp., 1145 Galewood 
Ave., Cleveland 10, Ohio. 
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SWENCH Model 





Head Radius, 
Inches =A 


3% 





Handle Length, 
Inches =B 


36 (60 with 
Extension) 





Weight, 
Pounds 


78 





Sizes of Square Drive, 
Inches 


\% 





Approx. Bolt Dia. Capacity, 
Inches 


Y—-l% 


%—h% 





Maximum Torque on 
“Frozen” Nut, Foot Pounds 


800, Plus 


2000, Plus 7000, Plus 





Maximum Pull on Handle, 


Pounds 50 


75 110 with Handle 
Extension 





Finish 


Chrome Plate 


Chrome Plate Chrome Plate 











$165.00 











$245.00 $795.00 
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At your fingertips 


...a way to standardize, simplify, and save money with two Nickel alloy steels 


Today, the metal-user has at his fingertips a way to standardize on manufac- 
turing and heat treating processes. A way to simplify inventory. A way to 
cut production costs right down the line. 

These opportunities are made possible by two Nickel alloy steels .. . AISI 
4340, a through-hardening type ... and AISI 4620, a carburizing-type steel. 

Because of their unique combination of properties, the metal-user can use 
these two alloy steels to satisfy most of his engineering requirements. By doing 
this, he can standardize, simplify, and save money. 

Both these steels are carried by Steel Service Centers from coast to coast 
...ready for delivery on a “next door” basis. If you'd like a list of Steel Service 
Centers that carry AISI 4340 and 4620, write: Dept. AM-5, The !nternational 


Nickel Co., Inc., New York 5, N.Y. 4». ts 
ickel Co., Inc., New York 5 seo, — Nickel 


Vakes metals perform better longer 
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SERVICE CENTER 
| INSTITUTE) 
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IF YOU’RE CONCERNED ABOUT 
CHEMICAL PRODUCTION COSTS, 


YOU’LL LIKE DOING BUSINESS WITH 
COLUMBIA-SOUTHERN 











A complete appraisal of your chemical purchasing prac- 
tices might reveal areas where you can make significant 
savings . . . and your Columbia-Southern Represent- 
ative is fully equipped to help you do such a job. 

He’ll help you determine whether you’re set up for the 
most economical chemical storage and handling, for one 
thing. And he’ll survey the various forms and grades of 
chemicals you are buying now. Very often a small change 
can result in big savings. 


columbia|southern 
chemicals 


COLUMBIA-SOUTHERN CHEMICAL CORPORATION 
A Subsidiary of Pittsburgh Plate Glass Company 


Another area you can explore together is delivery pro- 
cedure. Are you using the best means of transportation 
to insure prompt delivery at the most reasonable costs? 

Get in touch with your Columbia-Southern Repre- 
sentative, and review these questions with him. You'll 
be glad you did. 

Columbia-Southern Chemical Corporation, One Gate- 
way Center, Pittsburgh 22, Pa. Offices in fourteen 
principal cities. In Canada: Standard Chemical Limited. 


Chlorine * Caustic Soda « Caustic Potash * Soda Ash « Ammonia 
Solvents * Sodium Bicarbonate *« Chromium Chemicals 
Barium Chemicals * Sulfur Chemicals * Agricultural Chemicals 
Reinforcing Pigments * Calcium Chloride * Hydrogen Peroxide 


Muriatic Acid * Calcium Hypochlorite « Titanium Tetrachloride 
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Tape-Controlled Machine 


l O PRODUCE complex parts 
matically, it is no longer 
sary to invest in a battery of 

sfer machines that depend on 
runs of thousands of 
to make them economical. 

The Kearney & Trecker tape-con- 
led Milwaukee-Matic machine 

it possible to produce 

and medium-lot jobs that 
variety of machining 


duction 


re a 
ns. 
versatile machine is a 

plete metalworking center ‘in 
automatically combining 

ig, drilling, boring, reaming, 
tapping operations into a sin- 
ntegrated unit. Controlled by 
tape that can be prepared on a 
dard Flexowriter, the machine 
ise up to 31 cutting tools 
hangeably and index an 


t-position table in any se- 


Makes Complex Parts 


quence the work requires. The 
column, saddle, and spindle-head 
are power driven to provide ma- 
chining movement in all three 
axes. A shuttle device moves two 
work-holding pallets alternately 
into machining position, thus elim- 
inating down-time for loading and 
unloading. 

According to the manufacturer, 
the Milwaukee-Matic produces 
finished parts faster and at lower 
cost than any combination of con- 
ventional machine tools. Once the 
set-up is completed, the machine 
is completely automatic, needing 
no further attention other than 
loading the work. 

To get the job going, the ma- 
chine needs only a tape which 
controls the sequence and extent 
of machining, a series of pre- 
selected cutting tools, and a sim- 


While the machine finishes the part in center, the second part on work pallet 
t right waits to be moved automatically into position for machining. Loading 
and unloading of workpieces takes place while the machine is operating. 





ple work-holding fixture. Because 
the machine is extremely accurate 
in each repetitive operation, parts 
are dimensionally exact and no 
expensive holding fixtures are 
needed. 

Seven steps are needed to bring 
the part from initial design 
through a completed run. 

(1) The part is studied by a 
process planner and tool designer 
who work together to prepare a 
preliminary procedure outline. 

(2) The tool designer then de- 
signs a simple work-holding fix- 
ture and prepares drawings for 
the toolroom. 

(3) At the same time, the proc- 
ess planner makes a production 
analysis and finally a process 
planning sheet. This outlines in 
detail each step the Milwaukee- 
matic will take and the proper 
sequence of operations. 

(4) The toolroom makes fix- 
tures from the drawings and sets 
them on machine pallets. 

(5) The toolroom sets cutting 
tools in coded holders, according 
to instructions in the process plan- 
ning sheet. 

(6) A typist copies the plan- 
ning sheet on a Flexowriter which 
simultaneously punches an eight- 
channel control tape. 

(7) The machine is loaded with 
pallets holding work, tool holders 
are inserted into proper positions, 
and tave is inserted int» control 
unit. The machine is now ready 
to go. 

Besides its unusual machining 
flexibility, the Milwaukee-Matic 
system produces parts as needed. 
In-process and parts inventory is 
reduced to a minimum. In addi- 
tion, rapid operation and simple 
set-up requirements make it posi- 
ble to cut lead time to a few hours. 
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better way 


to lay away savings 


Closets prefabricated from Westvaco paint-panels 
cost less than closets built from blueprints. 


And with high-quality Westvaco cores, furniture 


makers save by 3-ply veneering instead of 5-ply 
construction. Fine, warp-free, hardwood veneer pan- 
els are also available. 

Made from virgin aspen flakes, Westvaco panels 
are uniform, smooth, and so solid and tightly edged 
that no banding or sealing is needed. 


These superior panels are another example of how 
West Virginia serves its customers. 

Through expenditures of more than $3,000,000 
for research annually, West Virginia produces out- 
standing quality with unusual efficiency. 

For full details on the Westvaco line, see your 
lumber dealer or write Building Boards Division, 
West Virginia Pulp and Paper Company, 230 Park 
Avenue, New York 17, New York. 


West Virginia 
Pulp and Paper 
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Ge f 


INDUSTRY 


COMPONENTS have been 
e electrical industry for 


) years. Specially formulated 


‘RCO “Customeering”, each 


signed to its job—formu- 
resist ozone, weathering, 
other unique hazards. And 


plied on a regular production 
t OHIO RUBBER. 


> CUSTOMEERING* goes to 


r you right away; the minute 


vecifications are scanned. The 


pe of OHIO RUBBER’s in- 


"CUSTOMEERED* COMP 


ONENTS BASIC TO INDUSTRY” 


ORCO IDEA PARTS 
engineered to weather tough service 


OHIO RUBBER IS THE 
2OD SOURCE FOR THE 


tegrated design, research and practical 
ingenuity is focused on your part to 
improve quality, to cut production 
costs. 


ORCO CAPACITY guarantees your 
part to be made right—and on 
schedule! The modern facilities of 
four major plants assure uniformity, 
quality, delivery. Over 50 years ex- 
perience in custom-crafting electrical 
industry OEM components of rubber, 


synthetic rubber, silicone rubber, 
polyurethane, or flexible vinyl define 
The Ohio Rubber Company as the 
industry standard of single source 
control and responsibility—of prod- 
uct excellence. 


YOURS 

FOR THE ASKING! 
Send for ORCO BULLETIN 
715 for the complete ORCO 
“CUSTOMEERING” 
STORY. 


*Trademark of The Ohio Rubber Company 


THE On1o RUBBER COMPANY 


General Office @ WILLOUGHBY, 


QAO « wiitenaii 2-0500 


A DIVISION OF THE EAGLE PICHER COMPANY 4 
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WDA backs up its label with 
DSelection- Quality “Research - Experience 


Here’s what this backing means 
to buvers of safety equipment 


Selection 


We believe our complete line selection of over 3600 items is a 
sound approach to solving your safety problems. It helps us form 
unbiased recommendations. Keeps us completely objective. The 
extensive length and breadth within our product lines offer even 
greater selectivity. This depth of product line assures you one 
source of supply for all your safety needs. 


Quality 


We believe.quality control of our product belongs within our own 

company. And so it does. MSA people, manning MSA facilities, 

work. with fitm@st Caré to maintain the product quality human 

life protection demands. This quest for quality is company-wide. 

It begins witht raw faterials selection. It’s carried through to the 
ea Sea gee check-out for tolerance. 


“= Research. 


ly We beheve in the constant search for new and better safety prod- 
Bi 4 ucts’ Evidence our John T. Ryan Memoria! Research I aboratory. 
ee As the largest in the world devoted exclusively to safety. Here, 
aA MSA scientists and technicians are anticipating, solving and re- 
‘ me gg0lving @ great variety of safety problems. Problems which many 

* @f-our customers haven't yet encountered. 


© Experience’ 


We believe in solid bedrock experience for the man who offers 
safety counsel. Our direct field sales force is factory-trained in our 
products, induStry-oriented in their application. An experienced 
MSA man is nearby when you need him—for new product infor- 
% mation, service calls, or consultation on how to use your MSA 
“equipment. Mine’Safety. Appliances Company, Pittsburgh 8, Pa. 
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Air & Electric Tools 
Float in Mid-Air 


natically retracting bal- 
reels keep within arms reach 
eldy air tools, paint sprayers 
rtable electric tools of all 
Dust-proof, heavy-duty 
motors are life-time lu- 
d. All-steel, chrome reel 
bracket incorporates a 
duty wall mounting permit- 
180 degree free swivel or a 
mounting providing 360 
ee full rotation. Cable ten- 
be adjusted from 0 to 9 
ompensate for weight of 
Cordomatic, 17th & Indiana 
, Philadelphia 32, Pa. 
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Rider-Type Sweeper 
Built for Constant Duty 


y-duty rider-type power 

is built to withstand 
i-the-clock use, inside or 
standard unit sweeps a 36 
th but can be equipped 

e or two side brooms for 
48 or 58 in. swath. All- 

d welded body has % in. 


steel side plates and 3/16 in. chan- 
nel steel protective bumper en- 
circling entire machine. Turning 
radius of 66 in. provides easy 
operation in congested areas. Hy- 
draulic system powered by 15 hp 
liquid-cooled 4-cylinder gasoline 
engine propels and _ operates 
sweeper. One foot pedal controls 
forward and reverse movement, 
with infinite degrees of accelera- 
tion un to 6 mph, sweeping up to 
100,000 sq. ft. of floor area per 
hour. Hopper has capacity of 1150 
Ibs. Clarke Floor Machine Co., 30 
E. Clay Ave., Muskegon, Mich. 
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Case Marker Stamps 
Giant Size Numbers 


A case marker for stamping 
large numbers on wood, paper, 
cardboard, and fiber containers is 
available with characters 1, 1% 
and 2 in. high. Six figure bands 
are normal capacity, enabling 
numbering up to 999,999. Marker 
weighs only three lbs. and is easy 
to operate. Pryor Marking Prod- 
ucts, 434 S. Wabash Ave., Chi- 
cago 5, Ill. 
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Safe Descaler 
Is Non-Corrosive 


A safe, easy-to-use descaler is 
made with sulfamic acid and in- 
hibitors that allow the acid to 
clean and dissolve scale without 
corroding or damaging metal in 
boilers, heat exchangers, evapora- 
tors, etc. Built-in color indicator 
shows when acid has been spent. 
Dry crystalline material is 95% 
acid but does not give off acid 
fumes and is easy to store. Dear- 
born Chemical Co., Merchandise 
Mart Plaza, Chicago 54, Il. 
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ALABAMA 
Birmingham 
Dixie Bronze Co., Inc. 


ull Metal & Supply Co., Inc. 


J.M 

FAIRFAX 3-1612 
ARKA 
Little Rock 
Arkansas Foundry Company 
FRANKLIN 2-6261 
CALIFORNIA 


San Francisco 
SUTTER 1-0514 
CONNECTICUT 
Guilford 

Knapp F Co., 
GLENDALE 3-2744 
Seymour 

The Derby Castings Cc. 

TUXEDO 8- = 

Stratfor 

The —. Stee! & Supply Co. 
EDISON 7-3317 

FLORIDA 

Jacksonville 

J. M. Tull Metal & Supply Co., 
EVERGREEN 7-5561 

Miami 

4. M_ Tull Metal & Supply Co., 
NEWTON 5-0365 

Tam 


pa 
4. M. Tull aunt & Senely Co., 
TAMPA 3-6741 


Inc. 


J. M. Tull Metal & Supply Co., 
JACKSON 5-3871 

ILLINOIS 

Chicago 
Bronze Bearings, inc. 
AVENUE 2-2337 
Ray M. Ring Co., Inc. 
ESTERBROOK 9-0300 
Peoria 
Ray M Ring Deering Co. 
PEORIA 3-8 
Rockford. 
Rockford Tool & Transmission Co. 
ROCKFORD 2-7711 

INDIANA 

East Chicago 
Ray 4. Ring Co., Inc. 
E. CHICAGO 8020 
SAGINAW 1-8660 
indianapolis 
W. J. Holliday & Co., Div. of 
Jones & Laughlin Stee! Corp. 
MELROSE 1-8311 
South Bend 

‘owell Tool Supply, Inc. 
ATLANTIC 9-5578 
KENTUCKY 
Louisville 
Williams & Co., inc 
JUNIPER 3-7781 
LOUISIANA 
New Orleans 
Standard Brass & Mfg. Co. 
AUDUBON 1381 
Shreveport 
Standard Sree & Mfg. Co. 
SHREVEPORT 29483 
MARYLAND 
Baltimore 
Bronze Specialities, inc. 
LEXINGTON 9-1906 
MASSACHUSETTS 
Boston 
Keico Metal Products Co. 
HUBBARD 2-1737 
MICHIGAN 
Detroit 

Copper & Brass Sales, Inc. 
FOREST 6-6: 
Meier Brass & Aluminum Co. 
JORDAN 6-3902 

Grand Rapids 
Copper & Brass Sales, Inc. 
EMPIRE 1-6681 
Kalamazoo 
Bard Tool and Equipment Co. 
Home ay 3-2691 

Lansing 
pg ae Brass & Aluminum Co 
1V 2-2754 
Muskegon 
Towne Hardware & Supply Co. 


2-265 
MINNESOTA 


Minneapolis 
R. G. Eide, Inc. 
FE 8-4846 


DISTRIBUTORS for ASARCON 
CONTINUOUS-CAST BRONZE 


MISSOURI 

Kansas City 
Associated Bearings Co. 
VALENTINE 1- 

Hubbell Metals, Inc. 
BALTIMORE 1-7760 
St. Louis 
Hubbell Metals, Inc. 
FRANKLIN 1-0212 
NEBRASKA 
Grand Island 
The Island Supply Co. 
DUPONT 2-8567 
T. S. McShane Co., inc. 
JACKSON 1273 
NEW JERSEY 
Carlstadt 
E.A. py & Son 


MARKET 31929 
(New York LA 4-9546) 
jewark 


Federal Foundry Sales, Inc. 
MARKET 2-6330 

Perth Amboy 

Gregg’s Brass Foundry 
HILLCREST 2-2086 

NEW YORK 

Brooklyn 

Hamsiey, inc 

STERLING 8-1144 

Buffalo 

Kencroft Associates, Inc. 
RIVERSIDE 1520 
RIVERSIDE 2020 
Rochester 
Ontario Metal Su; 
HAMILTON 6-1 
Syracuse 


Meljoon Bronze Foundry, Inc. 
GLENVIEW 4-3231 


y, Inc. 


Troy 
The Troy Belting & Supply Co., Inc. 
AS 2-4920 (in Albany 3-6121) 
OHIO 
Akron 
Akron Welding ond Spring Co. 
JEFFERSON 5-218. 
Cleveland 

ss Sales, Inc. 


Copper & Bra’ 
ENDICOTT 16757 
The Bearing Bronze Casting Co 
MICHIGAN 1-6520 
Cincinnati 

Reliable Castings Corp. 

KIRBY 1-2627 

Columbus 

Williams & Co., Inc. 
AXMINISTER 4-1623 


Dayton 
The a om Corp. of Ohio 
FULTON 


‘othe 

he Seeger Brass Company 
CHERRY © #5321 
GREENWOOD *é866i 
PENNSYLVANIA 
Easton 


R. T. Schaller Co. 
EASTON 2-2435 
Latrebe 

Latrobe Foundry Machine 


& upply Co 
KEYSTONE 7-3341 
Philadelphia 

jes, Inc. 


Brass & Copper Sa’ 
GLADSTONE 7-2500 


dence 
ene ae Sales Co., inc. 
SOUTH CAROLINA 
Greenville 
J. M. Tull Metal & Supply Co., Inc 
CEDAR 3-8366 
TENNESSEE 
Memphis 
Pe uaale Soming & Supply Co. 


nashville 

Dixie Bearings 

CHAPEL 2- si 

TEXAS 

Beaumont 
Standard Brass & Mfg. Co. 
TERMINAL 3-2641 
Housten 

Standard 4 & Mfg. Co. 
CAPITOL 5653 

Port Arthur 

Standard 7] & Mfg. Co. 
YUKON 5-9377 
WISCONSIN 
Milwaukee 

Badger Bearing Co. 
BROADWAY 2-0231 
CANADA 

Lachine, Quebec 
Federated Metals Canada, Ltd. 
MELROSE 7-3591 


PLYMOUTH 7-3246 
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Order bearing bronze in any lengths 


up to 105”, diameters up to 9” 


ASARCON 773 (SAE 660) 
CONTINUOUS-—CAST BRONZE 


Asarcon 773 can cut your replacement bearing costs many 
ways. Buying only the lengths you need means no short-end 
scrap. Your choice of diameters up to 9” reduces diameter 
loss—only 1/32” to 3/32” to machine off. Every Asarcon bar 
is unconditionally guaranteed to be free of blow holes, pits, or 
sand inclusions. No shrinks; no hard or soft spots. Better, 
more uniform properties. Order Asarcon 773 from stock in 
260 sizes, solids, and tubes, from a national network of dis- 
tributors. Write for address of nearest stock point, and com- 
plete data, to Continuous-Cast Department, American Smelting 
and Refining Company, Barber, N. J. or Whiting, ind. 


ANWdWODS ONINIASY ONY ONILISWS NVOIBANY 


UOUS CAST DEPARTMENT 


West Coast Distributor: Kingwell Bros., Ltd., 457 Minna Street, San Francisco, Calif. In Canada: 
Federated Metals Canada, Ltd., Toronto and Montreal. Distributors in many principal cities. 





NEW WESTINGHOUSE GU@WUSHO 





MOTORS LET YOU USE ALL THE 
HORSEPOWER YOU PAY FOR...SAFELY 


The man and the motors from Westinghouse 
now provide absolute protection against 
motor failure caused by excessive heat... 


Our Engineering Manager says: 

“With the breakthrough development of the Westinghouse Positive Tem- 
perature Coefficient thermistors, for the first time we can provide inherent 
protection against motor failure caused by excessive heat. The solid-state 
thermistors buried in the windings instantly sense excessive heat from any 
cause and simultaneously warn of trouble or automatically take the motor 
off the line. Thus, motor protection is placed where only true motor pro- 
tection can be . . . in the windings.” 


Our Marketing Manager says: 
e “You can match the motor to the load . . . use all the motor you 
are paying for. 
e Provides positive protection based on winding temperature . . . not 
load current and/or power supply fluctuations. 
e Eliminates time and expense of changing winter-summer heaters. No 
nuisance tripping, it’s fail-safe .. .” 


Call your Mr. Westinghouse for the application of a Guardistor* motor 
to your drive requirements . . . write for Questions and Answers About... 
Guardistor (B-7876). Westinghouse Electric Corporation, P. O. Box 868, 
Pittsburgh 30, Pennsylvania. You can be sure... if it’s Westinghouse. 


*Trade-Mark 
J-22160-R 


i 


Unlike remotely located sensing devices, Ever alert PTC thermistors constantly 
PTC thermistors are buried in the wind- totalize temperature, statically trigger- 
ings of the Guardistor motor, instantly ing an action only if critical tempera- 
equating all temperature factors. ture is reached. 


MOTOR & GEARING DEPARTMENT 


Westinghouse 


For More Information Write No. 206 on Place Mark Card—Page 32 
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Fewer Belts... Narrower Sheaves 
Less Bearing Load... Lower Costs 


Haar nha amen ere] 


SAME JO 


* 




















a 


Thermoid-Quaker “Powerflex Wedge” V-belt drive 


(a0) “POWERFLEX WEDGE” 
V-BELTS SAVED ‘402 ON THIS JOB 


e of new “Powerflex Wedge’’ V-belts is narrower with added 
for a big jump in “‘pulling’’ power. More pull means fewer 
ller sheaves, shorter centers and less bearing load; more effi- 

r transmission. Costs on this documented ‘‘Powerflex Wedge’’. 
n amounted to a savings of $402.14 over the conventional 
V¢ 
ign isn’t the whole story! New Thermoid-Quaker rubber com- 

nd tougher, load-carrying cords play a vital role in prolonging 

. for even greater savings. 
Powerflex Wedge’ V-belts for better power transmission. 
rmoid Division Distributor is there to serve you. Thermoid 
K. Porter Company, Inc., 200 Whitehead Road, Trenton 6, N.J. 


THERMOID PORTER DIVISION 


H. K. PORTER COMPANY, INC. 


TER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment 
d cable, wiring systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe 
ngs and stampings, wire rope and strand. 


i! V-Belt Drive 
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Line of Transistorized 
D-C Power Supplies 


A standard line of precision- 
regulated transistorized d-c pow- 
er supplies with convection cool- 
ing offers improved circuitry and 
design that reduce required com- 
ponents by 25%. Complete range . 
of units is designed for laboratory, 
test and original equipment ap- 
plications. Newly developed “con- 
stant watts” circuit protects 
against overloads, short circuits 
and high line voltages. When 
overload or fault occurs, supply is 
automatically turned off, and unit 
resets itself after fault is removed. 
Circuit automatically compensates 
for overload setting. Output volt- 
ages of 30 units range from 1.5 
to 100 volts. Pluggable printed 
circuit boards are easily repaired 
or replaced without tools. General 
Electric, Schenectady 5, N. Y. 
Write No. 23 on Place Mark Card—Page 32 


Precision Milling Machine 
Has High Capacity 


“Ses 
An automatic milling machine 
which can mill up to 6000 parts 
per hour is capable of maintaining 
tolerances of plus or minus .001 
in. in milling precision electronic 
(Please turn to page 114) 
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any type, 
any size, 
any material 


with quality as 
a fret coursideration 


Throughout industry, manufacturers depend on ILLINOIS 
GEAR to meet their exacting specifications for quality 
gear racks . . . from the large powerful, heavy pitch 
racks for steel mill equipment to the precision spur or 
helical racks for machine tools. 

And there’s good reason; these manufacturers expect 
and get the dependability and superiority proven by the 
performance of these racks throughout the world. 

Whatever your requirements are for changing rotary 
power to linear power depend on ILLINOIS GEAR for 
racks that are made right with quality as the first con- 
sideration. 


R 
Look for this mark Gus . « « the symbol on finer gears 














alike A +e» one gear or 10,000 or more 
ILLINOIS GEAR & MACHINE COMPANY 


2108 NORTH NATCHEZ AVENUE + CHICAGO 35, ILLINOIS 








m double 
corrosion 
protection 


on Aluminum, Magnesium and Zinc-plated parts 


with 


¢— 
\.\ qGaurinD 
S. CHROMATE CONVERSION COATINGS 


and 


CLEAR PROTECTIVE COATINGS 


Here’s a fast, easy way to practically 
double corrosion protection on your 
products. Simply follow the Iridite 
process with an application of 
Irilac. You give parts extra protec- 
tion from corrosive conditions, 
added abrasion resistance, longer 
shelf or storage life, protection from 
finger marking and increased beauty 
for a more attractive appearance 
and faster sales. 


ON ALUMINUM—An Iridite-Irilac fin- 
ish provides long life under many 
service conditions. Iridite colors 
range from natural aluminum to 
golden yellow. Additional dyes give 
other color ranges. 

ON MAGNESIUM—Irilac over Iridite 
15 increases protection, resists 
damage from handling or abrasion. 
Color range—light to dark brown. 
































longer product life, brighter ap- 
pearance. Color range—clear Iridite 


ON ZINC—Iridite plus Irilac gives 
\ to olive drab, plus colored dyes. 





IRIDITE—chromate conversion coatings for non-ferrous metals applied by dip, brush 
r spray, at room temperatures manually or with aut tic equipment. Provides 
rosion resistance, a base for paint or decorative appearance. Forms a thin film 
or with the metal. Cannot chip, flake or peel. No special equipment, exhaust 
systems or specially trained personnel required. 
IRILAC—Clear protective coatings for all metals. Safe and easy to handle as water. 
Apply by dip or brush. No exhaust or special fire prevention equipment required. 
Adds protection and abrasion resistance to base metals, plated parts or parts 
treated with electrolytic or chemical post treatments without chemical change. 














=, 
= 
For complete technical information on IRIDITE or = 
IRILAC coatings, write for FREE TECHNICAL MANUAL. 
Or, see your Allied Engineer. He's listed under “Plat- 
ing Supplies" in the yellow pages. 


Allied Research Products, Inc. 


4004-06 EAST MONUMENT STREET « BALTIMORE 5, MARYLAND 

> BRANCH PLANT, 400 MIDLAND AVENUE © DETROIT 3, MICHIGAN 
- West Coast Licensee for Process Chemicals: |. HW. Butcher Co. 
Evropeon Agent: Sture Gronberger, Storgeton 10, Stockholm, Sweden 

Chemice! ond Electrochemical Processes, Anodes, Rectifiers, Equipment ond Supplies for Meto! Finishing 


CD*| CIND*| EHUD") €B*| CET 
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Products 
(Continued from page 112) 





components as small as .050 x % 
in. and tool bits as large as 1 in. 
sq. Chain drive continuously 
moves as the parts to be milled 
are inserted by hand or auto- 
matically hopper fed into jaw 
cavities. Individual self-contained 
jaws apply pressures from 50 Ibs. 
up to % ton per jaw, opening and 
closing automatically. Baird Ma- 
chine Co., 1700 Stratford Ave., 


Stratford, Conn. 
Write No. 24 on Place Mark Card—Page 32 


Air-Operated Lubricator 
Meters Oil Delivered 


A lubrication device for com- 
pressed air operated equipment 
delivers exactly the metered 
amount of oil to the spot where 
lubrication is needed. System op- 
erates on pressure variations 
(pulses) and is entirely independ- 
ent of air flow rates and duration 
of flow periods. Outlet end of oil 
delivery line may be placed in 
any location, so oil delivery to the 
exact spot desired is assured with- 
out the need for auxiliary pres- 
surized oil supply even when 
equipment is located in high, over- 
head places and when air flow 
through the lubricator is very low 
or infrequent. Hannifin Co., Dept. 
188, 501 S. Wolf Rd., Des Plaines, 
Til. 
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X-Ray Gage Analyzes 
Up to Six Elements 

An x-ray emission gage pro- 
vides continuous on-line analysis 
of up to five chemical elements 
with a reference and six without 


a reference from aluminum up 
(Please turn to page 119) 
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compare 


CLARK CONTROLS... 


NEW Push 
Button Line 


“PM Relay Line... 


with new “Color- Selective’ 
Conversion Kits 


Type “CY’ Starters... 
the standard for longer 
operating life 


SEE FOR YOURSELF WHY 
THEY GIVE YOU MORE THAN 
ANY CONTROLS YOU CAN NAME 


The 
CLARK CONTROLLER 
Company 














WIPING CONTACTS —a Clark Controller exclusive— 
assures minimum contact resistance at all times. As 
contacts close, unique Clark design creates a sliding 
action that wipes faces clean of dust and oil. 


DUAL COLOR-CODING — buttons and ferrules—in many 
separate colors, makes possible advantageous color-cod- 
ing of stations both by individual operating function and 
group function. 


THREE TYPES OF UNITS offer greater flexibility for 
any application: 


e Type HO Oiltight — Panel or Base Mounted 
e Type H NEMA |— Base Mounted 
e Type H NEMA |—One Hole (Panel) Mounted 


The new Clark Push Button line includes a complete range 
of buttons, selector switches, pilot lights and push-to-test 
lights or lighted push buttons — available as individual 
control units or mounted in enclosures or on flush plates. 


Whatever your basis for comparison let your own 
performance check show you how Clark Type “CY” Starters 
outperform all other starters—give you more. 


DEPENDABILITY? Compare the Clark Type “CY” Starter 
in the toughest application you can find —then see for 
yourself how it continues to operate dependably where 
other starters fail. 

LONGER OPERATING LIFE? Make your own compari- 
son life test—then see for yourself how much better a 
Clark Type “CY” Starter holds up under any operat- 
ing conditions. 

OTHER ADVANTAGES? Your own comparison tests on 
installation, maintenance, and any other requirements, 
will let you see for yourself that the Clark Type “CY” 
Starter gives you more than any other A-C magnetic starter 
in every area of importance. 

Clark Type “CY” Starters are available in many combina- 
tions, in sizes 0 thru 4, and in a variety of enclosures and 
forms to meet every industrial application. 








More for your money with 


CLARK 
PUSH BUTTONS 


DEMONSTRATION? Ask your local 
Clark distributor or district sales 
representative for a demonstra- 
tion and free literature on the new 
push button line. Or, write direct 
to The Clark Controller Company. 





More for your money with 


CLARK 
STARTERS 


MORE INFORMATION? Your local 


Clark distributor or district sales 
representative will be glad to help 
you set up your own comparison 
tests. Ask for literature on the 
complete Clark Type “CY” Starter 
line, too. Or, write direct to The 
Clark Controlier Company. 
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More for your money with 


CLARK 
see for yourself why... RELAYS 


Color-coded conversion kits help COMPLETE INFORMATION on Clark 
solve any relay circuit problem color-selective conversion kits is 


available through your local Clark 


with building-block simplicity distributor or district sales repre- 


sentative. Or, write direct to The 
New color-coding of conversion kits by function now makes Clark Controller Company. 


it possible for relay users to take even greater advantage 
of the versatility and flexibility of the complete, integrated 
line of Clark “PM” Relays. 


Basic relays are easily modified on the job with a few 
simple conversion kits to give you a virtually unlimited 
number of circuit arrangements on convertible pole, 
universal pole, latch and time-delay relays. 

The “modular construction” of all relays in the Clark “PM” 
line insures integrated uniformity, compactness and flexi- 
bility. Functional alignment in mounting results in neater, 


more uniform panels and most efficient utilization of 
valuable space. 


The 
CLARK CONTROLLER 


“Everything Under Contro/"’ C ompany 
Main Plant: C/eve/and 10 * Western Plant: Los Angeles 58 
in Canada: Canadian Controllers, Limited, Toronto 
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(Continued from page 114) 


through the periodic table. Unit 
provides a graphic analysis of ma- 
terial’s composition, whether in 
form of liquid, slurry or solid. 
Gage consists of electronic control 
cabinet that houses all power and 
measuring components and a 


measuring head that houses x-ray 
tube and other analysis compo- 
nents. Applications are virtually 
unlimited, including mining, ce- 
ment, petroleum, chemical, steel 
and pharmaceutical industries. 


X-Ray Dept., General Electric Co., 


4855 W. Electric Ave., Milwaukee 
1, Wisc. 
Write No. 26 on Place Mark Card—Page 32 


34 Ton Portable Hoist 
Is Battery Operated 


A % ton portable battery- 


operated hoist is designed for use 


on trucks, trailers or wherever 
regular electrical power is not 
available. Batteries are 6, 12 or 
24 volt. Lightweight hoist has 
parts cast of aluminum alloy and 
steel. Overall dimensions are only 
17 x 11 x 8 in. Can be run in 
either direction and is automat- 
ically self-locking. Beebe Bros. 
Mfg. Co., 2724 Sixth Ave. S., 
Seattle 4, Wash. 


Write No. 27 on Place Mark Card—Page 32 
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JO RL Ex 


has EXPANDED AGAIN 
to serve Root 


even 


BETTER 


Less than four years ago, JOLIET completed an expan- 
sion program increasing its production potential by 
40%. Now, additional production space has just been 
built. And new high speed production equipment is 
being added now to provide ample capacity to match 
industry's growing demand for JOLIET washers of all 
types — standards and specials, any size, any metal, 
any quantity. Be assured: JOLIET will continue to be 
your No. 1 Source for top quality washers — promptly 
delivered — now and tomorrow. 


210 Connell Avenue 
HOTA S a ple ers 


' - i ji “pire fe 
_ Write for new /16-pabe .% # 
Wie fr our extensive at hie 

standard and special Washiers: 


JOLIET WROUGHT WASHER co. 


¥ 





Whatever 
the 


condition... 


the 


climate... 


Noe 


Polyken Polyethylene Tape /822 insulates out- 
side radio antenna on high-altitude planes, 
Stays flexible in severest cold. 


eae eee OE 


“Big Inch” pipeline wrapped in Polyken Protec- 
tive Coating Tape withstands 120° heat of tran- 
ian desert, resists corrosion. 


i» 


INSULATING ¢ SEALING e WATERPROOFING e¢ BINDING 


PROTECTING e PACKAGING e REINFORCING #« MASKING 
 (@) i) 1 Ce ee = 1@) 1) Ce er od 1 Ce Be | oe) oe 


Theres a Polyken Tape 
to solve your problem 


es: through the thin stratospheric air in 
old. A pipeline carries precious oil across 
lesert waste under a broiling sun. Both 
jobs helped by modern Polyken tapes. 
this complete and versatile line are tapes 

lve your particular problem regardless 

extremes of temperature and humidity, 


e of a Thousand Ways Polyken Can Work for You: 


Polyken Waterproof 
Packaging Tape pro- 
tects drums of costly 
pharmaceuticals from 
water, air, dust. 


~ 


Polyken Surface Pro- 
tection Tape guards 
“soft” plexiglass cock- 
pit canopy, yet comes 
off clean and easy. 


under severe conditions of stress and corrosion. 
Tapes designed for dozens of uses in thousands of 
areas of production, packaging, and shipping. For 
the tape-answers to your needs, phone your nearest 
Polyken Industrial Tape Distributor. Or write to 
Polyken Sales Division, Dept. P-5, 309 W. Jack- 
son Blvd., Chicago 6, Illinois. 


Poluken 


INDUSTRIAL TAPES 


THE KENDALL company 


Polyken Sales Division 
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Little Rock. 
Pine Bluff 


Emeryville 


Hollywood 

Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 


National City ae 


akland 

Sacramento 
San Diego 
San Francisco 
San Francisco 
San Francisco 
San Francisco 
San Francisco 


Denver.... 
Denver..... 


Bridgeport 
Bridgeport 
Bridgeport 
Hartford 
New Britain 
New Haven 
Stamford 


Jacksonville 


Tampa 


Atlanta eee 
Atlanta... 


Chicago. . 


Chicago....... 


Chicago 
Chicago 
Chicago 
Chicago 
Chicago 
Peoria 


Ft. Wayne 
aiammond 
Indianapolis 
Indianapolis 
Indianapolis 
South Bend 24 


Davenport 
Sioux City 
Waterloo 


Wichita 


Louisville 


New Orleans 
Shreveport 


Baltimore 


POLYKEN DISTRIBUTORS 


ARRANOAS 
Arkansas Paper Co. 
Smith Paper Products Co. 


CALIPomEnS 
Zellerbach Paper Co. 
Zelierbach Paper Co. 
. American Latex Products Corp. 
.. s+, Richmond Paper Co. 
...Reese Supply inc. 
‘ Fillmore & Garbar 
L A Supply Co. 
Kent Landsberg Co. Inc. 
joland Paper Co. Inc. 
Western * Glass Products 
Wilson Paper Co. 
..Zellerbach Paper Co. 
. .Zellerbach Paper Co. 
.. Harry P. Robarts Co. 
Zelierbach Paper Co. 
Buel-Town Co. 
Gilmore “- & poset Co. 
Cc. J. Hi _ 

Hobert 

Western Fibrous Glass Products 
Zellerbach Paper Co. 


COLORADO 
Embiem Tape & Label Co. 
Katzke Bros. Paper Co. 
Union Supply Co. Inc. 


CONNECTICUT 
Equity Paper Co. 
Lott-Merlin, Inc. 
Rourke-Eno Paper Co. 
Rourke-Eno Paper Co. 
Mill Supplies, inc. 
The Chatfield Paper Co. 
Lott-Merlin, Inc. 


FLORIDA 
Sperry Packaging & Distributing 


ondas Corporation | 


industrial Supply Corp. 


GEORGIA 
Dillard Paper Co. 
Wyent & Sons Paper Co. 
National Paper Div. 
Dillard Paper Co. 


ILLINOIS 
Abana Products Inc. 
Chicago Paper Co. 


Du 
Inlander- Steindler Paper Co. 
Knox & Schneider 
Schwarz Paper Co. 
Schwarz Paper Co. 


INDIANA 
Allen Stee! & Supply Co. 
Inlander-Steindler Paper Co. 
ionham-Harris, inc. 
Ouo-Fast of Indiana 
, Ochs Paper Co. Inc. 
Valley Paper Co. Div. of 
Schwarz Paper Co. 


Peterson Paper Co. 
Carpenter Paper Co. 
Waterloo Paper Co. 


KANSAS 
Southwest Paper Co. 


KENTUCKY 
Southeastern Paper Co. 


LOUISIANA 
Stevens-Band Paper Co. 
Louisiana Paper Co., Ltd. 


mARYS ASD 
. W. Winne & Son, Inc. 


MASSACHUSETTS 


Boston 
Cambridge 
Springfield 
Springfield 
Worcester 


Battle Creek 
Detroit 
pnd sneer 
Jacks: 

Laneing 
Muskegon 


Minneapolis 
Duluth. . 


Joplin 
Kansas City 
Kansas City 
Kirkwood 
St. Louis 
St. Louis 


Billings 


Andrews Paper Co. 

H. J. Dowd Co., Inc. 

Carter Paper Co. 

Rourke-Eno Paper Co., Inc. 
The J. C. Campbell Paper Co. 
of Worcester 


MICHIGAN 
Cortright Paper Co. 
F. W. Winne & Son Inc. 
Grand Rapids Paper Co. 
Crown Paper & Bag Co. 
Cathey Company 
Steindler Paper Co 


MINNESOTA 


Martin F. Falk Paper Co. 
Martin F. Falk Paper Co. 


missouri 
: Joplin Paper Co. 


Industrial ideas 
Royal Papers, Inc 
Rubber Products Corp 


MONTANA 
Winter Hardware Co. 
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—— 


Omaha 9 Bros. Paper Co. 


NEW nay 
Raiph E. Baker Co. 
Hand Hardware 
VY Paper Corp. 
D. S. MacCorkle, inc. 
Abco Plastic & Supply Co. 
00 cendees Herbert A. Post, inc. 
Paterson “Theodore R. Levine & Sons 
Ridgefield George H. Swatek 
Trenton Pack & Seal, inc. 


NEW MEXICO 
Equipment Sales & Mig. Co. 


NEW YORK 

Astoria, L. 1. Herbert A. Post, Inc. 
Buffalo Hartfieid-Healy Supply Co. 
Buffalo Presque isie Paper Products 
nae. Union Paper & Twine Co. 
Col Shoemaker Paper Co. 
Garden City, L. l.. Hogan Industrial Supply Corp. 
Waight Supply Co. 
a Heights The Wellies Supply oo 

Jamaica Pacitic Supp! 
Long Island City Viking-Criterion Paper sm 
New York Coy Disbrow, Div. of Pohiman Co., inc. 
New York Geo. W. Millar & Co.. Inc. 
New York : Robert Spector Co. 
New York ska Westwood Paper Co., Inc. 
Rochester The Mill Andrews Paper Co. 
Allied Products 
Sperry Supply Corp. 
Smyth-Despard Co. 


NORTH CAROLINA 
Charlotte ; Dillard Paper Co. 
Greensboro. . Dillard Paper Co. 
Raleigh... ae} Dillard Paper Co. 


Albuquerque 


OHIO 
Cincinnati The Chatfield Paper Corp. 
Cleveland The Central Ohio Paper Co. 
Cleveland ‘ Gascon Paper Co. 
Cleveland Union Paper & Twine Co. 
Columbus. . The Cincinnati Cordage & Paper Co. 
Reliable Rubber Products Co. 


| 
The Ohio & Michigan Pape 
The Hearn Paper Co. 


OKLAHOMA 
Oklahoma City C. B. Anderson Co. 
Oklahoma City Service Supply, inc. 
Tulsa C. B. Anderson Electric Co. 
Tulsa industrial Equipment Co. 
Tulsa Tulsa Paper Co. 


OREGON 
Portiand.......Western Fibrous Glass Products 
Portiand..... General Rubber & Supply Co. 


PENNSYLVANIA 
Hershey Hershey Paper Co. 
Johnstown Morris Paper Co. 
Lancaster United Twine & Iaper Co. 
Philadelphia The J. L. N. Smythe Co. 
Philadelphia Frank W. Winne & Son, Inc. 
Pittsburgh The Chatfield 4 Woods Co. 
Pittsburgh Interstate Cordage & Paper Co. 
Pittsburgh Morris Paper Co. 
Scranton Stan-Tone 
Springfield The Baeod Co. 


RHODE ISLAND 
Narragansett Paper Co. 


SOUTH CAROLINA 
Dillard Paper Co. 


TENNESSEE 
Knoxville Diliard Paper Co. 
Knoxville... The Cincinnati Cordage & Paper Co. 
Memphis Mayer Myers Paper Co. 
Nashville Clements Paper Co. 


Youngstown 


Providence 


Greenville 


TEXAS 
Dallas Airsco Rubber Prod. of Dalias, Inc. 
El Paso Field Parker Co. 
Grand Prairie C. P. Waggoner Sales Co., inc. 
Houston Frank W. Winne & Son, inc. 


UTAH 
American Paper 4 Supply Co. 
Salt Lake City Equipment Supply Co. 
Salt Lake City... Great Western Supply Co. 
Salt Lake City J. B. Tile Co. 


VIRGINIA 
Bristol Dillard Paper Co. 
Norfo)k sia fees Machinery & Supply Co 
Norfolk = Jd. Henry Holland Corp. 
Richmond industrial Supply Corp. 
Roanoke Dillard Paper Co. 


WASHINGTON 

Marinco Supply inc. 

Western Fibrous Glass Products 

ellerbach Paper Co 

WISCONSIN 
Appleton Universal Paper Co. 
Madison Schwarz Paper Co. 
Milwaukee F. 0. Haker Co 
Milwaukee Redi-Products Company 
Milwaukee Reliable Paper Co., inc. 
Neenah Sawyer Paper Co. 
HAWAI 

Honolulu Chapson Bros. Ltd. 
Honolulu The Thom Co., inc. 


Poluken 


INDUSTRIAL TAPES 


Sait Lake City 
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Rubber Grinding Wheel 
Uses Abrasive Belts 


A solid rubber grinding wheel 
for use with coated abrasive belt 
is being offered on 6 in. straight 
air grinders. New type wheel fits 
directly on grinder spindle. Abra- 
sive belt in desired grit is slipped 
over the wheel and in operation 
is held positively by centrifugal 
expansion of the rubber wheel, 
without mechanical locking de- 
vices. Advantages include quick 
belt change, continuous balance 
and finer finishing because resi- 
lient wheel hugs work and does 
not bounce. Thor Power Tool Co., 
175 N. State St., Aurora, Il. 

Write No. 28 on Place Mark Card—Poge 32 


Industrial TV Camera 
Works in Low Lights 


A small, lightweight portable 
TV camera is intended for indus- 
trial use at low light levels. Cir- 
cuits are completely transistor- 
ized, the weight barrier has been 
broken, and 800 line resolution 
camera will operate remotely from 
the camera control. Camera con- 
trol which supplies either indus- 
trial or EIA sync to meet varied 
needs is of modular construction 
for easy servicing and mainte- 
nance. Dage Television Div., 
Thompson Ramo Wooldridge Inc., 
Michigan City, Ind. 

Write No. 29 on Place Mark Card—Page 32 
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Ler Spincraft BE vour 
AUXILIARY PLANT 


More room to produce more? 
\dd production space without building, 
pending, or borrowing. 


Enlarge your production potential 
economically by letting Spincraft .. . 
produce part of your product — 

r all of it — from start to finish. 


Spincraft’s metal-spinning facilities, 
craftsmen, and versatile equipment are 
lesigned to solve your ‘problems. As the 
vorld’s most experienced metal- 

pinning plant, Spincraft can bring to 

uur metalforming problems 
solutions unavailable anywhere else. 
Check Spincraft now for your stepped up 
production needs or metalforming problems. 


4132 W. State St., Milwaukee, Wis. 
nonth Spincroft sends its ‘‘Notes for An Engineer's File’ to 
ed personnel in industry. Write us if you would like to 
e these valuable reports. 
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fare you Checkpoint 


Price is important. 

Total cost is more so. And since 
this sum is complicated by many 
hidden qualities affecting usable life 
and dependability, COLUMBIAN 
offers a short list of check points 
for use in measuring one rope 
against another. 

For any given size, check break- 
ing strengths — feet per pound — 
water, rot and fungi proofing. 

(COLUMBIAN ropes are fibre- 
deep treated by world-famed CO- 
LUMBIAN lubricants against wa- 
ter, rot and fungi.) 

In considering synthetics, shrink- 
age is an important check point — 
the less the better. 

(COLUMBIAN synthetic ropes 
are guarded by an exclusive “sta- 
bilizing” process that reduces 
shrinkage to zero.) 

Using these check points to de- 
scribe the three COLUMBIAN 
ropes pictured here, you would find 
that: the 4,” COLUMBIAN TAPE- 
MARKED MANILA has a 1,000 
pound breaking strength: runs 34’ 
6” per pound; weighs 35 pounds 
per 1200 foot coil; is water, rot and 
fungi proofed. 

The %*” COLUMBIAN FILA- 
MENT NYLON has a 2700 pound 
breaking strength; runs 27’ 7” per 
= pound; weighs 43 pounds per 1200 
i 5.” COLUMBIAN foot coil; is stabilized against 
| TAPE-MARKED MANILA shrinkage. : 

Fi The %” COLUMBIAN FILA- 
/ : MENT DACRON has a 1080 pound 
breaking strength; runs about 56 
feet per pound; weighs 21 pounds 
per 1200 foot coil; is stabilized 
against shrinkage. 

%” COLUMBIAN So ... before buying any other 
FILAMENT NYLON "brand of rope, compare it to CO- 

“a LUMBIAN. Use these check points. 

<>. COLUMBIAN is confident that you 

will find the hidden qualities that 
have made COLUMBIAN famous 
and trusted. Qualities that mean a 
longer usable life and a greater 
dependability. Qualities that mean 
less “total cost” to you. 























COLPACK . COLUMBIAN NYLON 
REEL RACK 


Ideally Packaged for Stockroom Use 


ae 
g i} 
g rope } 


COLUMBIAN ROPE 
(| Twines Z 
“ Auburn, “The Cordage City,” N. Y. 
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Smooth-Edged Stampings 
In Single Operation 


A high-speed stamping proc- 
ess produces precision-stamped 
blanks with straight, smooth edges 
in a single operation. Shaving is 
completely eliminated, and sur- 
face finish is comparable to that 
achieved by grinding. Accuracy of 
0.0005 in. and closer is possible. 
Process is ideal for gears, racks, 
pieces with precision holes or con- 
tours, etc. It is carried out on 
either coil or strip stock with spe- 
cial dies in a triple action hy- 0 
draulic pres capable of up 0 | BEARINGS & SEAL RINGS FoR IZ00F 
120 strokes per minute. Hydro- 
Cam Engineering Co., 1900 E. 
Maple Rd., Troy, Mich. 

Write No. 30 on Place Mark Card—Page 32 


When the heat is really “on” and ordinary graphite and even 
exotic metals fail, the new Stackpole 741 Graphite may well be 
your answer! Even surpassing Stackpole’s famous 469 grade in 
Industrial Easy-Push oxidation resistance, Grade 741 paves the way for significant 
Wash-Up Faucet improvements in seals and bearings for jet engines and other 
high temperature applications. 

a Thanks to a new break-through in chemical processing, Stack- 
pole Grade 741 operates reliably in the 1000° to 1200°F range 
and below. The material has a low coefficient of friction .. . 
exhibits very little wear even at maximum temperatures. And it 
retains graphite’s inherently excellent self-lubricating properties. 

741 High-Temperature Graphite is just one of numerous 
highly specialized carbon and graphite materials developed by 
Stackpole for difficult mechanical applications. To learn 
more about their economy and performance advantages, why 
not submit details of your applications to Stackpole for 
recommendation? STACKPOLE CARBON CO., St. Marys, Pa. 


An industrial wash-up faucet is 


intended for battery-type instal- 

lation in employee washrooms. STACKPO!.| 
Self-closing metering faucet can 

be set to deliver from a squirt to GRAPHITE 

a gallon of water before. shutting 


off automatically. Faucet is op- CERAMAG® FERROMAGNETIC CORES © SLIDE & SNAP SWITCHES © VARIABLE COMPOSITION 


: RESISTORS © FIXED COMPOSITION CAPACITORS ¢ BRUSHES FOR ALL ROTATING ELECTRICAL 
erated by one press of the finger; EQUIPMENT © ELECTRICAL CONTACTS ¢ GRAPHITE BEARINGS & SEAL RINGS . COLDITE 70-+- 
(Please turn to page 126) FIXED COMPOSITION RESISTORS « AND HUNDREDS OF RELATED PRODUCTS 
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SEALING IN A MODERN, 
RELIABLE WAY 


Garlock GUARDIAN* Gaskets provide a 
safe, positive seal against high temper- 
atures and pressures of steam, oils, 
gases, liquids. Gasket density, intro- 
duced during manufacture, assures de- 
pendable sealing under varying service 
conditions. Used at temperatures to 
1050° F, pressures to 2500 psi. . . avail- 
able in round, oval, square, flat side, 
diamond, pear and other shapes in 
practically any size. Large regional 


EN Gi NEERED warehouse stocks are maintained at 


Camden, Cleveland, Houston, San 


PRODUCTS Francisco. Catalog AD-104. 


for Plant Service Garlock LATTICE-BRAID* Packings are 
engineered for longer packing life. They 
employ a through-and-through braid- 
ing construction. Each strand passes 
diagonally through the packing at a 
45° angle. This makes a completely 
unified structure resulting in greater 
strength. Garlock LATTICE-BRAID 
will wear far beyond the limits of or- 
dinary packings. Applicable against 
water, steam, oil, gases and chemicals 
to 700° F. Catalog AD-131. 


Garlock High Temperature Gasketing is 
the natural choice for pipe, boiler, en- 
gine, compressor, and pump service 
where extreme (700° F) heat is in- 
volved. Construction assures excellent 
compressibility and resistance to heavy 
bolt loads without excessive plastic 
flow. Several types available for hot 
oils, steam, hot gases. Catalog AD-162. 


Garlock molded, extruded, die-cut, and 
metal bonded rubber parts are spe- 
cially built to resist high and low tem- 

eratures, sunlight, ozone, aging. Ex- 

ibit low compression set, low swell, 
excellent dielectric properties. Avail- 
able as pipe gaskets, ‘‘O”’ ring ag 
rh tubing, bushings. Catalog AD- 


GA RLO C HK 


For more information, contact the near- 
est of Garlock’s 26 sales offices and 
warehouses throughout the U.S. and 
Canada. Or, write for catalogs. Gar- 
lock Inc., Palmyra, New York. 


Canadian Div.: Garlock of Canada Ltd. 


Plastics Div.: United States Gasket 
Company 


Order from the Garlock 2,000... two 
thousand different styles of Packings, 
Gaskets, Seals, Molded and Extruded 
Rubber, Plastic Products 


“Registered Trademark 
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Molded, extruded rubber parts will withstand temperatures from 
—70°F to +300°F . unaffected by sunlight, ozone, aging. 


High temperature Gasketing is made of a 
specially bonded, long-fibre Canadian 
asbestos . . . excellent compressibility 
under heavy bolt load. 


GUARDIAN Gasket V-shaped metal plies 

Ae laeigataeiert pti bad benivciaat a LATTICE-BRAID Packing lasts far beyond the limits of 

: . * : ‘ oe. other packings . . . once installed, rarely requires 

name | ata A et ies 9 she further gland adjustment. Gives maximum service 

a ae a condition ¥ life over a wide range of temperatures, pressures. 
HY d Only Garlock can give you LATTICE-BRAID. 





Built for rugged service... 


2 NEW 


lightweight floor trucks 





Here are 2 new trucks that feature corrosion-free properties 
plus strength without weight . . . up to 40% lighter than 
steel. This permits use in almost any industry plus larger 
loads and more trips with less energy, less manpower. 


Nutting Structo-Lite Trucks are made of heat treated 
aluminum alloy, the same type used for heavy duty struc- 
tures . . . non-sparking for safety where explosive mate- 
rial is used, non-toxic and resistant to attack by food and 
unaffected by most chemicals, and many acids and alka- 
lies. Exclusive Nutting unitized frame construction holds 
proper alignment throughout unusual loads and abuse. 
New 3 bearing ‘‘friction-free” casters for easiest possible 
maneuvering. 





Nutting Fiberglass Box 
Trucks weigh as little as 70 
Ibs. (steel trucks of the same 
size, 120 Ibs.!) Chrome im- 
pregnated fiberglass is imper- 
vious to steam, oil and mild 
acids and alkalies — won't 
crack or corrode — withstands 
temperatures from —40°F to 
212°F, even up to 250°F for 
short exposures. Smooth in- 
side with rounded corners for 
easy cleaning. 


These light, but extra rugged trucks are designed to 
increase your handling efficiency and to save you 
money — based on lighter weight, longer life, 
reduced maintenance and less downtime. For 
full information send the coupon today. 


TRUCK AND CASTER CO. «sum, 


252 Division Street * Faribault, Minnesota 


____ Send Structo-Lite aluminum truck literature 
_____ Send fiberglass truck literature 


NAME 





COMPANY NAME_ 


ADDRESS Es 





2 
are —- —_ u 


Poe ee ee ee ee ee 8 
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user does not need to hold handle 
down. Self-cleaning feature elim- 
inates clogging of spray-ports. Op- 
erating parts are non-hammering, 
non-dripping and _ renewable. 
Faucet is 4% in. iron pipe size; 
distance from back of flange to 
center of spray head is 4% in.; 
finish is chromium-plated brass. 
Speakman Co., Wilmington 99, 
Del. 


Write No. 31 on Place Mark Card—Page 32 
Special Industrial 
Cigarette-Butt Catcher 


pert 

A sturdy 5-gal. 26 gage steel 
butt receptacle is specially de- 
signed for industrial housekeep- 
ing and safety. Eye-catching red, 
white and black design is silk- 
screened on steel pail. Shallow 
wire cone on top admits cigarette 
ends but screens out paper and 
other inflammables. Maintenance 
is easy with simple strainer de- 
vice. Container Div., Jones & 
Laughlin Steel Corp., 3 Gateway 
Center, Pittsburgh 30, Pa. 
Write No. 32 on Place Mark Card—Page 32 
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WHITMAN « BARNES 


MAKERS OF FINE TOOLS SINCE t848 


DRILLS ano REAMERS 








which drill 


Based on results, drills “A”? and “B” 
(center and right, above) should cost 
43% and 39% less than W & B drills 
(left, above)—instead, they can be 
purchased at only about 20% less. 


Watch those initial costs—they may be 
costly! 


PARTNERS IN PRODUCTION PROGRESS 





really costs less? 


COMPARATIVE DRILLING PERFORMANCE 


General Purpose 
Jobbers Drills 


Thickness of Material: Heot treated 
plate chrome nickel steel 


*In each drill size, five drills of each brand were tested 
and each drill was resharpened three times as required. 


Many drill performance tests similar to this one have been 
made. However, W & B will gladly conduct drill tests at your 
plant and under your conditions. Contact us direct or through 
your W & B distributor. He can offer this service plus fast 
delivery from complete stocks. 


WHITMAN & BARNES 


40000 PLYMOUTH ROAD © PLYMOUTH, MICHIGAN 
DRILLS « REAMERS « END MILLS * COUNTERBORES + COUNTERSINKS *¢ CARBIDE TOOLS + SPECIAL TOOLS 





W&B, END MILLS 








» 


= 
=| 


i flute shapes afford 


performance at higher 


machine polished— 
ited. Chips are easily 


ng a free cutting action. 


vce and precise polish- 
vide greater accuracy 


7e 


etter 


4 Sharp 
have been eliminated to provide greater 


corners and stress points 


strength, less breakage. 


5 New 
cutting 
chipping. 


style clearance strengthens 


edges, prevents flaking or 


6 New flute shapes and chip clearing 
ability reduce wear on cutting edges. 


Every Feature Says Compare! 


VY & B end mills on your milling operations 
omparison will demonstrate their superior 
Your local W & B distributor carries 


nce 


‘te stock of standard, off-the-shelf types 


RS IN PRODUCTION PROGRESS 


S  REAMERS END MILLS ¢ COUNTERBORES 


and sizes. He offers you the best in service and deliv- 
ery on end mills for any standard application—so, 
to make your own performance comparison, call 
vour industrial distributor today! 


MAKERS OF FINE TOOLS SINCE 1848 


DRILLS anno REAMERS 


40000 PLYMOUTH ROAD e 
NEW YORK CHICAGO 


PLYMOUTH, MICHIGAN 
LOS ANGELES 


COUNTERSINKS ¢ CARBIDE TOOLS « SPECIAL TOOLS 





HRcos 


QUALITY WELD METAL 


ARCOS CORPORATION 
1500 S. SOth St., Philadelphia 43, Pa 








TECHNICAL LITERATURE WELD METAL ANALYSIS 


To the P.A. who never 
wants to be “let down” 


... Arcos offers personal in-plant technical 
assistance— whatever your company welds— 
stainless, low alloy, aluminum or mild steel. In 
addition, Arcos offers a complete selection of 
rods and electrodes to help your company get 
maximum results at lowest cost on every welding 
operation. And Arcos quality controls assure 
dependable, consistent results on job after job. 


For full information on the Arcos line send for 
new Welding Guide and Catalog. 











RESEARCH & DEVELOPMENT PERSONAL ASSISTANCE 
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Here’s the fluorescent 
with greater see-ability 
Por LUSTRA JADE-LITES 


Desizned expressly by LUSTRA 
+o match the human eye to the 
tasks it is asked to perform! 
LUSTRA JADE-LITE with its 
blue-green spectral range pro- 
vides the critical see-ability 
that is needed in the inspec- 
tion areas of industrial plants, 
garages, drafting rooms and 
wherever the work performed 
requires an intense, yet suitable 
tonal quality. Only with LUSTRA 
can you get double-duty insured 
ghting to reduce your light- 
ng costs. 


Send for details on this dated 
and guaranteed lamp today. 


Look how Lustra leads 
in products and services 
that save money! 


We're sending the 
LUSTRA man to meet 
you to show Ow 
you can LUSTRA-lite 
for preater lig Mu 
economy. Superior 
product design 
Superior constructior 
...f@duced main 
tenance ci 

the LUSTRA man 


LUSTRA—AMERICA’S DATED LAmps 


LUSTRA COnrPORAIION UF AMcRICA 

5, 32-33 47th Ave., Long Island City 1, N.Y. 
For More Information Write No. 220 
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Shelf Solves Problem 
Of Parts Storage 


Pre 


A 16 gauge steel pivoting shelf 
is attached in seconds to the col- 
umn of a drill press or to the 
base of other machines such as 
lathes, millers, grinders, saws, etc. 
Installed within easy reach of op- 
erator, tray will hold up to 50 
Ibs. of parts, tools, oil cans and 
other articles which must be kept 
close at hand. Finished in grey 
enamel, 10 x 10 in. tray easily 
pivots out of the way when not 
needed. 90 degree lip on three 
sides and 45 degree lip on front 
protect against tool travel caused 
by machine vibration. E. V. Niel- 
sen, Inc., 575 Hope St., Stamford, 
Conn. 

Write No. 33 on Place Mark Card—Page 32 


Nylon Wear Parts 
Hold Oil Indefinitely 


Porous nylon parts which ab- 
sorb 15-50% of oil by weight hold 
oil under extremes of pressure, 
temperature and acceleration. Ap- 
plications include bearings and 
wear parts where low frictional 
lubricated surfaces must be main- 

(Please turn to page 132) 








1. With any volume-produced, small- 
diameter tubular metal part 

We're specialists in small metal tubular 
parts and tubing. Sizes from .01 in. to 
¥% in., held to closest tolerances, and made 
of any commercial alloy for any appli- 
cation in any field. We can usually supply 
parts for less than it costs you to make 
them—probably for less than it would 
cost you to buy from other sources. We 
do the complete job; save you the expense 
and headaches of engineering, tooling, 
inspection, overhead, follow through on 
deliveries and scheduling. Full details in 
our Facilities Bulletin 2056. Write for it 
today. 


2. With money-saving ideas for using 
tubing 

Are you mass-producing a small metal 
part the expensive way? Deep drawing, 
for example? Or drilling, forming, 
turning on a screw machine? We have 
shown hundreds of customers where and 
how to cut costs, save time and solve 
problems with small tubular parts in- 
stead, at savings up to 75% or more. Note 
the typical H & H ideas below. Then send 
a blueprint or sketch of the part you are 
now producing, or designing. No obli- 
gation. Write today! 


Stainless steel 
memory core 
bobbin for elec 
tronic computer 
Wall thickness 
held to 0.005 in.! 


Oo 


H & H volume 
Produced moving 
coil form for 
d'Arsonval gal 
vanometers 


Vacuum tube 
part, designed 
by H & H from 
tubing with tol 
erances on both 


diameters of 
+ 0.0005 in.! 


This H &H 
beaded tubing 
part replaced 
solid Kovar stock 
made on screw 
machine. Sav- 
ings: 50% 


Longer H & H 
tubing eyelets 
offer substantial 
savings over 
eyelets drawn 
from strip metal 


AD 


Specialists in the design, tooling and 
fabrication of smaii tubular metal parts. 








H&H MACHINE COMPANY, INC. 
Noble & JacksonSts,, Norristown, Pa. 
Phone: BR 2-6453 e¢ BR 9-2327 
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>S®... SINGLE ASSEMBLY 
T AND LOCK WASHER 


lf fast, efficient, economical product assembly 

is vital to your profit picture... KEPS are your answer! 
Nut and washer are applied in one simple operation. 
Torsion-tightening points on washer provide vise-like grip. 
When your fastener requirements call for standard or 
special-purpose bolts, screws or nuts... call for 
National Lock. Our extensive facilities assure uniform 
quality ... on-time delivery. Write us. 

KEPS, registered trademark of Illinois Tool Works 


NATIONAL LOCK 


FASTENER DIVISION + NATIONAL LOCK COMPANY . ROCKFORD, ILLINOIS 


HINGES + CATCHES + PLASTICS + LOCKS + APPLIANCE HARDWARE « FASTENERS «+ ALL FROM ONE SOURCE 
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CONTINENTAL 
WIRE 
PUTS THE 


RR 


Fay inits 
“PORM 


IN PERFORMANCE 


nability that permits difficult twists and bends ... sustained fast pro- 
tion in coil after coil... smooth tight coatings that do not powder, 
e or peel to jam machines. Such wire calls for consistent, uniform 
ty. You can get it at Continental, in sizes and finishes to meet most 
fications—from %s" on down to 40 gauge, in various tempers and 
alyses, in low and medium low carbon steels. Special shapes, too. 
y not let our mill technicians work with you on any problems you may 

e pertaining to wire fabrication. We may have the answer to a partic- 
need. Write today for your FREE copy of our new wire manual. 


Wire Specialists for over half a century 


CONTINENTAL STEEL 


ORPORATION KOKOMO, INDIANA 
PRODUCERS OF Manut 
Fiame Sealed ( 


Wire Reinfor 
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tained over indefinite periods 
without subsequent lubrication. 
Nylon parts can be used at pv’s 
(pressure X velocity) of 40,000 
to 70,000 Approximately 20% of 
the oil is retained even after 
centrifuging at 15,000 g’s. Polymer 
Corp., 2120 Fairmont Ave., Read- 
ing, Pa. 
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Electronic Inspector 
Detects and Separates 


A low-cost light-sensing elec- 
tronic inspector system detects 
and separates imperfect items 
from production conveyor lines. 
Usable with conveyor belts up to 
10 ft. wide and at speeds up to 
600 ft./min., unit is adaptable to 
variety of uses in plastics, metals, 
glass, food processing and textile 
fields. System will detect imper- 
fections that create as small as 
3% variation in reflected or trans- 
mitted light. Actuating device re- 
moves imperfect item, marks the 
flaw or executes any other func- 
tion for which it is designed. 
Atronic Products Inc., One Bala 
Ave., Bala-Cynwvd. Pa. 

Write No. 35 on Place Mark Card—Page 32 


Heat Shrinks Tubing 
To Form Tight Bond 


A polyolefin tubing and sleev- 
ing material heat shrinks in diam- 
eter to form a tight bond even 
over irregular shapes. Flame re- 
tardant and thermally stable, flex- 
ible tubing can be slipped easily 
in its expanded form over term- 
inals, connectors, wire and cable, 
conduit and hose. Upon applica- 
tion of heat (275 degrees F.) from 

(Please turn to page 136) 
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How a nut 


can make 


(or break) 
your reputation 


...and even bring in re-orders 


A nut comes loose. A wheel comes off. And down 
comes Billy! No great loss, except perhaps to his 
dignity. But when a lost nut knocks out a rock drill, 
or a tractor, or a piece of the heavy equipment thut 
you make—then what? 

Down goes the machine! Down goes production— 
for no telling how long! And down goes your reputa- 
tion as a maker of quality equipment! You can blame 
it on the nut, but your customer blames you! 

This kind of embarrassing and costly “Reliability” 
failure simply cannot occur when you specify Elastic 
Stop® nuts for critical bolted connections. For no 
matter how rugged or repeated the shock or impact, 
no matter how bone-shaking or constant the vibra- 


tion .. . Elastic Stop nuts simply will not work loose! 

Elastic Stop nuts with their exclusive, vibration- 
damping nylon locking inserts are nothing new. 
They have been widely used for over 20 years by 
an increasingly large number of quality-conscious 
manufacturers who have learned that Elastic Stop 
nuts give built-in insurance against product failure 
—the kind of reliability that shows up in customer 
maintenance records and adds up to reorders. Let 
us send you information showing how manufacturers 
have protected the reputation of their products with 
Elastic Stop nuts. Ask for Bulletin 5901. Dept. S47- 
915. Elastic Stop Nut Corporation of America, 2330 
Vauxhall Road, Union, New Jersey. 


for the ring QD vctiatitity 
ELASTIC STOP NUT CORPORATION OF AMERICA 
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moy Lindeman,.Purchasing Agent, and Al Krannich, Assistant Chief Engineer, of the- Burt 
Manutacturing Company, Akron, Ohio, discuss Westinghouse products as applied to Burt 
fan-Ventilator equipment with R. R. Burke, Salesman for Moock Electric Supply Co., Akron. 


YOUR WESTINGHOUSE D/STRIBUTOR SALESMAN — 


His training and experience 
can save you money 


and man-hours 


A firsthand tour of your plant by a Westing- 
house distributor can often bring on-the- 
spot, money-saving suggestions. 

Frequently, your Westinghouse distribu- 
tor can suggest new, improved products or 
offer advice on product applications. He may 
even suggest the use of a standard Westing- 
house product to fit your “custom” installa- 
tion, helping you ring up solid savings in 
money and man-hours. 


electrical systems. He’s in an excellent posi- 
tion to observe new Westinghouse products 
and techniques at work . .. and give you 
the benefit of his experience. 

He will help you get the fastest delivery 
possible on electrical equipment you urgently 
need ... or he will schedule delivery to suit 
your modernization or replacement plans. 

Your Westinghouse distributor is ready 
with the most valuable product he can offer 


Your Westinghouse distributor sees many you 


... SERVICE. 


J-94140 


you CAN BE SURE...1F os Westi nghouse 


Here are three of the 17,000 items handled by your Westinghouse distributor: 


Compact, lightweight, efficient 
Westinghouse bus duct installs 
fast and at low cost. Extreme 
flexibility speeds future expan- 
sion or plant layout changes. 
Available fzom your distributor 
to meet secondary power distri 
bution needs. 


“Watch for the Westinghouse Industrial Apparatus Caravan” 


Westinghouse capacitors improve 
power factor. Indoor dustproof 
capacitors seal out dust and lint, 
and guard against contact with 
live parts. Comply with NEC re- 
quirements. Your distributor can 
supply Westinghouse capacitors 
to fill any industrial application. 


Economical Westinghouse CSO 
industrial luminaire uses super- 
high output fluorescent lamps. 
Unique “chimney” construction 
dissipates heat, creates updraft 
to keep unit clean, provides 20% 
uplight for visual comfort. 
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LOWELL WRENCHES RATE HIGH IN VALUE ANALYSIS 
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peed and dependability. Time studic 
ratchet wrenches cut costs by their fast action. 
performance are Lowell wrenches. Their high t 

ted st ] : 


cel pawls, and ail-stee! caps insure greater strengt! 


Series 50—Socket type wrench 
The socket allows the bolt to 
pass through, and is reversible by 
flipping the “trigger” near the 
@ tee > 

socket. Handles from 8” to 60”; 
square or hex sockets up to 9!”. 


Series 40—Gear type wrench 

The flat gear, hole-thru type, is 
made for heavy duty. It is re- 
versed by a “trigger” near the gear. 
Handles from 24” to 48”; square 
or hex gears from yy” to 4°% % 


Series 20—Gear type wrench 
Especially popular with machin 
tool builders, it has the reversing 
knobat theend of the handle. Mod- 
ern appearance, and heavy duty. 
Handles from 7” to 36”; square 


or hex gears from 4” to 2 a . 








Call Your Local Distributor 
For Fast Service 


OWELL WRENCH CO. 


74 Temple Street 
WORCESTER 4, MASS. 
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NUTS 
BOLTS 
SCREWS 
WASHERS 


Easy on the eye 


attractive 
package 
facilitates 
both stocking 
and handling. 








1 GROSS 
ROUND HEAD STEEL 


MACHINE SCREWS 
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ATLAS SCREW & SPECIALTY CO. 


450 BROOME STREET - NEW YORK 13, N.Y 
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airguns, ovens, radiant heat or hot 
liquids, tubing shrinks in few sec- 
onds to pre-determined diameter 
to form a strong mechanical bond. 
Heating does not affect flexibility 


and longitudinal shrinkage is less 
than 10%. Material has high di- 
electric and mechanical strength 
and is resistant to most chemicals. 
Anaconda Wire & Cable Co., 25 
Broadway, New York 4, N. Y. 
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Thermoplastic Boxes 
For Component Handling 


Mth hig 


For use in high reliability com- 
ponent handling systems, boxes of 
heavy-duty, lightweight thermo- 
plastics comprise a thoroughly 
standardized method, utilizing one 
container with a variety of di- 
viders, inserts and covers to adapt 
to specific handling problems. 
Boxes are available in a graduated 
set of sixteen series. Hollywood 
Plastics, Inc., 4560 Worth St., Les 
Angeles 63, Calif. 

Write No. 37 on Place Mark Card—Page 32 
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The box ciosure and assembly economies made possible by Acme Steel 
Wire Stitching are setting records throughout industry. And no wonder. . 
It takes less time, work and materiai per piece than taping or stapling. In 
the Acme Steel method, high-speed machines form and zip-out practically 
indestructible stitches from continuous coils of wire. Your local Acme Idea 
Man will explain how Wire Stitching can secure savings—not only in pack- 
aging, but in product assembly and literature binding. 


at IDEA LEADER 1 





Shipments secured with strong Acme Steel Strapping have the best 
chance of arriving damage-free. Have your nearby Acme idea Man 
show you actual case studies of how businesses like yours use these 
versatile steel straps most profitably, He will also demonstrate how Acme 
Steel's broad assortment of powered and manual strappin, tools can help 
you whittle-down the cost of closing, unitizing, bundling, baling, bracing, 
reinforcing and tying packages and products of any size, any shape. 


aged shits 








IDEA LEADER IN 


STRAPPING | 


ACME STEEL COMPANY 13515 Perry Avenue + Chicago 27, lilinois — 








load bearing points per beam set a new high in s 
1. Ask your local distributor how AIM Brand Rack b 
; um space utilization . - complete safety for De 


war im Brand Slotted Angle. 
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I see a Bostitch Economy Man in your future. 


Use Bostitch Staples in your product and you'll have 


"Wien: 





oe 


more silver to cross my palm with. 
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Don’t get bogged down in sticky fastening prob- 
lems with the manufacture of your product. Just 
call up a Bostitch Economy Man for an answer 
that eliminates such things as heat, cold and hu- 
midity problems, drying time. Or, in the case of 
metal stitching, doing away with punching, pilot 
drilling, precleaning and warping. At the same 
time it often benefits you with greater speed, 
economy and security. 


Fasten it better and faster with 


Whatever your products, chances are Bostitch can 
help solve their fastening problems. Bostitch 
Economy Men have improved fastening for hose 
connections, jewelry, electronic harness assem- 
blies, toy railroad track and ball point pens. For 
the largest source of fastening facts in the stapling 
industry, pick up your phone and call “Bostitch.” 
It’s in your phone book. Or write us direct, if 
you wish. 


STAPLERS AND STAFF E < 


729 BRIGGS DRIVE, EAST GREENWICH, R. I. 
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Important facts to know about laminated plastics 





eB ss: 


Taylor composite laminates (left to right): copper-clad section; sandwiched cop- 


ponent; 


Taylorite vulcanized fibre-clad part; 


laminated tube, copper inserts. 


Composite Laminates Open Up New Design Opportunities 


While the great variety of commer- 
available laminated plastics 
nost electrical and mechan- 

quirements, there are applica- 
hat can benefit from the com- 
of properties provided by 
ite laminates. Recent ad- 
in bonding techniques have 
possible to bond virtually 
mpatible material with a lam- 
lhese can be supplied as clad 
sandwiched materials. And 
1 be molded into many shapes 
sign requirements. Taylor is 
supplying to order the fol- 
composite laminates: 


e Copper and laminated plastics. 
| for printed circuits and formed 
Sandwiched for special ap- 
° Taylorite® vulcanized fibre-clad 
laminates. These combine the 
strength of laminated plastics 
the superior hot-arc-resistance 
inized fibre. They are being 
1 both high and low-voltage 
igear applications. Also in ap- 
tions where the high impact 
sth of vulcanized fibre may be 
itageous. 
e Rubber-clad laminates. Almost 
type of natural or synthetic 
r may be used as the cladding 
rial. These laminates are widely 
»9r condenser tops in wet con- 
rs to protect the laminate 
nst highly alkaline electrolytes. 
als@ have application in any 
where sealing or chemical re- 
nce is needed. 
2 Asbestos- clad laminates. For 
ations where high heat- and 
esistance are required. 
e Laminate-clad lead. Lead sheets 
ndwiched between Grade XX pa- 


per-base laminates have been used 
for X-ray shields. The laminate 
provides strength and contributes 
to the high shielding properties of 
the lead. 

Aluminum-clad laminates. These 
have been used extensively for en- 
graving stock. They also offer pos- 
sibilities as printed-circuit material 
and as plate holders for X-ray 
machines. 

Beryllium copper-clad laminates. 
Beryllium copper is nonmagnetic 
and a good conductor—properties 
that give these laminates possibil- 
ities in many applications. 
Stainless steel-clad laminates. 
Applications where nonmagnetic 
properties are required. Also in cer- 
tain corrosive environments where 
the resistance of stainless steel to 
attack is an asset. 
Magnesium-clad laminates. 
These laminates have been pro- 
duced in 108-in.-long sheets for use 
as screens for X-ray operators. 
Weight was a factor. 


Our design and production engineers 
are constantly developing new ma- 
terials, new applications, and new 
procedures for fabricating laminated 
plastics. Our experience is yours for 
the asking. And if you have a prob- 
lem requiring assistance or more in- 
formation on composite laminates, 
write us. Also ask for your copy of 
Taylor's new guide to simplified 
selection of laminated plastics. 
Taylor Fibre Co., Norristown 36, Pa. 


LAMINATED PLASTICS VULCANIZED FIBRE 
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Low-Cost Height Gage 


Is Fast, Accurate 


A low-cost, _ precision-built 
height gage is accurate to within 
.0005 per 12 in. Said to be at 
least four times faster than ver- 
nier-type instruments, gage is 
clearly calibrated for split-second 
direct readings without eye strain. 
Stem is hardened, stabilized, 
wear-resisting alloy, and threads 
are carefully ground for accuracy. 
Hard chrome base supports the 
stem. Standard sizes are 14 and 
20 in.; others available on order. 
Speedline Sales Co., 12860 Fisk 
Ave., Warren, Mich. 
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Light Cap Screws Give 
High Torque Strength 
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The head of a weight-saving 
cap screw which features a recess 
for high torque strength contains 
less metal and is up to 35% short- 
er. Head with recess offers as 
much as 50% greater resistance 
to tear-out and fracture, yet low 
contours permit screws to be used 

(Please turn to page 146) 
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stands-in for you 
a throughout our operations 


People of unquestioned authority in our plant are 
the quiet men in control of quality. You meet 
them everywhere, in lab jackets or work shirts, 
along the flow of a thousand different production 
items from raw materials to shipping pallets. 

It's the job of Keystone Quality Control to make 
sure that material specs are met, that 
dimensional accuracy is on the nose—these 
things, and many more. 


If your part is heat treated for desired final 
physicals (we carburize, carbonitride and anneal 

by the most modern methods available), our quality 
people see that the properties are there. They 
also check to assure precise density control and 
completely alloyed structures, so that tensile and 

; crushing strengths and other values will 
measure up at all stages of the process. 





Equipment, as well as people, are key factors in 

' close control of quality. We pride ourselves 

in having the most complete inspection department 

so that all our checking can be directly compared with 
yours. From the simplest mechanical gauges, through 
visual comparators (up to 30-inch), to the ultra-accurate 
electronic measuring apparatus for super-close checking, 
we are with you all the way. 


What can this mean to you? Just this. For many of 
America’s leading manufacturers Keystone is a 

“Certified” vendor whose shipments receive only periodic 
spot checks. That’s confidence, and time and money 

savings, too. We'd like to tell you the rest . . . and show 
you. If you’re a user of metal powder parts or expect to be 
soon—come and see for yourself. Why not set a date? 


CYMORL crncon comrany 


POWDERED METAL PARTS DIVISION 
ST. MARYS, PA. 
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Weldco Pickling Hooks 


WELDCO speesdtists 


HAVE THE ANSWER! | 


IN HUNDREDS of plants, you'll find 
Weldco equipment ail along the pickling line. For 
Weldco products are made f Corrosion-resisting, 
hot rolled meta 7 wh withstand Gttack from hot 
acids and other pickling Solutions. They are strong 


yet lightweight, wear-resistant, Gurable, and long- 
lasting. You get all these advantages when you 
specify Weldco hooks, mechanical picklers, crates, 
baskets, racks, chain, steam jets, and accessories. 

Weldco offers @ Complete, well-designed line of 
pickling equipment... plus the services of our 
experienced staff Let Weldeo engineers take care of 
all your pickling needs, For any problem, large or 
small, they havé the practical, cost-cutting answer. 











Weldco 
Mechanical 
Coil 
Pickler 
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LOCKING 

THREADS 

in. center 
of nut 


DOUBLE 
CHAMFER 
for hand or 
Wile) Lermmiacrel 


THE MARK 
OF QUALITY 
... on all MF 
Lock Nuts 


The Maclean-Fogg Two-Way Lock Nut has the 
features designers and production men want. 
Check them off: (1) It is double chamfered—goes 
n from either side—is ideal for either hand or 
hopper feeds. (2) The lock is in the center of the 
1ut—permits fastest starts—allows bolt end to 
be below or flush with top of nut. (3) Two-Ways 


are economical; reusable; better looking on your Circle number on reply 


card for catalog and 
technical data. 


finished product. 
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(Continued from page 142) 


in hard-to-get-to places. Perfect 
engagement with the driver at 
all times results in even distribu- 
tion of driving torque. Aer-O-Line 
Mfg. & Supply Co., 3110 Winona 
Ave., Burbank, Calif. 
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Ultrasonic Instrument 
ickness 


A completely transistorized bat- 
tery-operated ultrasonic instru- 
ment measures wall thicknesses 
between .025 in. and 2.50 in. Port- 
able unit gives instantaneous and 
accurate reading simply by plac- 
ing transducer on the surface to 
be measured and turning a dial. 
Three knobs provide complete 
control of entire test procedure. 
High impact-proof plastic case 
measures 84% x 9% x 11% in. 
Separate carrying case for bat- 
teries is equipped with shoulder 
straps for use outdoors. Magna- 
flux Corp., Sub. of General Mills, 
7300 W. Lawrence Ave., Chicago 
31, Ill. 
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“Go ahead. I’m listening.” 
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Synthane makes and fabricates 
laminated plastics 


Great shee 


Why “do-it-yourself” fabrication seldom pays 


This is a “long length” saw, especially fast, accurate, economical fabrication inated plastics from us and have us 
built to cut sheets of Synthane lam- of laminates. fabricate them for you. Call any of 
inated plastics of over 25 feet in length. 


Without the advantage of special our representatives—located in all 
It is extremely improbable that machines and tools, and faced with principal cities—for a quotation or 

you would ever have sufficient work the possibility of errors, waste, delays, write to Synthane Corporation, 7 

to make the purchase of such a mistakes in tolerances or dimensions River Road, Oaks, Pa. 

machine profitable. Yet the long at your expense—you may come to 

length saw is only one of hundreds the same conclusion as have nearly 

of unusual machines necessary for all of our customers—buy your lam- 


CORPORATION OAKS, PENNA. 


Sheets « Rods « Tubes « Fabricated Parts 
Molided-iaminated « Moided-macerated 


You furnish the print—we'll furnish the part 
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For Service Contact... 
{ECTICUT 
necticut Mall. Castings Co., New Haven 6 
Eastern Malleable tron Co., Naugatuck 
New Haven Malleable Iron Co., New Haven 4 
ARE 


Eastern Malleable tron Co., Wilmington 99 


Central Fdry. Div., Gen. Motors, Danville 
Chicago Malieable Castings Co., Chicago 43 
Moline Malleable Iron Co., St. Charles 
National Mall. and Steel Castings Co., Cicero 50 
Peoria Malieable Castings Co., Peoria 1 
Wagner Castings Company, Decatur 

NA 
Albion Malleable Iron Company, 
Muncie Division, Muncie 
Link-Belt Company, Indianapolis 6 
National Mall. & Steel Castings Co., Indianapolis 22 


lowa Malleable tron Co., Fairfield 
HUSETTS 
Belcher Malleable Iron Co., Easton 


-AN 


Albion Malleable tron Co., Albion 
Auto Specialties Mfg. Co., Saint Joseph 
Cadillac Malleable tron Co., Cadillac 
Central Fdry. Div., Gen. Motors, Saginaw 
OTA 
Northern Malleable tron Co., St. Paul 6 
IPPI 
Mississippi Malleable tron Co., Meridian 
{AMPSHIRE 
aconia Malleable Iron Co., Laconia 
YORK 
Acme Steel & Mall. tron Works, Buffalo 7 
Frazer & Jones Company Division 
astern Malleable Iron Co., Solvay 


Oriskany Malleable tron Co., Inc., Oriskany 
Westmoreland Mall. Iron Co., Westmoreland 


American Malleable Castings Co., Marion 
Central Fdry. Div., Gen. Motors, Defiance 
Dayton Mall. Iron Co., Ironton Div., Ironton 
Dayton Mall. tron Co., Ohio Mall. Div., Columbus 16 
Maumee Malleable Castings Co., Toledo 5 
stional Mall. and Steel Castings Co., Cleveland 6 
VANIA 


Buck tron Company, Inc., Philadelphia 22 
e Malleable tron Co., Erie 
ancaster Malleable Castings Co., Lancaster 
ehigh Foundries Company, Easton 
Meadville Malleable Iron Co., Meadville 
Pennsylvania Malleable Iron Corp., Lancaster 





Texas Foundries, Inc., Lufkin 
RGINIA 


West Virginia Mall. tron Co., Point Pleasant 
NSIN 


Belle City Malleable iron Co., Racine 

Chain Belt Company, Milwaukee 1 

Federal Malleabie Compony, Inc., West Allis 14 

Kirsh Foundry Inc., Beaver Dam 

Lakeside Malleable Castings Co., Racine 

Milwaukee Malleable & Grey Iron Works, Milwaukee 46 


These companies are members 
of the Malleable Castings Council 
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Color Coated 
Stainless Steel 








Color-coated stainless steel com- 
bines corrosion-resistant durabil- 
ity and eye-appealing color har- 
mony. Colored stainless can be 
sheared, bent, formed and drawn 
to extreme degrees without dam- 
age to the color coating. It has 
been thoroughly tested for expo- 
sure to weather, atmosphere, time, 
temperature, chemical resistance 
and physical abuse. Ten standard 
colors come in coil or sheet form 
up to 48 in. wide in all popular 


gauges. Product Development 
Dept., Washington Steel Corp., 
Washington, Pa. 
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Aluminum Ladder 


Rolls Up For Carrying 
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An aluminum ladder manufac- 
tured in 12 and 16 ft. lengths rolls 
up in compact bundle so it can be 
carried like suitcase or transport- 
ed in car trunk. Unrolled and 
locked into position in 30 seconds, 
ladder handles like any conven- 
tional straight ladder and will 
easily support a load of 1000 Ibs. 





16 ft. size weighs approximately 
24 Ibs. and rolls up into 20 in. 
diameter bundle. Aladdin’s Prod- 
ucts, Inc., 50 W. Broad St., Co- 
lumbus 15, Ohio. 
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Pre-Set Electrical Tape 
Needs No Curing 








An advanced type of electrical 
tape has a thermoset adhesive 
which makes it resistant to solvent 
action of electrical varnishes. Tape 
does not require high tempera- 
ture baking for curing. Adhesive 
will not soften at high tempera- 
tures. Extremely thin tape has 
high tensile and tear strength with 
excellent elongation for a snug 
wrap on irregular surfaces. It pro- 
vides Class B insulation, will 
withstand temperatures up to 150 
degrees C, and is odor-free. Per- 
macel, Inc., New Brunswick, N. J. 
Write No. 43 on Place Mark Card—Page 32 


Vinyl Conduit Cuts 
Installation Costs 


Rigid Koroseal vinyl electrical 
conduit permits savings up to 60% 
in installation costs and is espe- 
cially useful where unusual cor- 
rosive conditions exist. Flexible 
conduit fits the contours of in- 
stallations and can be quickly 
snaked into place, whether the 
runway routing is in earth, poured 
concrete or hollow walls. It weighs 
only % to % as much as metal 
conduit and comes in 20 ft. 
lengths, thus requiring fewer 
joints. It is non-magnetic, fire- 
resistant and self-extinguishing. It 
is easily cut or threaded and can 
be joined by solvent welding. 
B. F. Goodrich Industrial Prod- 
ucts Co., Akron, Ohio. ; 
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Pressure on the face ‘ alleable on receiver approaches 5 tons per square inch each time this 12 gauge shotgun is fired 
For Really Tough Parts...Use (Malleable 


With high powered charges being fired just inches Have you investigated how Malleable castings will 
from your face, you don't want parts tha } improve your product's performance and cut costs 
it. That’s why so many weapon parts a ade oO at the same time? If not, send drawings or outline of 
tough Malleable iron castings your requirements to a nearby Malleable castings 


producer wh ispl hi mbol — 
Tremendous resistance to impact, fatigue ibis 0 displays this symb 


and wear also makes Malleable castir vi MEMBER 
among manufacturers of mining and « f 

equipment, heavy-duty tools, and other f 
require extra tough components 
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For detailed inf n ‘‘Toughr ntact any of the progressive companies listed on the 
opposite page f able Ca r Council, Union Commerce Building, Cleveland 14, Ohio 


CUT GLOVE COSTS 


GIVE ADDED PROTECTION with 
JOMAC 
INDUSTRIAL GLOVES 


iding manufacturers everywhere are cutting costs and increasing 
rker-safety by changing to Jomac terry cloth work gloves. Jomacs 
nade of thick loop-pile fabric that cushions the hands, protecting 
n against sharp edges and rough surfaces. They are made from 
ous weights of cloth for specific applications. Any two make a 
ir, since they are completely interchangeable, and they can be 
onditioned time after time—will give extraordinary wear. Fill in 
coupon below for more information and a free copy of the Jomac 
Work Glove Catalog. 
Jomac also manufactures North PVC Coated Gloves and wet 
ither garments. 


Jomac sells quality and quality sells Jomac 


Plants in Philadelphia, Pa., and Warsaw, Ind. IN CANADA: Safety Supply Company, Toronto 


MAC INC., Dept. F 0 Send a copy of your work glove catalog 


ladelphia 38, Pa. O Have a representative call 
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Teflon Fiber Packing 
Has Long Life 


Teflon fiber braided into a me- 
chanical packing offers greater 
corrosive resistance and service 
life. Teflon fibers are braided over 
glass fiber core and impregnated 
with Teflon. Construction pro- 
duces soft, pliable, low friction 
packing that is excellent for use 
on centrifugal as well as recipro- 
cating and static applications. 
Withstands wide range of tem- 
perature and chemical exposure, 
including concentrated acids such 
as sulphuric, nitric, aqua regia, 
etc. Flexrock Co., 3619 Filbert St., 
Philadelphia 1 Pa. 
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Flat Fluorescent Lamps 


Have High Efficiency 


Flat, rectangular fluorescent 
lamps, a foot square and about 
half an inch thick, have good 
light output and efficiency. The 
12 in. square model will be 40 to 
50-watt lamps and will produce 
considerably more light than a 
100-watt incandescent lamp. 
Lamps can be installed like glass 
brick or ceiling tiles, to form 
blocks of light in ceilings, walls, 
or floors. Because they require 
only a skeleton fixture with al- 
most no depth, lamps will drasti- 
cally reduce amount of ceiling 
space required for mounting. 
Lamps, reflector, and diffusing 
element are all combined into 
one unit, making it necessary 
only to clean the outer glass sur- 
face for regular maintenance. 
Westinghouse’ Electric Corp., 
Bloomfield, N. J. 
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Cable spacers demonstrate strength and durability of 


PLEXIGLAS 


Shown above are some of the many types of aerial spacers— 
used to support and separate electric power lines—that are 
being molded of PLEXIGLAS® acrylic plastic. Why? Because 
PLEXIGLAS provides the strength, weather resistance and elec- 
trical properties needed to meet the rugged service require- 
ments involved in this application. In addition, PLEXIGLAS can 
be molded accurately to the intricate clamp designs and con- 
tributes the light weight that is so important in these massive 
moldings. 


Does this dramatic example of the advantages of PLEXIGLAS 
give you an idea for its use? We will be glad to send you full 
details about this quality molding material, and to provide 
design assistance on specific projects. 
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FRY Chemicals for Industry 
ROHM € HAAS 


COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


in Canada: Rohm & Haas Company of Canada, Lid., 
West Hill, Ontario 
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Meet our mechanical man 


Bill Jacobi has been fighting packaging 
inefficiency since the days of string tying. 


Some day he hopes to win. Many claim 
he already has. Particularly users of 
Union-Camp shipping containers. 


It’s easy to understand why. As a re- 
sult of putting some of his automation 
ideas to work, these companies have saved 
thousands of dollars in reduced handling 
and labor costs. To say nothing of increased 
production rates. 


According to Bill, who’s Director of our 
Package Engineering Department, pack- 
aging costs are like an iceberg. Only the top 
portion—or surface costs—can be seen. 
This is represented by the packaging 
materials. 


It’s the hidden costs that cause the trou- 
ble. These sizable expenses take the form 
of filling, handling, weighing, maintenance, 
labor, closing, warehousing and product 
damage. And it takes an expert to analyze 
them and make recommendations that 
will keep them to a minimum. 


This is precisely the type of service Bill 
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and his team of specialists provide. Their 
studies cover inventory control. Plant lay- 
out. Filling and handling techniques and 
equipment. Manpower expense. Adapt- 
ability of containers to palletizing as well 
as to present (and anticipated) traffic flow. 
In fact, anything that contributes 
ultimately to reducing the unit-packag- 
ing-cost of the product—whether it’s 
applesauce or appliances. 


As Bill puts it,“In today’s profit-squeeze 
economy, one of the only avenues left for 
achieving significant savings is through 
more streamlined packaging and handling 
of the manufactured product. It’s an ave- 
nue well worth exploring.” 


If you agree, he’ll be glad to explore it 
with you. There’s no obligation. Just drop 
us a note on your letterhead. 


SS UNION-CAMP” 


CORRUGATED BOXES 


Union Bag-Camp Paper Corporation .233 Broadway N.Y. 7. N.Y. 


Plants: Savannah, Georgia - Trenton, New Jersey - Chicago, Illinois - Lake- 

land, Florida - Spartanburg, South Carolina - Jamestown, North Carolina 

Subsidiaries: Allied Container Corporation, Dedham, Massachusetts 
The Eastern Box Company, Baltimore, Maryland. 
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Nitride-Bond Refractory 
Has High Strength 


\ ] temperature silicon car- 
tory, expected to have 
cation as a low cost 
ceramic, is high in 
trength and resists at- 

heat and molten salt. 
ed as lining in aluminum 
cells, wall thickness of 

can be reduced about 
addition, substantially 
power is needed to 

he cell. It is also suitable 
ations such as melting 
high purity metals; 

ng molten materials; and 
tural ceramic for package 

Norton 


b neinerators, etc. 
Co., Worcester 6, Mass. 
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Easy. Uniform Flares on 


Aluminum, Brass 


flaring tools of advanced 
roduce exceptionally uni- 
r 37 degree flares quick- 


Cc oF per, 


ly and easily on copper, aluminum 
and brass tubing. All working 
parts are locked together so they 
cannot become separated and lost. 
Hinge and aligning pins lock yoke, 
die base and tubing into exact 
alignment for perfect flares. Bot- 


tom of yoke automatically gauges 
flares for uniform length. Flare 
wall thickness is controlled by 
automatic feed release which pre- 
vents thinned walls. Ridge Tool 


Co., P. O. Box 670, Elyria, Ohio. 
Write No. 53 on Place Mark Card—Page 32 


Side-Etched Gage Blocks 
Simplify Reading 


A line of rectangular gage 
blocks .050 in. and larger now 
has the sizes etched on the sides 
where they are clearly visible 
while blocks are stacked. Elim- 
inates need to unstack blocks in 
order to recheck sizes. In setting 
comparator, side-etched sizes are 
never obscured. Boxes are spe- 
cially designed to keep side-etched 
sizes plainly visible. Do-ALL Co., 
Des Plaines, Ill. 
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Don't Tie Up Money 


in Inventory 


of wear-resistant alloys for production and maintenance 


Your AMPCO’ 
distributor carries 
ready -to-deliver stocks of 


pco 18 Centrifugally Cast 
tock Bars - Ampco DiBronze* 
mpco 18 and 21 Extruded 
Rectangles +> Ampco 8 
et and Pilate 
Ampco 18 Solid Rods 
Ampcoloy 666 
Extruded Man- 
ganese Bronze 
*Patent pending 


) stocking distributor carries a full 


es for immediate delivery. 


So you 


uur in-plant inventories of copper- 
ts to a minimum, without getting 


scrap and labor costs, also — be- 


kearby Ampco distributor cuts rod, 

late to the exact lengths you need. 

irther away than your telephone. 

CALL YOUR AMPCO DISTRIBUTOR NOW 


AMPCO METAL, INC. 
Dept. 3741, Milwaukee 1, Wis. 
West Coast plant: Huntington Park, Calif. 
Southwest plant 


Garland (Dallas County), Texas 
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ONE OF THE WORLD’S 7 
DISTINGUISHED RESTAURANTS 


575 Park Avenue at 63rd St. 
NEW YORK 
LUNCHEON 
COCKTAILS 

DINNER 
SUNDAY BRUNCH 


Open seven days a week 
BANQUETS & PARTIES 
Credit Cards Honored 


For Reservations: Michel, 


TEmpleton 8-6490 
Wicca 








/ 
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CHROME STEEL BALLS 


sizes— Yio” - 442” 
spherical within 
millionths of an inch 


SOLAR BALLs 


sizes_ 4” 
extra tough 


- 14%” 


—for ry 
9ged 
©Perating Conditions 


Buy where you get America’s widest selection of 
standard balls... the most extensive range of ball 
sizes in standard basic materials. Establish one 
source big enough to service all your requirements 
and be sure of uniformly high ball quality, always. 

While quality is the keynote, service is equally 
important! That’s why new facilities, equipment 


Ihoouwenr 


BALL DIVISION 
P. O. Box 381, Middletown, Ohio 


hoover ball and bearing company 


BRASS & ALUMINUM 
BRONZE BALLS 


szes—Ve" 2 4’ 
nade of highest 
quality materials 


and production techniques are constantly being 
added in a continuing program designed to serve 
you better. 

You can rely on the Hoover Ball Division, with 
duplicate manufacturing facilities in Middletown, 
Ohio and Erwin, Tennessee, for your specific 
requirements for high quality balls. 


Hoover Ball and Bearing 
P. O. Box 381, Middletown, Ohio 
Please send Hoover Ball Catalog 

















ae rgth ee a am tninee daar wae Ter. Bet Be | 
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and salt-corrosion- 
blic ELECTRUNITE® Stain- 
bing, Type 304, 42” 
ed to fabricate corona 
werful East Coast Navy 
Despite the rather 
of the 15- and 20-foot 
fabricator reported no 
soever. The rings were 
ee sections. ELECTRUNITE 
the correct radius. Three 
elded to each section. 
e flared for the insertion 
ed at the erection site to 
hree pieces into a com- 
i suspend it from towers 
1,400 feet high. The 
was handled by Jentsch 
Inc., Buffalo, New York, 
to Lapp Insulator Com- 
New York. 


Send, Flange, Weld, Easy-to-Fabricate 
ELECTRUNITE 
STAINLESS STEEL TUBING 


TE Stainless Steel 
nd Pipe are available 
hrome-nickel analy- 
ange from %” O.D. 
Pipe sizes are 

e fram Ve" 1.P.S. 
1.P.S. in ASA sched- 
rom Ve" 1.P.S. through 
n schedule 10S; and 
.P.S. through 4” L.P.S. 
e 5S wall thicknesses. 


This fabricator needed a reliable source for large diameter heavy wall stainless steel tube 
for corona rings. From its large size range, Republic was able to provide the proper 
tube for this vital application. 

Most experienced welded tube maker, and world leader in the production of stainless 
and alloy steels, Republic has all the facilities to qualify as your number one source. 
Complete range of sizes, gages, wall thickness. Broad distributor stocks. Large in- 
ventories of mill stocks to draw on. Top reputation for quality and for ability to meet 
deliveries. Technical and metallurgical assistance. Fast service: price and delivery 
quotations to you within twenty-four hours. 

For applications requiring pressure-tested tube, Republic offers exclusive FARROWTEST® 
—the ultimate in non-destructive testing. This eddy-current test probes for and detects 
defects so minute they pass other, less positive tests. Tube quality is measured for you! 

Send in your inquiries for Republic ELECTRUNITE Stainless Steel Tubing and Pipe. 
You'll like the product. . . and the service. 





REPUBLIC ELECTRUNITE "DEKORON-COATED”® E.M.T. pro- 
tects your electrical wiring systems, outlasts standard 
conduit ten-to-one in highly corrosive conditions of 
service. A tough coating of polyethylene encases strong, 
lightweight E.M.T. in an end-to-end armor that is im- 
pervious to gases, fumes, steam, and other corrosive 
atmospheres, Easy to cut, easy to install. Also available 
on Republic Hot Dip Galvanized Conduit. Send for 
additional information. 


REPUBLIC STEEL PORTABLE DRUM RACKS may be your solution for hard -to- 
handle, hard-to-stack, hard-to-store containers. These steel cradles each support 
two loaded 55-gallion drums, Pairs of drums can be stacked to any practical 
height. More in-use drums can be accommodated in less floor space than ever 
before. Standard fork-lift trucks can pick-up, move, and stack Republic Drur 
Racks faster, easier, and with less effort. Send coupon for data. 


PROTECT YOUR PRODUCT WITH REPUBLIC STEEL CONTAINERS. Republic's full line 
of steel containers help you extend control of your product from your shipping 
floor to point of use. Available in a wide variety of sizes and finishes, including 
stainless steel. For complete information, call your Republic representative, or 
write for the Republic Containers Catalog. Use coupon. 


REPUBLIC STEEL 
Worlds Wiles Kenge 
of Slaualard, Stools andl, Sto Prados 





procccccn qeerenenaresarananans 


REPUBLIC STEEL CORPORATION 

DEPT. PH-8737-A 

1441 REPUBLIC BUILDING « CLEVELAND 1, OHIO 
Please send more information on the following products: 


0 Republic ELECTRUNITE Stainless Steel Tubing 
0) Republic ELECTRUNITE “DEKORON-COATED”" E.M.T. 
O Republic Drum Racks (Republic Containers Catalog 


Name Title 





Company 
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Office Equipment and Supplies 





HE FIRST STEP toward pur- 
department efficiency is 
» records and files under 
Proper size of a filing 
however, cannot be de- 
1 accurately by the bulk 
ents alone. The size of 
x depends upon the num- 
names, not the number 
ers to be filed. 
ver, no file can ever func- 
operly if the system itself 
slete. Since there is a wide 
in the surname letter 
the various letters of 
lphabet, it’s necessary that 
tter classification be sub- 
| to take care of the pro- 
of surnames represented. 
tance, 51% of all surnames 
United States begin with 
rs B, C, H, M, S, and W. 
aid to purchasing depart- 
experiencing trouble with 
s and finding methods, 
& Erbe Mfg. Co., Inc., 
published a comprehen- 
%klet called “Direct Name 
System.” Highlights from 
le are shown on these 
teaders who wish to have 
plete work can obtain 
ypy from the company 
ter 3, New York. 
think your filing sys- 
rking properly now, ask 
utine purchase order 
iring March, 1960. The 
time it: takes to get 
your hands may sur- 
pris u.) 
SUBJECT SYSTEM—This sys- 
gned for filing by sub- 
mmodity, rather than by 
imber, or location. In 
tem, all related data 
to one general com- 
filed together, such as 
“Adding Ma- 
Calculators,” etc. 
llaneous folders, first 
f one-fifth cut, are pro- 
data which does not 
the use of individual 
Rule of thumb: Use a 
eous folder where not 
1 six papers accumulate 
l ne name. 
DECIMAL SUBJECT SYSTEM— 
departments will be 
ease turn to page 160) 


File Control Or Chaos? 
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CONTROL 


J. W. Haslett, Methods and Procedures Manager, Shell Oil Company 


Shell Oil Company’s new automated system 
speeds the processing of paperwork involving 
60,000,000 forms. The system maintains a high 
degree of accuracy, and has improved billing 
service to over 1,000,000 credit card customers. 


The basic unit in the system is the sales ticket— 
a two-part tab card set. At the time of sale, the 
customer's credit card is used to imprint his 
name and address; the details of the transac- 
tion are entered by hand. Part 2 of the ticket 
goes to the customer. The tab card (Part 1) 
is forwarded to the company’s main office, 
where the handwritten information on the card 
is punched into the card itself. 


The cards are mechanically sorted and filed by 
account. At the end of a billing cycle, they are 


How Shell Oil gets out 50,000 statements a day 


run off on electric accounting machines which 
automatically print a complete statement and 
punch a return card for the customer. After 
being microfilmed as a permanent record, the 
cards are sent with the statement. 


Automation has virtually eliminated transcrib- 
ing errors. Processing is faster at every stage, 
from the point of sale to the reconciliation of 
receipts. The sales ticket is a specially designed 
Moore form—the Company’s control in print. 


The Moore representative worked closely with 
Shell in developing the forms that make this 
ADP (Automated Data Processing) system 
work. For more details on what Moore can do 
to speed your paperwork, get in touch with the 
nearest Moore office. No obligation, of course. 





MOORE BUSINESS FORMS, INC. 
Niagara Falis, N. Y. - Denton, Texas 
Emeryville, Calif. - Over 300 offices 
and factories throughout the U. S., 
Canada, Mexico, Cuba, Caribbean 
and Central America. 








Build control with 


MOORE BUSINESS FORMS 
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tinued from page 158) 














BATAVIA A 








interested in this system for in- 
dexing a large volume of papers 
under any general subject or com- 
modity; it is particularly useful 
for research files. 


Geographic 
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It provides for the subclassifi- 
cation of related subjects and 
groups them under established 
primary classifications. This sys- 
tem is based on a maximum of 
ten primary groups, which can 
be subdivided to infinity. As an 
example: the primary classifica- 
tion of 700 might be for “Ma- 
chinery and Vehicles”; 705 is the 
fifth subclassification of this group 
and bears the title “Automobile 
Engines.” 

Further subdivision, under this 
group, is secured by expanding 
the decimal digits—705.1: “Gen- 
eral Motors”; 705.2: “Ford Motor 
Company”; etc. For additional 
expansion, extend the file folder 
numbers to the next decimal 
place, such as 705.1, 705.12, 705.13. 

This system differs from the 
previous method in that folders 
for each type of office equipment, 
for instance, is located near or 
next to each other without re- 
gard to alphabetic sequence. In 
the “Subject System”, each type 
is located in its own alphabetic 
position. 

GEOGRAPHIC SYSTEM—If you 
file papers by geographic loca- 
tions, this system will give fast, 
accurate control. State guides 
occupy the center position and 
are followed by an assortment of 
city guides, arranged alphabeti- 
cally in the second and third posi- 
tions of one-fifth cut. The mis- 
cellaneous folders are in the first 
position and have tab readings 
that correspond to those of the 
city guides. 

NUMBER FILING SYSTEM— 
Particularly useful in  depart- 
ments where purchase orders are 
referred to by number. The first 
position of one-fifth cut is the 
primary subdivision by “hun- 
dreds”. The secondary subdivi- 
sion by “tens” alternately oc- 
cupies the second and third posi- 
tion. 

An adaptation would be to 
make the first position “thou- 
sands,” the second “hundreds,” 
and the third position “tens.” 

It is generally recommended 
that a 3x5 card index for cross 
reference be used with this sys- 
tem. The cards, filed alphabeti- 
cally, bear the name and number 
of every folder in the numeric 


file. 
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Established in 1872, The 
: t me |: Second National Bank of 
no carbon/required ze = ; = : Richmond is eastern 
. . cone Indiana’s largest bank. 





THE SECOND NATIONAL BANK OF RICHMOND 


RICHMOND INDIANA 


ENDORSER OF COLLATERAL " ar we oare 1 awouny 
—_ or NOTE 


GEORGE BROWN . 
1435 ROSEWOOD DRIVE JUN 9 60 WQH ELLEN 00 90 06% SEP 960 45678 5,000.00 
RICHMOND IND 


PLEASE BRING THIS NOTICE WITH YOU 
CRED — — za 
vans 
, 


mae 











10-7890 G. I. 
Allen & Grace White 
165 Linwood Avenue 
Richmond, Indians 











TER Pay 


64.76 %614.12 


RETAIN THIS RECEIPT F R RECOROS 


THE SECOND NATIONAL oe OF RICHMOND 
MOND INO 


caso 














"NCR PAPER repays its cost by saving 
time and effort’ 4, ©, Sata, easihan of 


The Second National Bank of Richmond. 


—THE SECOND NATIONAL BANK OF RICHMOND, INDIANA 


“We began using NCR Paper (No Carbon Required) with carbons, the time savings and other advantages 
when we installed a new accounting system for real have a money value that more than offsets the extra 
estate mortgages and commercial loans. cost. We estimate the increased efficiency and cus- 

“We find NCR Paper duplicate mortgage loan tomer goodwill resulting from our use of NCR Paper 
receipts save time for our customers and employees. saves us the entire cost of the paper every year.” 
We also get a clear readable record of each payment 
and new loan balance. Ou 

*‘Moreover, in one posting operation, NCR 
Paper commercial note notices in triplicate produce 
the ledger record, customer note notice, the register 
copy and the maturity tickler. 

“Although NCR Paper costs more than forms 


President, The Second National Bank of Richmond 


ASK YOUR LOCAL PRINTER OR FORMS SUPPLIER ABOUT NCR PAPER iMIN 
Another Product of 
THE NATIONAL CASH REGISTER COMPANY, dayton 9, Ohio CARBON P. APER 


1039 OFFICES IN 121 COUNTRIES * 76 YEARS OF HELPING BUSINESS SAVE MONEY 
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AMAZING 
| 


s nothing like a Gray- 

o soothe a secretary's 
mooth away annoying 

typing time. , 
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e wood-cased Gray- 
made like a pencil, 
| convenient to hold, 
Sharpen in a pencil 
th a knife, like a 
nt that picks-out 
inest, fastest. Gray- 

| off typists’ desks. 


ry gray rubber erases 
o easily that girls 

of these superlh 

s soon as they use 
likely, youll never 
rasures. Multiply the 
aves by the number 
your office and you'll 
reduction of over- 
your girls Weldon 


your stationer. 


LDON ROBERTS RUBBER CO. 


sixth Avenue Newark 7, N.J. 


Eraser Specialists 


Enrarwvus 


rect Mistakes in Any Language 





—— 
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Conversion of any 5, 6, 7, or 8 
channel code tape, from one to the 
other is possible with a new ma- 
chine developed by Friden, Inc., 
Rochester, N. Y. This means, for 
example, that data in an 8-chan- 
nel tape being produced at one 
machine can be _ wire-transmit- 
ted by automatically repunching 
codes in 5-channel tape on the 
converter. At the receiving end of 
the line the codes may be con- 
verted back to 8-channel again, 
or even 6- or 7-channel, depend- 
ing upon the requirements of the 
application. 

Write No. 45 on Place Mark Card—Page 32 


STRIPE- ACTION 
GQAUING 


< 


r | 


Engineered especially for use on 
automatic packaging equipment is 
a roller-type glue gun. It lays 
down a multiple-bead pattern of 
adhesive. A variety of roller-tips 
permit the guns to be reset for 
different striping widths. All mod- 
els are designed for both machine 
or manual use. The gun is a prod- 
uct of John P. Fox Company, Inc., 
1107 South Mountain, Monrovia, 
Calif. 
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New ten-key adding machine 
featuring compactness, low silhou- 
ette and high-speed operation has 
been announced by the Monroe 
Calculating Machine Co., Orange, 
N. J. The machine is portable, has 
a specially-designed case to form 
a natural wrist support for the op- 
erator. It is sold in two models, 
one has a capacity list 9, total 
10; the other has a capacity list 
10, total 11. 

Write No. 47 on Place Mark Card—Page 32 


The language of computers need 
no longer be a mystery to 
purchasing agents. Minneapolis- 
Honeywell Regulator Co., Indus- 
trial Division, Philadelphia, Pa. 
has published a glossary of terms 
intended to make computer lan- 
gauge more intelligible. The pock- 
et-size 22-page dictionary is avail- 
able without charge. 

Write No. 48 on Place Mark Card—Page 32 


“ie 


New all-in-one punching and 
plastic binding machine was re- 
cently introduced by American 
Photocopy Equipment Company, 
Evanston, Ill. The portable desk- 
top model was designed to fill a 
need for a convenient method of 
producing plastic-bound mate- 
rials. It weighs less than 10 pounds 
and takes up about 15 square 
inches of desk space. 
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SOUTHLAND LIFE in Dallas, winner in the 
large office division, was equipped with depart- 
mental and general office furniture by Stewart 
Office Supply Company. 


Winner in the small office category was the 
LOUISIANA COMPANIES in Baton Rouge. 
Executive and general office furniture for this 
installation was furnished by The Louisiana 
Office Supply Company. Interior decoration 
by GF Studios. 


Two GF-furnished offices are 
“Office of the Year’ Award Winners 


Each year OFFICE MANAGEMENT just adding to or replacing existing equipment, your nearby 

MAGAZINE, with the cooperation of GF branch or dealer is as close as your phone. Call him for 

members of the American Institute of information, planning help, demonstration or free trial. 

Architects and the Association of Con- The General Fireproofing Company, Department Y-18, 

sulting Management Engineers, selects Youngstown 1, Ohio. 

the outstanding offices of the year. Top 

honors for 1959 went to two Southern ENERAL 

offices —.one in Texas and the other in ; SBUSINGSS FURNITURE 
Louisiana. The winners were the Southland Life Insurance 


Company and the Louisiana Companies, both of which were IREPROOFING 


furnished by GF dealers with General Fireproofing furniture. Visit us at the OEM) BUSINESS EQUIPMENT EXPOSITION 
Whether you are furnishing new or remodeled offices, or Los Angeles Sports Arena+ November 1-4 
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Sallagher, Manufacturing Superintendent, Delroyd Worm Gearing. 


re’s a shot of our Delroyd Verso worm gear — one of *114” center distance, fractional 
lreds being boxed and made ready for shipment. Unlike most horsepowers — to 12” center distance, 
, ee . mS 52 , ; » 3 to 36” 
| reducers, this Verso unit can be mounted in any position — 152 horsepower. Reducers to 36” counter 
‘ , pe ae ; a distance with horsepower capacities 

zontal, vertical, upside down. e “This is but one model in a P. . 

d . “ . to 700 are supplied as standard. Larger 
plete line of Delroyd worm gear reducers — with the widest units to meet any requirement can 


ige of horsepowers and sizes in the industry.”* be supplied on special orders. 
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delivery 
DELROYD wom gearing...” 


DELROYD worm gearing 


gives you these superior design features: 


@ Exclusive involute 
helicoid thread form for 
highest load capacities 


® Centrifugally cast 
bronze gear for increased 
mechanical ratings 


@ Fan cooled finned housings 
for higher thermal ratings 


@ Lower weight per horsepower 
®@ More horsepower per dollar 


full color 
84-page 
Delroyd 





Now available — the worm gear industry’s newest, most 

complete catalog. Contains all basic design and application data, selection charts, 
ratings and service factors — plus illustrations in full color. For your free copy, 
write on your company letterhead to: Delroyd Worm Gearing, De Laval Steam 
Turbine Company, Trenton, New Jersey. 


ey MENA STEAM TURBINE COMPANY 


807 NOTTINGHAM WAY, TRENTON 2, N. J. 
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ociation News 





Set 5th District Conference 
At Washington on October 14-15 


Ellis, chief economist, E. |. Du- Dr. John H. Hoagland, Michigan State Earl W. Kintner, chairman of the Fed- 

eNemours & Company, will University, has been assigned the pro- eral Trade Commission, is well quali- 
conference with the “Eco- vocative subject “The Challenge of fied to talk on “Legal Aspects of 
tlook.” Purchasing.” Purchasing.” 


: 


Farrell, editor of Purchasing Frank B. Rackley, president of Jessop Dr. Carl C. Byers, General Motors 
will bring a message on Steel Corp., will present his views on Corp. will discuss human relations 
ising’s Moral Responsibility.” “Tomorrow’s Horizons.” with “Get Off Your Launching Pad.” 


For More Information about ad on facing page 
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stainless steel 


No other metal has the strength and beauty of Stainless Steel. In heavy use areas 


and for weather exposed panels and trim, its hard lustrous finish is easy to clean and 
economical to maintain for the life of a building. For the architect and the builder 


no other material performs so well today and promises so much for tomorrow. 


There is nothing like stainless steel for ARCHITECTURE 


McLouth Steel Corporation, 
Detroit 17, Michigan 


Manufacturers of high quality 
Look for the STEELMARK . ' ’ 
on the products you buy Stainless and Carbon Steels 


MICLOUTH STAINLESS STEEL 





face, it's sometimes difficult to distinguish between brands of gummed tape. The distinctive differ- 
x (other than its superlative quality, of course) is the herringbone pattern on the glue surface. 

t functional, too. It helps spread moisture evenly for a better, faster seal. Generally, the only time 
erve this pattern is on a fresh roll of Safetex. It rarely pops off a package to reveal its secret. Next 
iy tape, demand the brand with the herringbone pattern on the glue surface. Our distributors will be 


. and we think you'll soon discover to your own delight that Safetex reduces tape application costs. 


— nai nati Dit iene 
SAFETEX SUPERSTANDARE 


CENTRAL PAPER COMPANY + MENASHA, WISCONSIN 


HFFICIENT 
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Difficult To problems on brakes 


@ transmission \gyge= carburetor and 


at 4 other key points on the 1960 FORD 


Result: simple 


design, easier assembly help make these 


“The Finest Fords of a lifetime.” 


PURCHASING PRO POSITION “ Look beyond the initial price of the fasteners you are 


using. It’s the final installed cost that really counts. That’s where Truarc rings— 
and easy-to-use application tools, plus design help inside your plant—can cut costs. 
Truarc’s uniquely broad line of standard rings and close-to-everyone 

network of more than 150 distributors create new savings for 

many firms. Our Catalog RR 10-58 shows how effectively 

Truarc Retaining Rings work on dozens of different products. 

Get your copy. For immediate action call your nearest TRUARC 
Authorized Truarc Distributor. He’s as close as your Classified 

Telephone Directory. Look under: “Rings, Retaining.” o3 


(>) WALDES a 


 TRUARC retaininec RINGS 


cay WALDES KOHINOOR, INC., 47-16 Austel Piace, Long Isiand City 1, N. Y. 


9 OUT OF 10 PRODUCTS CAN BE IMPROVED WITH TRUARC RETAINING oe 
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P.A. Must Earn 


Management's Recognition 


['’'S A SURPRISE to me,” 
D. B. Jenks, president of the 
Island Lines, Chicago, “that 
firms do not recognize the 
the purchasing depart- 
1 member of the top man- 
team.” 
Jenks made this statement 
veaking before the annual 
of the purchases and 
livision of the Association 
rican Railroads. His topic 
Purchasing—Top Manage- 


Func tion.” 


Purchasing's Potential 
railroad industry, he de- 
must be in the front 
f organizations 
have a deep appreciat.on 
purchasing department’s 
both in cost reduction 
helping to point the way to 


those 


l 


roads spend, through their 
ng officers, about 25 cents 
income dollar. In most 
industries, about 
ents of the sales dollar goes 
and materials the 
turer needs. 
uuld think that top man- 
of any industry would 
pletely aware of the neces- 
sharp material control .. . 
thout the purchasing of- 
1 the same executive level 
chiefs of engineering and 
tion, management will find 
limping along.” 
Rock Island president did 
pare the feelings of his at- 
,udience and just tell them 


tacturing 


supplies 


what they wanted to hear. L‘sten- 
ers, who were purchasing execu- 
tives for many of the nation’s 
leading rail transportation com- 
panies, had no difficulty hearing 
hm say, “Without enthusiasm 
there is no inspiration. And cer- 
tainly there will be little or no 
rewarding recognition from the 
men at the top of your organi- 
zation. 

“Tt is my feeling that what you 
term executive recognition can 
only follow the individual’s abil- 
ity to recognize his own possibili- 
ties, to make the most of his skill 
and talent, to make his job in- 
teresting and exciting, and thus 
to spark his employees to a more 
rewarding effort.” 





“Have any trouble getting rid of him?” 


This enthusiastic and inspira- 
tional purchasing should be chan- 
neled, Mr. Jenks declared, toward 
the fascinating field of research 
and development. “It would seem 
to me there is no end of intensely 
interesting study if the purchas- 
ing officer is alert to discovering, 
through his own analysis, a low 
cost but efficient substitute prod- 
uct to replace a more expensive 
component.” 

He stated that the opportuni- 
ties the purchasing officer has 
for effective and important sav- 
ings are numerous and “the very 
process of searching out these op- 
portunities can bring to the pur- 
chasing officer, the very thing 
he seeks most—his place on the 
management team.” 


Self-Examination 

Examine yourself, President 
Jenks told the packed convention. 
He added that the purchasing 
officer might ask himself, when 
the crises and frustrations tend 
to discourage, “why does my de- 
partment and my job exist and 
what are we doing, or what could 
we be doing that we are over- 
looking?” 

In concluding, Mr. Jenks re- 
minded his listeners, “Your op- 
portunities are real and varied. 
You can be of invaluable help 
to your companies. Follow the 
simple rules for attaining execu- 
tive leadership, develop an en- 
thusiastic interest in the job be- 
fore you, and there need be no 
worry about recognition.” 


PURCHASING 





SILICONE NEWS from Dow Corning 


Lubricants That 


Extreme Heat. At Erwin Mills textile plant, Coolee- 
mee, N.C., bearings on the shaft of a revolving drier 
operate in an ambient temperature of 300 F and meet 
hot steam entering through the shaft. Bearing lubrica- 
tion was reduced from an every-other-week job to a 
twice-a-year job with silicones. Silicone lubricants 
withstand heat up to 450 F . . . stay on the job where 
ever heat is a problem, such as oven conveyor sys- 
tems, exhaust fan bearings and heat sealing equipment. 


Extreme Cold. Silicone lubricants don’t turn stiff 
with cold. Even at 100 degrees below zero, they keep 
things rolling. For plastic and metal bearings in refrig- 
erators and household freezers . . . for conveyor bear- 
ings in commercial freezers and cold storage areas . . . 
silicones virtually assure lifetime lubrication. Silicones 
also provide an economical way to lubricate moving 
plastic parts on appliances and toys. Many silicone 
lubricants are practically colorless . . . won't soil 
hands or clothes. 


New brochure—all about silicone lubri- 
cants. Send for your free copy today. 
Address Dept. 7409. 


Survive 


Caustic Contact. Dow Corning Valve Seal, a non- 
reactive valve lubricant, prevents sticking and leakage. 
One use: to assure ease of operation and proper sealing 
of valves on railroad tank cars carrying chemicals. In 
process plants, too, inert silicones coat the valve seal 
and mechanism .. . resist corrosion . . . assure a leak- 
proof seal that lasts. Another use: to keep bolt threads 
from binding at temperatures to 600 F, ease annual 
teardown of process equipment. 


Conditioning Chemicals. Rubber and bronze parts 
located in multi-port valves of water conditioning 
equipment made by Permutit Company are lubricated 
with a silicone compound. Highly water repellent, 
silicones assure long-lasting seals, won't react with or 
contaminate chemicals passing through, won’t attack 
rubber, and protect bronze against corrosion. Silicone 
greases, oils and compounds are outstanding special 
purpose lubricants in new equipment designs and in 
the maintenance of production equipment. 


Dow Corning CORPORATION 
MIDLAND. MICHIGAN 
ATLANTA BOSTON CHICAGO CLEVELAND DALLAS LOS ANGELES NEW YORK WASHINGTON, ©. c 
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SOLVING MATERIAL 
DESIGN PROBLEMS y/ 


> LOW-COST STRENGTH 


LPF A! 


f, 


' 


‘ 
; 


y 


: 


Diamond vulcanized fibre discs withstand the impact and stress of a high-speed sander working on hard metal. This 
tough and flexible material combines long life with very low cost in some of the most difficult jobs in industry. 


ugh, light-weight and low cost, Diamond® vul- heat resistance, long wear, machinability or com- 

nized fibre is ar electrical insulator that combines pressive strength — you can easily find in the 
llent mechanical properties with easy fabrica- industry’s most complete line — CDF laminated 
in low cost tools. It is available in standing forms plastics, vulcanized fibre and flexible insulating 
in parts manufactured to your specifications. materials. Check our specs in Sweet’s PD file or 
tever other properties you’re looking for — write on your letterhead for General Folder 60. 


CONTINENTAL- DIAMOND FIBRE 


Y® A SUBSIDIARY OF THE -4¥me4/ COMPANY * NEWARK 41, DEL. 
In Canada, 46 Hollinger Road, Toronto 16, Ont. 


; 
— | 


Low cost. Diamond vulcanized fibre helps 
keep electrical appliance costs low. This 
food mixer insulator is an example. 


coefficient of friction combined with Superior electrical properties. A reason 
t make Diamond vulcanized fibre why CDF’s Diamond vulcanized fibre is 
uch uses as tracks for sliding widely used for slot liners in small electric 

and windows motors and transformers. 
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Got Critical Applications ? 
Check These Advantages of 


A-L 


Vacuum Melted 


‘Enhanced mechanical properties 


Superior hot and cold. workability 


" Greater homogeneity (Less anisotropy) 


Better quality in the finished part, properties to vacuum melted at Allegheny Ludlum. These steels 
Pe snow te severe manufacturing processes, and alloys are available in all commercial mill forms— 
fewer rejections—these are some of the cost savings plates, sheets, strip, billet, bar, wire, tubes, and 
of vacuum melted materials from Allegheny Ludlum. even extrusions. 

A-L vacuum melted steels and alloys are specified Three different vacuum melting processes are used 
for really critical applications—places where their im- at A-L to provide you with the exact properties you 
proved metallurgical and mechanical properties get need at the lowest possible cost. For more informa- 
a chance to go to work. Aircraft and missile designers tion on A-L’s vacuum melting processes and their 
find vacuum melted alloys especially useful in solid advantages, write for your copy of the new booklet, 
fuel rockets, and in the missile and jet engine fields. “Modern Melting at Allegheny Ludlum.” It con- 
Other important uses are critical parts for machinery tains technical data on new melting techniques and 
and chemical processing equipment. the quality improvement in alloys. Allegheny Ludlum 

Low alloy steels, bearing steels, stainless steels, and Steel Corporation, Oliver Building, Pittsburgh 22, 
high temperature alloys all take on new value when Pennsylvania. Address Dept. P-9-2. 


ALLEGHENY LUDLUM 


PIONEERING on the Horizons of Steel 
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Association News 
Are you designing to series 60 standards? If so, specify Bristol. 


Old Dominion Association 
Installs Officers 


Highlight of the recent meeting 
of the Old Dominion Purchasing 
Agents Association was the instal- 
lation of officers. Christian E. Rim- 
back, Reynolds Metals Company, 
will serve as president. 

Other officers of the Associa- 
tion are: G. Lloyd Nunnally, 
Commonwealth of Virginia, vice 
president; Robert W. Turner, 
Continental Can Company, Inc., 
second vice president; James R. 
Woody, Federal Reserve Bank of 
Richmond, secretary; L. Russell 
Cather, Lewis-Gale Hospital, Inc., 
treasurer; and Carlton E. Gar- 
rette, Craddock Terry Shoe Cor- 
poration, national director. 

The directors are: James A. 
Griffin, General Electric Co.; Ed- 
ward Conant Johnson, James 
Lees & Sons Co.; Robert Ray Mar- 
tin, Virginia-Carolina Chemical 
Corp.; Lyman L. Peters, Williams- 
burg Restoration, Inc.; and Mar- 
shall Emmett Robinett, Bristol 
Steel & Iron Works, Inc. 


Los Angeles Women 


Elect Officers 


New president of the Women 
Purchaser Association of Los An- 
geles is Edith M. Kennedy, The 
Rand Corporation. 


This DOUBLE-DIAMOND knurl Other officers of this group are: 


vice president, Margaret B. Clin- 


P ton, The Ralph M. Parsons Com- 
PL RUCHCLT SI MASCTOM IMME | ors: sccrctary, Sve W. Miler 
Tubing Seal Cap Company; trea- 
fe Gap screw that ee surer, Evelyn J. Smith, Southern 
Beiter than ever before eeeri California Oil Tool Co., Inc. 
BR ctandar ee al alll 1 Directors include: Constance 
ae a ade de eee Be Hill, Glendale Federal Savings & 
a 7 Loan Assoc.; Madeline Gillespie, 
meee hex or Br Hoover Electric Company; and 
Agnes Shore, Standard Steel 
- peach uke Bae : Company. 
Pe ; es os estas ip Committee chairmen assign- 
wig: ments: Estelle Zagorin, Lindy Pen 
7 o Pe ~sgeae Company; Geraldine Serafin, Blue 
tj = : : - Cross Hospital Assn.; and Anna- 
" JR Rleae a ete le smal as - : * maheg a bell P. Butler, Beckman Instru- 
ne fe tee ments. 
Socket Screw Division Vivian F. Johnson, Electro-Op- 
THE BRISTOL COMPAN Waterbury 20, Conn tical Systems, former president, 
1 : served as installing officer. 
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ANOTHER Q@NORTOND PRODUCT 


switch to resin-bonded belts ? 


, have at least two good reasons for 
switching to Behr-Manning resin-bonded 
abrasive belts: 


1, They give you the benefit of cooler 
cutting through heat resistance in every 
step from roughing thru polishing, with 
minimum loading or shedding. 


2. They give you the advantage of last- 
ing much longer than glue-bond belts, 
easily justifying by production savings, 
their slightly higher initial cost. 


There are two principal types of Behr- 
Manning resin-bonded abrasive belts: 


RESINALL ® an all resin-bonded, 
aggressive belt of strong X-weight cloth, 
for maximum heat resistance in most all 
rough and intermediate grinding. 


RESINIZED® ... a resin-over-glue belt 
of good heat resistance, in strong X-weight 
for flat polishing, and in flexible J-weight 
for contour polishing. 


Prove the advantages yourself. Ask for an in-plant test. Write 


Dept. PU-9, BEHR-MANNING Co., Troy, N. 


Norton Company. 


Y., a division of 
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Rochester Association 
Elects Officers 


recent election of officers at 
Purchasing Agents Associa- 
f Rochester put J. W. Ave- 
-omberg-Carlson Div., Gen- 
Dynamics Corp. in the top 


ted to serve with President 
were: C. Smail, Shuron 
Co., first vice president; 
Baum, Labelon Tape Co., 
1 vice president; J. F. Doris, 
egel Manufacturing Co., third 
resident; W. R. Barton, Con- 
lated Vacuum Corp., secre- 
treasurer; and D. S. Judd, 
Brake Shoe Co., na- 
director. 
ctors of the Association are: 
’. Conklin, Toledo Kitchen 
ne Div.; J. A. Ehrstein, 
nercial Controls Corp.; H. 
lummell, American Brake 
E. P. Kron, Eastman Kodak 
d W. H. May, Rochester 
cide Co. 


lax-Supported Agencies 
Meet In Wisconsin 


Wisconsin Association of 
Purchasers, representing 
governmental agencies 
the State of Wisconsin, re- 
held a regular meeting in 
of Wauwatosa. President 
A. Gartman, purchasing 
for the City of Oshkosh 


] 


subject “What shall we do 
ling the purchase of foreign- 
was introduced by 
leader George S. 
purchasing agent, City of 
He stated that many for- 
ade products were as good 
se produced in America. 
experience of Racine 
Mr. Quinn said, that the 
some of these products is 
tory, providing parts and 
are readily available. Dis- 
by members developed 
t that sales of foreign-made 
lave cut into domestic 
ts, particularly in the auto- 
and office equipment 


ds?” 


Wes J. Budziszewski, Milwau- 
kee County director of purchases, 
presented a paper on the subject: 
“What Part Does Value Analysis 
Play In Public Purchasing?” He 
pointed out the standardization 
which has taken place in supplies 
and equipment for Milwaukee 
County institutions because of the 
application of value analysis prin- 
ciples. 

The next meeting for the group 
has been set for October 7 at 
Green Bay, Wisconsin. 


Central Iowa Awards 
Graduate Fellowship 


The Purchasing Agents Asso- 
ciation of Central Iowa recently 
presented a graduate fellowship 
award, valued at $2500, to Jerry 
Douthitt of Marshall, Missouri. 
The award is co-sponsored by 
Drake University in Des Moines. 
Mr. Douthitt graduated from Mis- 
souri Valley College, and will 
begin work on his Master’s Degree 
at Drake University. 

Almost 500 purchasing agents 
and guests of the Association 
turned out for the annual Buy- 
Sell Outing. General Chairman 
Don Balvin, Lennox Industries, 
was on hand with his committee 
at 6:30 a.m. to see the first four- 
some tee off at the Hyperion 
Country Club. 

The early starters were: Bud 
Bailey, Western Brass; Al Acoff 
Permasol Tape Company; Dean 
Cline, Cline Tool Company; and 
Don Foster, Midwest Metal 
Stamping Company. 


“Let's get cracking, Radley: you got 
off the bus 20 minutes ago!” 





consistent 
quality 


Consistent Quality stainless steel takes 
the guesswork out of any production 
operation. Tooling set-ups become 
standard. Rejects and reworking are re- 
duced. Your plant and your product 
move smoothly. 


J&L consistent quality stainless steel is 
as near as your telephone... 


Call Western Union by number, 
ask for Operator 25 


Western Union Operator 25 will give 
you the name of your nearest J&L stain- 
less steel distributor. You'll find that he 
can further reduce your costs-of using 
stainless steel by providing a complete 
selection of materials. He can save you 
the capital investment required to main- 
tain long term inventories. He can pro- 
vide a wide variety of preproduction 
services, and reduce your overhead for 
stocking, handling, accounting and 
obsolescence. 


Your J&L distributor can provide you 
with the consistent quality stainless steel 
you need, as you need it, when you need 
it. He can serve you better because 
J&L serves him better. J&L’s own staff 
of technical specialists and metallurgists 
are at the call of your J&L distributor 
to give you the technical assistance, 
even advanced research, you may need. 


For better production and better serv- 


ice, call your J&L distributor—call 
Western Union Operator 25, today. 


J&l-a leading producer of stainless stee/ and 
precision cold rolled strip steels. 


STAINLESS 


SHEET-+STRIP+>BAR - WIRE 
For More Information about ad on facing page 
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consistent quality 
production 
Henends on 
consistent quality 
stainless 

2 











a 


-f- Call Western Union by number-ask for Operator 25 
for the nearest source of Consistent Quality Jel Stainless Steel 


Jones & Laughlin Steel Corporation - STAINLESS and STRIP DIVISION - DETROIT 34 


a 


your product, chances are Continental has the right steel con- 


r you. And while steel containers may look alike, only Continental E CONTINENTAL 


time-tested experience that leads to perfection in all aspects of 


kaging. 
, this experience means consistently superior containers...excit- Eastern Division: 100 East 42nd St.. New York 17 
Central Division: 135 So. La Salle St.. Chicago 3 


raphy...a dependable source of supply...research facilities Penile Bietslon: Resse Gatiding, fen Prencicen 4 
» none... fa mous Continental service. Canadian Division: 790 Bay Street. Toronto 1 
Cuban Office: Apartado 1709, Havana 


the pail you need, call Continental today. 


CAN COMPANY 
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SEAMLESS Ne O WV nv 
2 = Mowest 
makes 


BOTH! 


The world's most 
complete line of 
welding fittings...for 
maximum flexibility 
in piping design 


SOLD THROUGH eet ON ae 
STOCKING DISTRIBUTORS i >) ves south aa 
FROM COAST TO COAST 
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Florida P.A.’s Carry 
Viessage To Other Groups 


members of the Purchas- 
nts Association of Florida 

presented a panel dis- 

yn the subject “Govern- 
Purchasing.” The occasion 
demonstration was the an- 
of the Florida 
ion of County Finance 


nvention 


panel handled four impor- 
of the purchasing 
with Ralph R. Siller, ex- 
ecretary, State Purchas- 
mmission serving as mod- 


nases 


unelists and their topics 
W. Sanderson, Jr., Palm 
County, “Specifications— 
Bids”; Walter H. Nor- 
Orlando Utilities Commis- 
Ut'lities”; Fred A. 
3roward County, “Co- 
Purchasing”; and M. C. 
, Pinellas County, “Pub- 


tions 


Public 


Chicago Association Plans 
2-Day Seminar for P.A.’s 


The Fourth Annual Purchasing 
Workshop under the joint spon- 
sorship of the professional devel- 
opment committee of the Pur- 
chasing Agents Association of 
Chicago and the Department of 
Business and Economics of the 
Illinois Institute of Technology is 
planned for October 18 and 19. 


Comprehensive Program 


Chairman Aldan F. O’Hearn of 
the Chicago Board of Education 
and his committee will bring to 
the conference an unusually gift- 
ed and talented group of speakers. 
S. H. Mesha, purchasing agent, 
Arnold, Schwinn and Company 
will open the two-day program 
with the topic “Problems and 
Profits in Foreign Buying.” 

Luncheon speaker during the 
first day will be J. Theodore Wolf- 
son, president, Maremont Inter- 
national Corp. His topic “Market- 
place Unlimited: Boundless Op- 
portunities” will explain to pur- 
chesing agents the meaning of an 
expanding Port of Chicago. 


The afternoon workshop is de- 
voted to personal development of 
the purchasing agent. Dr. C. Gil- 
bert Wrenn, project director of 
the American Personnel and Guid- 
ance Association, will talk on 
“Improving Your Human Rela- 
tions.” 

Materials management, the eco- 
nomic situation and outlook and 
purchasing problems of smaller 
companies will occupy the second 
and final day of the conference. 
William B. Stillwell, ass‘stant di- 
rector, Management Institute of 
the University of Wisconsin, will 
discuss the emphasis now being 
placed on materials management. 

Dr. Ezra Solomon, University of 
Chicago, will handle economics 
with the last topic to be covered 
by a four-man panel. R. L. Krue- 
ger, Goodman Manufacturing Co., 
on “Mill vs. Warehouse Steel 
Buying”; P. V. Hoppel, Lighting 
Products, Inc., has the topic 
“Training”; Arlo E. Carney, 
Belden Manufacturing Co., will 
discuss “Maintenance Supply 
Buying”; and Rex M. Thompson, 
Automatic Transportation Co., 
“Standardization.” 





Let NAGEL-CHASE 
Supply Your V-Belt Pulleys! 


@ Single Groove, FHP 
® Strong, Welded, Pressed Steel 


@ Light Weight 


Lather - Fragrance - Safety 


§ emiom antiseptic liquid soap 


@ Wide Range of Standard Sizes 


@ 2.4” to 12” PD for “A” and 
“B” Section V-Belts 


| @ "to 1” Bore 


Balmesepee’ 


For washroom and shower 


Contains Hexachlorophene 

| Original equipment manufacturers 
whose products incorporate V-Belt 
Pulleys can make substantial produc- 
tion savings by obtaining them from 
Nagel-Chase. Specialists in the pro- 
duction of fractional HP pulleys, 
Nagel-Chase has the tools and pro- 
duction facilities for a wide variety 
of standard sizes. With this elimina- 
tion of tool costs and the release of 
production facilities for other com- 
ponents, manufacturers find the use 
of Nagel-Chase pulleys cuts produc- 
tion costs. 


Clear, brilliant Balmaseptic rubs up quickly into 
handfuls of fragrant lather. Cleanses energetically, 
yet does not irritate the skin—does not chap. — 
Regular use keeps the hands surgically clean: the 
HEXachlorophene~ puts the HEX on bacteria. 
Balmaseptic dispenses neatly — stores perfectly: 
does not turn cloudy or rancid, regardless of climate. 
Exceeds forthcoming U.S.P. Specifications : 

for Hexachlorophene liquid soap 


Write for complete details and specifications 


‘/4e NAGEL-CHASE MFG. CO. 


2821 No. Ashland Ave., Chicago, Ill. 
nformation Write No. 257 on Place Mark Card—Page 32 


For free sanitary survey 
of your premises ask 


your Dolge service man et Conmentneur 
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DIRECT BEARING — Carton identification 


; tly and cumb til McQuay- 
what you can do with ap cate at eens Seer 
labels. Stocks were reduced from 40 to 9 


basic label sizes... application time was 
cut 65% ...and the auto parts company 


had a tight-gripping label that provided 
clear information quickly. 


Pressure-Sensitive 











GLOWING REPORT — The Lustra 
Corp. of America provides an 
unconditional guarantee of life 
expectancy on each fluorescent 
tube and light bulb. Avery self- 
adhesive labels applied at the 
end of the tubes over the metal 
contact pins spell out this guaran- 
teed period neatly and plainly. 





CUT costs 
REDUCE inventories 
UNIFY packaging stocks 


WORTH 1000 WORDS —Remington Rand 
uses miniature self-adhesive line cuts to 
illustrate planning layouts effectively. 
UNIVAC salesmen in 100 offices rely on 
these handy Avery labels to show customers 
the operating procedures of the company’s 
Data Automation System. Remington Rand 
salesmen like it... customers do too. 





AVERY LABEL COMPANY, Div. 130 


117 Liberty St., New York 6 ¢ 608 S. Dearborn St., Chicago 5 
¢ 1616 S. California Ave., Monrovia, California 


( Please send me further details on how Avery Labels can 
save me time and money. 
(0 Please have your sales representative call soon. 
a . a : 7 
ee Address_ 
a dif ferenct 


City _Ione etiiineianiice’ a 


A 
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Bren at 


It is part of Bridgeport policy that salesmen have open-door access directly 
back to the production or technical service men who have the answers. The 
result is a sales service refreshingly free of “big company inertia”, and 
Bridgeport customers like it. They benefit from fast, effective response to 
the routine or special problems that may arise. 


Behind this service is a company with 95 years of metals experience where 
specifications and quality are prime and volume secondary. The same atti- 
tude applies to aluminum by Bridgeport. You will know it from the inch- 
to-inch and shipment-to-shipment uniformity of Bridgeport Aluminum 
Sheet. Why not contact your local Bridgeport Sales Office now? 


Bridgeport offers quick service nationwide. Aluminum plants at Riverside, California and Warren, 
Ohio are supplemented by stocks at Bridgeport’s local metal centers. Your Bridgeport salesman, 
well experienced with aluminum, copper and brass, can help you select the metals and alloys that * 
mean easier machining, forming and fabrication — and better product performance. 


BRIDGEPORT BRASS COMPANY 


Specialists in Metals from Aluminum to Zirconium 











customers direct-line 


Alumi 


ee 





i i A 


COILED AND FLAT SHEET 


Non-heat-treatable alloys: 
1100, 3003, 3004, 5005, 5050, 
5052, 5357, 5457, 5557 
Widths: to 48 inches 

Gauges: 0.006 to 0.125 inches 


— Bridgeport 2, Connecticut 





Choice 


who compares... 


of the wise buyer 
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CM METEOR ELECTRIC WIRE ROPE 


HOIST % 


to 5 ton capacities — Compact, 


d design. Low headroom. Contin- 
juty motor with thermal overload pro- 


n for heavy duty service. 


earings and helical gears for 
0 volts at push button 
Hook suspension; plain, 
r motor driven trolley. 


) Sy 


HAND OR ELECTRIC 
CHAIN OR WIRE ROPE 
“ makes them all! So 
» choose a hoist that’s 
ectly suited to your 
needs in a compact, 
1 and safe CM design. 
CM TROLLEYS AND CRANES 


3 


Precision 
long life. 


CM LODESTAR ELECTRIC CHAIN HOIST—\% to 2 ton capac- 
ities —First truly heavy duty version of small electric hoist. 4 ton 
model weighs only 51 Ibs. Heavy duty self-adjusting brake, plus 
exclusive regenerative electrical braking. Upper-lower safety 
limit switches. CM-Alloy load chain. Single and three phase. 


CM CYCLONE Hand Chain 
Hoist —\4 to 10 ton capacities 
—Easy to carry. One ton model 
weighs only 36 pounds. Made 
of tough aluminum alloy. CM- 
Alloy load chain. High effici- 
ency. Lifetime lubrication. 


CM PULLER —“The One Man 
Gang”— &% to 6 ton capacities 
—Lifts or pulls at any angle. 
Lever handle operation Auto- 
matic load brake holds at any 
point. % ton model weighs only 
13 pounds and fits in a tool box. 


CM-Alloy load chain. 











v 


@ FOR OVER 75 YEARS, Chisholm-Moore has 
offered hoist buyers the newest and most efficient 
designs, the most rugged construction, and the great- 
est number of valuable operating and safety fea- 
tures. CM hoists operate with a very minimum of 
maintenance. They give years of satisfying service. 


Request catalog and name of local stocking distributor. 


HOISTS 


REGIONAL OFFICES: 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CORPORATION 


TONAWANDA, NEW YORK 
NEW YORK, CHICAGO, CLEVELAND 


In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
For More Information Write No. 261 on Place Mark Card—Page 32 
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Des Moines Product Show 
Opens On October 12 


Des Moines, Iowa, October 12 
and 13 at Veterans Memorial 
Aud'torium, will be the site of 
the Products Show sponsored by 
Purchasing Agents Association of 
Central Iowa. 

According to Chairman James 
M. Casey, about 140 companies 
from 21 states have reserved all 
but a few of the exhibit spaces. It 
is expected that by opening day 
the show will be a sellout. 

Attendance at the show is pre- 
dicted to reach around 20,000. This 
is the one event in Iowa and sur- 
rounding areas that gives manu- 
facturers an opportunity to dis- 
play their products in this mar- 
ket. 


N.LG.P. To Discuss 
Tie-Up With British Group 


The National Institute of Gov- 
ernmental Purchasing announced 
plans for the Fifteenth Annual 
Conference and Products Exhibit 
at Hotel Shoreham in Washing- 
ton, D. C. on October 23-26. 

In addition to an outstanding 
program, many special events are 
planned. These include presenta- 
tion of the N.I.G.P. Distinguished 
Service Award for the fifth time 
in sixteen years; announcement 
of details of the new Better Pur- 
chasing Awards; and action upon 
a proposed affiliation with the In- 
stitute of Public Supplies of Great 
Britain. 


BOLE 


“Now you're probably asking your- 
self ‘Why does he do that?!’.” 


For More Information about ad on facing page 
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efficient maternal handling equip-— 
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DA: a respected name,and — 
jorous force in aluminum 






When buying aluminum for your product . 1 
PIG - INGOT + SHEET + PLATE + TUBE 


+ PIPE» ROD - BAR « EXTRUSIONS + 
PLAIN AND LAMINATED FOIL 


check with... 


“ANACONDA 
ALUMINUM 





= 
ANACONDA ALUMINUM COMPANY + GENERAL OFFICES, LOVISVILLE 1, KENTUCKY 


CORDLEY COOLERS 


Better Built 
Better Guaranty 
Better Buy 
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CORDWALL 
off the floor, 
on the wall. 


BUBBLER 
models — 
3 to 27 G.P.H. 


REFRIGERATOR 
bubbler and 
bottle models — 
= also hot and cold. 
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REMOTE © 
r hollow walls, | 
other models. 


p 


A Medel For Every Need. 
Send for catalog. 


( Sordley ) = 


CORDLEY &@ HAYES 
443 Park Avenue South, New York 16, N.Y. 


For More Information Write No. 263 
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News 


Fringe Benefits Average 
23% of Payrolls 


Employer payments for fringe 
benefits last year averaged 22.8% 
of payrolls or $1132 per full-time 
employee. 

Included among the fringe 
benefits, says the Chamber of 
Commerce of the United States, 
were: 

@ Pensions, insurance, and 
other agreed-upon payments 
—7.2% 

Vacations, holidays, sick 
leave, and other time not 
worked—7.2% 

@ Legally required payments 
for social security, workmen’s 
compensations, ete.—4.2% 

@ Paid rest periods, lunch pe- 
riods, etc.—2.4% 

®Profit-sharing payments, bo- 
nuses, ete.—1.8% 

Industry averages varied wide- 
ly, the Chamber reports. Banks, 
finance, and trust companies paid 
31.7%; the petroleum industry, 
28.3%; pulp, paper, lumber, and 
furniture, 18.8%; and _ hotels, 
13.8%. 

Copies of a 36-page report, 
Fringe Benefits 1959, are avail- 
able from the Economic Research 
Department of the Chamber, 
Washington 6, D.C. One to four 
copies are $1 each, 5-49 copies 
are 75 cents each, and 50 copies 
or more are 50 cents each. 


73 Million in Labor 
Force in Next Decade 


By 1970, 13.5 million workers 
will have been added to our pres- 
ent labor force of 73 million, says 
Standard & Poor’s. This would be 
a 50% hike over the number of 
workers added during the 1950’s. 

Accompanying this large in- 
crease will be major changes in 
the composition of the manpower 
reserve. Reason: the very low 
birth rates in the 1930’s, followed 
by the large upturn in births 
during the 1940’s. 

Nearly half the gain will be 
among employees under 25, while 
another 20% will be in the 45 and 
over age group. The 25-34 age 
bracket will increase only 12%. 


In the 35-44 group—where we 
normally draw a substantial pro- 
portion of our higher level per- 
sonnel—a slight decrease is in- 
dicated. 

Among the other trends that 
Standard & Poor’s foresees are: 

(1) A 25% rise in the number 
of women workers by 1970. 

(2) A 15% increase in the 
number of men workers during 
the same period. 

(3) A 30% hike in the num- 
ber of part-time workers—prin- 
cipally young people still in school 
and women with home responsi- 
bilities. 


Industrial Supply Index 
Declines 3% in July 


New orders for industrial sup- 
plies and machinery declined 3% 
in July from the previous month - 
pushing the new order index of 
the American Supply & Ma- 
chinery Manufacturers’ Associa- 
tion down six points to 191 (July 
1948—100). This index has drop- 
ped steadily since hitting a high 
of 221 in March, 1959. 


Collective Bargaining 
Elections Set Record 


A rise in employee collective 
bargaining elections to an eight- 
year high in fiscal 1960 was re- 
ported by the National Labor 
Relations Board. 

The NLRB conducted 6380 elec- 
tions during the fiscal year. In 
the April-June quarter, 1839 elec- 
tions were held—also the highest 
for any quarter since the same 
three-month period in fiscal 1952. 

These elections are held in 
order to determine whether em- 
ployees will or will not be rep- 
resented by a labor organization 
in collective bargaining. Unions 
won 58.6% of the elections in the 
fiscal year. 

In addition, the five-member 
Board issued 766 decisions in un- 
fair labor practice and represen- 
tation cases during the quarter— 
a rate of nearly 12 per working 
day. The 182 rulings in unfair 
labor practice cases was the great- 
est quarterly total in this category 
since the Taft-Hartley Manage- 
ment Relations Act became law 
in 1947. 
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“We use Keystone MB Spring Wire because we 
know our spring coils will meet rigid specifica- 
tions. That is the secret of the success of our 
solderless wire connectors,” says Paul Cherry, 
Plant Superintendent of Ideal Industries, Inc., at 
the Petersburg, Illinois, plant. 

Ideal Industries were the original designers 
and manufacturers of wire connectors for electric 
wiring in appliances and home construction. Their 
“Wire-Nut’* connector with a copper-coated 
conical spring, securely contained in a plastic 
cone, is the standard for electrical contractors 
the world over. 

Ideal, a major supplier to world markets, 
emphasizes quality control by continuous inspec- 
tion of their tiny wire spring coils. 


SPECIFIES 
KEYSTONE WIRE 


FOR 
WIRE CORNECTORS 


Keystone’s metallurgical and research engi- 
neers worked closely with Ideal Industries, Inc., 
to develop a special MB Spring Wire for its 
product. Close diameter tolerance, uniform tem- 
per throughout the coil, special surface for copper 
and cadmium plating and lubricant qualities for 
high-speed production were the results of this 
research effort. 

Delivery is made in moisture-proof fiber 
drums for protection of plating quality finish 
during shipment or storage. 

Take a cue from Ideal Industries and let 
Keystone solve your wire problems. Call your 

Keystone Wire Representative soon or write us 
for details; we will be pleased to help you. 
Keystone Steel & Wire Company, Peoria 7, Illinois 


KEYSTONE 


= 


| Vz 


== 
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WIRE FOR INDUSTRY 


"Reg. TM Ideal Industries, Inc 
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High breakage in rock drill chucks machined from steel bars. 


SOLUTION: 


AmForge developed a forged chuck with a pierced, hexagon 
hole. Tolerances in the hole were close enough to eliminate 
machining yet allow friction fit of the drill bits. $1.80 ma- 
chining cost per chuck was saved. The need for a new ma- 
chine tool was eliminated. This forged chuck reduced break- 
age, saved down time, cut production costs. 

If you have a similar problem part, consult AmForge. 
Write for our new brochure or the name of your AmForge 
Sales Engineer. 


Remember: your problems...our challenge! 


a division of American Brake Shoe 

Company, 1220 West 119th Street, 

Chicago 43, Illinois. Two plants in 

Chicago, one in Azusa, California. 
DIVISION 
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WHEN IT’S A VITAL PART, DESIGN IT TO BE FERCEG: 
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As the first stage of a five-mil- 
lion dollar expansion program, the 
Adhesive Product Corp., New 
York, N. Y. has announced the 
construction of a 23,000 square 
foot steel and concrete addition 
to the present plant. When com- 
pleted, the plant will produce 
Visopox, a new polymer which 
incorporates features of rubber, 
epoxy resins and polyvinyl ace- 
tate. 

The second phase in the expan- 
sion program will be construction 
of an additional forty-six thou- 
sand square foot plant, scheduled 
to get underway early next year. 

This year marks the celebration 
of Adhesive Products’ 65th year 
as a producer of latex cements, 
rubber cements, impregnating 
compounds, molding latex, and 
industrial coatings and sealing 
compounds. The company started 
in 1895 as The New York Rubber 
Cement Company. 


Hartman Metal Fabricators, 
Inc., formerly of Rochester, have 
moved into new, larger, and 
more modern quarters in Water- 
loo, N. Y. The new plant more 
than doubles Hartman’s produc- 
tion space and capacity. General 
offices have also been moved to 
the new location. 

Hartman manufactures indus- 
trial and warehouse storage racks, 
power dock levelers, and a com- 
plete line of portable lift trucks. 


Fox Specialty Co., Inc., of Low- 
ell, Mass., has announced its en- 
trance into the field of injection 
molded plastics. Initial action was 
begun early this year and the firm 
is now equipped with modern 
molding machines. 

Organized thirty years ago un- 
der the name, The Fox Edge 
Company, Inc., the firm began an 
expansion in 1950. It developed 
patented spring and frame edg- 
ings which are used throughout 
the furniture industry, and de- 
veloped paper seaming cords, 
braided cellulose cords. The com- 
pany is the nation’s second largest 
producer of nylon parachute 
cords. 
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1 The purchasing man in history... -scotcH" sRAND TAPES 
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(r] WHEN CAN TH cemees ), 
: L 
Sen On THAT NEW LOOK! ENGINEERING SAYS 


WOULD LOOK MORTAR YOU'RE TH WHOLE THING WILL WEIGH 
ore nono pen USING 2 6 MILLION TONS! How LONG OO 
parbann READ WEAR ; we YOU THINK THAT WILL STAND 
THE we, eae! a WITH ONLY A SAND BASE? 
i : 


WITH AN ORDER 
of 2 MILLION 
ESTONE BLOCKS 
5 FUNNY YOUR 
PLIER CAN'T 
»/ GIVE US A 
a. ~BETTER 
price! 


LOOK LIKE A 
PRESCRIPTION! 


THE WHIPS FOR < 
BEATING THE SLAVES AREN'T 
STRONG ENOUGH - WE 
YOU SHOULD HAVE SEEN 

TH SURVEYORS MAP...1T ¢ 

HAD LOWER EGYPT AT THE 

TOP AND UPPER EGYPT 
AT THE BOTTOM / 


Ja’ ™ 


CHEOPS BUILDS the 
GREAT PYRAMID 


2900 8... (MORE OR LESS) r) 
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Don't make hard work out of tape buying... 


Relax and be sure by always specifying “SCOTCH” Brand Pres- 
wanes @ chee ‘St pm ates. O Sek arp made: etter fn When tape costs so /ittle, why take /ess than 
“SCOTCH” Brand Tapes give you consistently top quality roll 


after roll. And with “SCOTCH” Brand Tapes you avoid inventory SCOTCH BRa D 
expenses. They are stocked nationally in “fresh’’ supply by a 


coast-to-coast network of the leading and most reliable distribu- 
tors . . . one of whom is nearby to serve you. 

For complete information on the many kinds of “SCOTCH” z 
Tapes and their uses, contact your nearest distributor or write: abaiey tn Pike Gamuan. Geb Tone 60. Gantity aimuebe Simeaeee 
3M Co., 900 Bush Ave., St. Paul 6, Minn. Dept. 1AM-90. 


Pressure Sensitive Tapes 


Miiamesora Minsine AND Mianvracrunine COMPANY 


- ++ WHERE RESEARCH IS THE KEY TO TOMORROW 
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GOWN BY FON TAYNE STAINLESS 
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stainless from creative Crucible 


Stainless fianmwa 


Crucible stainless steel pos- 
sesses its own beauty —a fin- 
ish that is truly lustrous and 
gleaming. This finish is pro- 
duced on the most modern 
mill equipment, by Crucible 
craftsmen, to exact process- 
ing specifications. 

Add the beauty of Crucible 
stainless to your products — 
to reflect your products’ qual- 
ity. For samples of this re- 
markably fine finish — and 
engineering services that 
match it — call or write the 
nearest of Crucible’s 35 local 


steel service centers. 
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Stainless Steel 





masCRUCIBLE STEEL COMPANY OF AMERICA, Baum 
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industry 


faylor Fibre Co., Norristown, 
Pa., manufacturers of laminated 
and vulcanized fibre, is 

ng Dytronics Inc., Roch- 

ster, Mich., manufacturers of die- 
| circuits for electrical and 
applications. Taylor Fi- 

ll operate Dytronics as a 

ry at its present location— 

. Street, Rochester—with 

ent officers and employees. 

are also underway to im- 

ly expand production fa- 

n the Rochester area, im- 

nd modernize production 

ent and intensify the com- 
esearch and development 


tion of Dytronics will 
then Taylor Fibre’s position 
$50,000,000 printed circuit 
Most printed circuits are 
etching copper-clad lam- 
plastics, and for years Tay- 
e has manufactured cop- 
d laminate sheets for this 
e. It plans to continue as a 
supplier of copper-clad 
but in addition will 


now be able to offer industry die- 
stamped circuits through its new 
subsidiary. The die-stamped cir- 
cuits are made by embossing ad- 
hesive coated copper on the lami- 
nated plastic base. 

Dytronics is the first company 
purchased by Taylor Fibre Co. as 
part of a planned diversification 
program directed toward the pro- 
duction and sale of more end- 
products using laminated plastics 
and vulcanized fibre. 


Hitemp Wires, Inc., organized 
in 1951, manufactures insulated 
wires and cables for high temper- 
atures. Its products are used pri- 
marily in guided missiles, elec- 
tronics and business machines. It 
has plants in Westbury, Long 
Island and Monrovia, Calif., and 
employs about 300. 

After the merger Hitemp will 
operate as a division of Simplex. 
The merger will enable Simplex 
to broaden its line of products and 
to participate in a section of the 
wire and cable industry which in 
recent years has expanded at a 
high rate. 





SPECIAL . RIVETS 


like some of the samples shown 


here... 


or the more commonly 


used tubular and split rivets . 
they’re all alike to the American 
Rivet Co, And f° aya to own 


special brand 

service that gets you what you 
want when you want it. 

THE AMERICAN RIVET CO., Inc. 
849 N. Kedzie Ave., Chicago 51, Ill. 





of quality and 


Write for price list. For 
specials, send specifications 
for prices. 





BUY AMERICAN Tibular and Oplit RIVETS 
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All-State Engineering Co., Inc., 
Milwaukee 18, Wis., has pur- 
chased the Industrial Crane & 
Hoist Division of Borg-Warner 
Corp., Chicago. 

The Borg-Warner operation, 
which employed approximately 80 
people, is being moved to Mil- 
waukee where All-State has built 
an addition to its present plant to 
handle the expansion. Some of 
the personnel have joined All- 
State in Milwaukee. 

The company manufactures 
stacker cranes, overhead travel- 
ing cranes, jib cranes, gantrys 
and runways. 


Ground has béen broken for 
a $4,000,000 Radio Corporation of 
America electronic data process- 
ing equipment manufacturing 
plant on a 100-acre plot in Palm 
Beach Gardens, a new city five 
miles north of Palm Beach. The 
plant is expected to be in opera- 
tion by January, 1961. 

The new plant, which will sup- 
plement office, engineering and 
manufacturing facilities in Cam- 
den, N. J. will employ several 
hundred employees to manufac- 
ture the RCA 301 electronic com- 
puter system. 

The complex of one-story build- 
ings, comprising administrative, 
engineering, manufacturing and 
warehousing operations, along 
with a cafeteria for employees, 
will occupy 180,000 square feet. 
A lake in front of the administra- 
tion building will provide water 
for fire prevention, thus eliminat- 
ing the need for water towers. 
Walkways around the exterior of 
the buildings will afford protec- 
tion from sun and rain as em- 
ployees move from building to 
building. 


Simplex Wire & Cable Co. of 
Cambridge, Mass. and Hitemp 
Wires, Inc. of Westbury, Long 
Island will merge. Simplex has 
been a manufacturer of insulated 
wires and cables for power trans- 
mission, communication, control 
and signaling purposes since 1885. 
Its main plant is in Cambridge, 
Mass. with a submarine cable divi- 
sion in Newington, N. H. It em- 
ploys about 1500. 
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Gates 
Speed-Flex Belt 


IS guaranteed to outwear 
any other high speed 
flat belt 


% 
Guaranteed with this 
MONEY-BACK OFFER 


Put a Gates Speed-Flex Belt on the toughest 
high speed flat belt drive you have. And, if it 
doesn’t outwear any other belt you have used 
on that machine, the amount you paid for the 
Speed-Flex belt will be refunded in full. 


Figure 1 shows the tightly interlaced cords in woven and braided 
belts. High-speed flexing of belts with this construction results in 
internal friction, and the belts actually saw themselves to pieces. 


This sawing action cannot occur in Gates Speed-Flex Belts. 
As Figure 2 shows, a top layer of strong, load-carrying cords is per- 
manently bonded te a bottom layer of cross cords, which serve as 
a high-traction tread. Each cord is separated from every other cord 
by oil-resistant rubber so that no internal friction is possible. 


FIG. 1 


In ordinary woven and braided 
belts, a sawing action between 
cords reduces belt life. 
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Gates Speed-Flex construction has 
no wear of cord against cord—lasts 
up to 5 times longer. 


This unique Gates construction increases belt life 
cuts belt costs... reduces machine down time. 


It will pay you to put Gates Speed-Flex Belts to work for you 
right away. Take advantage of the Gates money-back offer. Simply 
call your local Gates Industrial Distributor — or write directly to: 


The Gates Rubber Company Sales Division, Inc. Denver 17, Colorado 


Gates Speed-Fiex Belts 


TPA 880 The Mark of Specialized Research 
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Bearings, Inc. engineers will upgrade 
your equipment - eliminate early bearing failures! 


nal bearings on the pinion drive of this corru- We solved this bearing problem (as we have solved count- 
ichine had an average life of only three months. less others) because we are authorized distributors for all 
mer had been advised that only a complete engi- nationally-known makes of bearings. We know the charac- 
hange of machine drive would solve the problem. teristics of each type of bearing and our recommendations 
neers refused to accept this verdict and after are backed by many years of experience. 


earch found a standard, double row, roller bearing When you need bearings for any purpose, call the branch 
a standard adaptor, would fill all dimension nearest you. We have the most extensive, the most com- 
nts and give the radial capacity necessary for plete stock of bearings and bearing accessories in the 
ree operation. world ready to serve you. 


e@ bearing service BEARI NGS. INC. 


in the North > DELAWARE: Wilmington * ILLINOIS: Neiman Bearings Co., E. St. Lovis * INDIANA: Ft. Wayne © Indianapolis * Muncie 
Terre Havte * MARYLAND: Baltimore * MISSOURI: Neiman Bearings Co., St. Lovis * NEW JERSEY: Camden ¢ Newark 
1 NEW YORK: Balanrol Corp., Buffalo * Niagara Falls * OH1O: Akron * Canton * Cincinnati * Cleveland * Columbus * Dayton + Elyria * Hamilton 
anc , A , , 
Lima * Lockland * Mansfield « Painesville * Toledo * Youngstown * Zanesville » PENNSYLVANIA: Erie + Johnstown * Philadelphia * Pittsburgh « York 
WEST VIRGINIA: Charleston * Huntington * Parkersburg * Wheeling 


in the South> Dix Ls BEARI NGS. INC. 


ARKANSAS: Little Rock * FLORIDA: Jacksonville * GEORGIA: Atlente * KENTUCKY: Louisville > LOUISIANA: Baton Rouge 
New Orleans * N. CAROLINA: Charlotte * Greensboro» $. CAROLINA: Greenville » TENNESSEE: Chottanooga Kingsport Knoxville 
Memphis * Nashville « VIRGINIA: Norfolk + Richmond * Roanoke 
For More Information Write No. 272 on Place Mark Card—Page 32 
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Purchasing Agents everywhere confirm the 


OK in OaKite 


when they look for around-the-clock cleaning service 


At any hour of the day .. . or if neces - 
sary, any hour of the night .. . the 
Oakite man lends a hand, when demon- 
strating a better method of cleaning. 
Tonight, an automotive specialist may 
be instructing a crew on the proper use 
of the Oakite Foam-Spray Unit designed 
to cut truck-washing costs. Tomorrow, 
an expert on metal cleaning may be ap- 
plying his specialized experience in a 
machine shop, in a plating or painting 
department helping to solve a production 


cleaning ae gees Maybe yours. 

While he’s there, ask him about eco- 
nomizing with more effective cleaning 
materials ... more efficient mechanized 
methods. Ask him about results of latest 
cleaning research ... about the benefits 
of materials designed for the job. 

Whether you need day-and-night 
kind of service, or just information on 
cleaning... ASK OAKITE. 

Oakite Products, Inc., 54 Rector 
Street, New York 6, N. Y. 





* Aluminum Cleaners, Etchants 

* Cafeteria Sanitation 

* Coach Washing Compounds 

* Descalants; Derustants 

* Hot Tank Cleaners 

* Paint Strippers 

* Prepaint Phosphate Treatment 

* Steam-Detergent Cleaning Guns 


* Electrocleaners 





IT’S GOOD PURCHASING POLICY TO ASK OAKITE ABOUT: 


* Barrel Finishing Compounds 
* Chemical Sterilization 
* Conversion Coatings 


* In-Place Cleaning Heat Exchangers 
* Plant Maintenance Cleaning 

* Spray Booth Maintenance 

* other Mechanized Cleaning Methods 


OAKITE 
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Ayears’ leadership in industrial cleaning 


Blanket Orders 
ntinued from page 83) 
for a midwestern chem- 
any analyzed the amount 


levoted to purchases of 
His survey showed that 


the effort devoted to. 


ion, paperwork and phys- 
lling was spent on 20,000 
tal of 50,000 parts. The 
point was that this 

; expended on parts, each 
less than $1, which rep- 
only 5% of the total 
all purchased materials 
In effect, 60% of their 
lepartmental labor was be- 
plied to only 5% of the 


rchases. 
Look to the Future 


ise of the low value per 
ocessing of purchase or- 
1s a sizeable portion of the 
Knowledge of such a sit- 
important, but this is 

» first step. A closer look 

» taken at the nature and 
materials used in produc- 
Judgment should be based 


nut only on past usage experience 
put also on present and future 
use. The factor of future potential 
is particularly important in a dy- 
namic industry where frequent 
engineering changes are made. 

Most important of all considera- 
tions, the following criteria should 
be applied: Administrative cost of 
processing purchase orders (which 
can be determined); volumes of 
usage (which can be forecast); 
extent of various price breaks; 
susceptibility to stockouts (which 
can result in higher costs). 

In the case of the chemical com- 
pany referred to, a further analy- 
sis was made of purchased parts, 
materials and supplies, using es- 
sentially the same judgment fac- 
tors and criteria outlined above. 
Examination disclosed a wide 
range of items adaptable to blank- 
et orders. 

Procurement was placed on a 
cyclical basis for those parts. In- 
dividual transactions now come 
up for review automatically and 
at regular intervals. This provides 
greater control of inventory and 
has brought about a better dis- 


tribution of paperwork volume. 

Price negotiations occur once, 
instead of many times a year, and 
requests for delivery of material 
are made easily by mail or tele- 
phone. As a result, this company 
has seen a sharp decline in pur- 
chasing department administrative 
costs. 

A comment frequently heard in 
industry is that there just are not 
enough salesmen to go around and 
not enough buyers with time to 
negotiate proverly. In overcoming 
this problem, the blanket order 
system is certainly worthwhile in- 
vestigating. In many industries it 
is well received—by both pur- 
chaser and vendor. > END 





DON'T MISS 
the opportunity to obtain 
a copy of the 1959 Value 
Analysis Issue (See p. 63) 
Only 50¢ Each 
SEND US YOUR ORDER 
TODAY 
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On Industrial Snips! /, 


j Se 


buy KLEENCUT 


loss from pil- 
nd replacement 
50% by using 
Kleencut Ad- 
Shears! T hey’re 
ed high 
t low cost. 





SAW 


HOLES 


Through 
Sheet or Plate! 


No.1 Hole Saw Kit 


LIST PRICE 
*G280 
F.O.B. Chicag 
Shipping Weight 
10 Lbs 





© Simple to set 

© Cannot slip out of adjustment 

© Reduces fatigue on 
production jobs 


A quick twist with coin or 
screwdriver will adjust blades 
so they cut cleanly and com- 
fortahly on a wide range of 
materials such as rubber, 
lastic and leather. Long 
andies give greater leverage. 
Ideal for production use in 
automotive, furniture, and 

‘ floor covering industries. 

: Guaranteed by ™ 

Good Housekeeping Order Deluxe Kleencut Indus- 

a trial Snips from your dis- 
tributor, or write Dept. 6A for 
details and prices. 


THE ACME SHEAR COMPANY 


') Jiele] i te) sae meee). Ly 
WORLD'S LARGEST MANUFACTURER OF SCISSORS AND SHEARS 


—<qit! Og Mien os 


. © 
45 sovearnse TAS 
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With a MARVEL No. 1 

Hole Saw Kit, you can save 

time and labor by sawing holes from 

34” to 2%”"diameter in sheet or plate, 

using an ordinary portable electric drill or a 

drill press. Saws to cut holes from 9/16” up to 6” dia. are 
available. MARVEL High-Speed-Edge Hole Saws are heavy 
duty tools, having a cutting edge of high speed steel welded 
to a tough alloy steel body to insure fast cutting and long 
service life. Arbors are heat treated, rugged, and practically 
indestructible. No. 1 Kit is complete with %4”, %”, 1%”, 136”. 
14%”, 154”, 2”, 2%”, 242” Saws with necessary Arbors. See your 
MARVEL Distributor, or write for Hole Saw Bulletin HS-475. 


ARMSTRONG BLUM MFG. CO. 
5700 W. Bloomingdale Avenue « Chicago 39, Illinois 
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“THIS RELAY 
| . WILL GIVE US 
: , 300 MILLION 
4 OPERATIONS, JOE” 






HERE’S WHY PaB TELEPHONE TYPE RELAYS GIVE YOU 
reliable performance over iong life 


> Heavy Duty Frame Bes ality costs ' ' ‘ 

Armature Pin Bearing shows ee, — Heany Duty Frame est of all, P&B quality costs no more. A whole 

only .0005" increase in clearance —— Eee stability, adds to new plant is being devoted to the production of 
after 300 million operations. = relay's sensitivity. . " 

: high performance telephone type relays. Your 

nearest P&B sales engineer will be happy to discuss 


your relay problems. Call him today. 


OFF THE SHELF DELIVERY of standard 
ushy Armetere Arm ‘ P&B relays at factory prices is available from your 


prevents sagging 
or bending. BS SERIES TELEPHONE TYPE local electronic parts distributor. Call him today 


for prototype, maintenance or short-run production 
quantities. See our complete catalog of standard 


; : relays in Radio Electronic Master. 
Measure the thickness of the BS series armature v 


arm. You will find the cross section area is greater 


— ‘ 
than ordinary relays of this type. Here is the kind ¢ 
of quality that spells dependability. if 
Observe that the stainless steel hinge pin runs , 


the full width (not just half) of the armature, pro- GS SERIES—Excellent sensi- LS SERIES—Medium coil relay TS SERIES—Short coil relay is 

oes ° P ° . tivity : 50 mw per movable arm with short springs and light available in AC and DC versions. 
viding optimum bearing surface. This pin, operat- minimum (DC). For applica- weight armature for fast Long life construction. Can be 
° p . “iy tions requiring many switch- action, reliability and long life. supplied (DC) with up to 20 
ing in a stainless steel sleeve, shows only minimal ing elements in small space. springs (10 per stack). 


wear during nearly a third of a billion operations. P&B STANDARD RELAYS ARE AVAILABLE AT YOUR LOCAL ELECTRONIC PARTS DISTRIBUTOR 


G@) POTTER & BRUMFIELD 


DIVISION OF AMERICAN MACHINE & FOUNDRY COMPANY, PRINCETON, INDIANA 
IN CANADA: POTTER & BRUMFIELD CANADA LTD., GUELPH, ONTARIO 


New, High Capacity Vans Move High Value 
Items with Softer Air-Cushioned Ride 


Greater Accessibility for forklift 
handling at both side and rear 

..» flexible double-decking 
advantages as shown in top photo. 


Recommended 








@ You can count on trouble-free moving for any high value equipment you make. Use 
of these specially designed vans offers maximum utility and protection no other carrier 
can give. 

Higher, wider doorways at side and rear make it easy to forklift bulky loads safely 
into the van. Tie-down rings in the floor, as well as in walls, make the securing of 
valuable articles a quick and easy operation. New-type tandem axles with air suspension 
soak up road shocks and cushion the ride. 

You also gain obvious advantages in time and costs saved by not having to pack 
or crate expensive equipment and exhibits. Careful Mayflower handling and padding 
provide the guarantee of safety you require. Scheduling and delivery is supervised by 
experienced moving men . . . backed by the reliable, world-wide organization of 
Mayflower, largest owner of moving equipment. 

You won’t know what satisfaction means until you first use Mayflower! 


AERO MAYFLOWER TRANSIT COMPANY, INC. + INDIANAPOLIS, INDIANA 
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Steiner Company Announces 


A New AUTOMATIC Towel Dispenser 


Here’s the first completely automatic paper towel dis- 
penser . . . the new Steiner Company Serva-Matic. 


All of towels used:1t has no buttons, cranks or levers. 
You don’t even have to tear off the towel. Just pull the 
exposed end of the towel. The dispenser automatically 
gives you one unfolded towel that’s ready to use. 


Adjustable control: You set the ad justable control to 
dispense towels at the rate you want . . . the best rate 
for your washroom traffic flow. Users take only the 


STEINER 


towels they need ... no grabbing a handful that isn’t 
needed or used and then thrown away. 


Cut towel costs 30%: No towels are wasted. Fewer 
manhours are needed to clean up washrooms. Less towel 
inventory is needed because your supply will last longer. 
It all adds up to savings of as much as 30% in towel 
costs. Employees and customers will like the ease and 
convenience of Steiner automatic paper towel dispensers. 
Two different grades of towels are available. Your 
supplier furnishes the dispenser . . . you pay only for 
the towels you use. For more information write to... 


STEINER COMPANY 


Dept. 60-4, 740 Rush Street + Chicago 11, Illinois 
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WHO FORGES THE TOUGH ONES? 


and dynamic balances them, too? 


further National Forge’s reputation for producing precise 
rgings, we've installed one of the largest, most accurate 
lynamic balancing machines in use. Our American-Trebel 
a 33,000-pound, 60-foot capacity. 
i eal on the machine is a 42 ft. propeller shaft that has 
been forged, machined, and hollow bored—all operations done 
our National Forge plant—NF specialists are shown bal- 
neing this gigantic 15,500 Ib. shaft. 
If you want one responsible source to produce and control 
the quality of your forgings... from melting and forging the 
eel through machining and dynamic balancing . . .« call 
ional Forge. Let us quote on your next job—and prove 
" * forges and dynamic balances the tough ones . . . best!”’ 
For information on the “tough” ones and the machinery that 
kes them best, write for Bulletin NF 1. 


NATIONAL FORGE COMPANY 


Irvine, Warren County, Pa- 


NF-59-04 B 
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Purchasing Responsibility 
in Small Company 
(Continued from page 95) 


want checked I'll ask the plant 
foreman or chief designer to come 
with me.” When it comes to the 
final commitment, however, Mc- 
Kay is in complete control—both 
in choice of vendors and for the 
quantity purchased. 

Another area where McKay’s 
efforts have had an important im- 
pact on Narda’s operations is in- 
ventory control. There were two 
main reasons behind McKay’s 
decision to set up a formal inven- 
tory control system: to help him 
run his department more smooth- 
ly and to gain lead time. “Stock 
started to run out more and more 
often,” he relates. “Items were 
needed in a rush and we couldn’t 
keep up. When you lose your 
lead time, you lose your bargain- 
ing power. Instead of looking for 
quality and price, you end up 
hunting for delivery.” 


Management Said "Go" 


Narda management quickly re- 
alized the need for improvement 
and gave McKay the green light. 
As he describes it laconically: “I 
decided we needed good inven- 
tory control. One day I sat down 
and dictated the procedure, de- 
signed the forms, called a meet- 
ing, and everyone said ‘Fine’ ”. 

With an inventory system 
based upon order points and trav- 
eling requisitions, McKay saves 
money in both operating costs 
and in the prices he pays. He 
sends out most orders by mail, 
having eliminated all but the 
most urgent telephone orders. He 
also has a chance to send out in- 
quiries more frequently. 

To simplify inspection proce- 
dures, McKay designed a rejec- 
tion form to be used by Narda’s 
quality control department. It is 
a small form, but when filled in, 
it enables him to go to a vendor 
with complete information about 
a reject. Besides listing the part 
number, order number, quantity 
rejected, and the reason, the form 
also indicates whether the rejec- 
tion was based upon 100% or 
sample inspection and what dis- 
position should be made of the 

(Please turn to page 204) 
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PHOTO ON ANSCOCHROME 


SPECIAL PROCESS ...General Aniline & Film Corporation’s new plant at 


Linden, N. J., went on stream last year. Built by Scientific Design Co., Inc., it produces 
ethylene oxide by direct air oxidation of ethylene, Scientific ‘ 

Design’s own efficient and economical process. The Aloyco Longer Lasting 

Stainless Steel Valves here (red hand wheels) were selected A LOYC ii 

for their design features and long life expectancy. On your VALVES 


next stainless steel valve job, why don’t you talk first to the 


’ 
‘ . 
“ Corrosive ** 


one company which specializes in high alloy valves exclusively. For further details 


about Aloyco Valves, write us at 1301 West Elizabeth Avenue, Linden, New Jersey. 9.5 


ALLOY STEEL PRODUCTS COMPANY 


Bostan - New York + Wilmington - Atlanta « Buffalo + Pittsburgh - Chicago - St. Lowis - San Francisco « Los Angeles 


4 
tiwet 








PURCHASING 
AGENT 





When the V-R man calls upon you, 
he calls in a spirit of friendliness and 
helpfulness. He is in a position to serve 
you ably. Perhaps at the moment you 
have no major problems in supplying 
your plant with cutting tool materials. 
Regardless, you undoubtedly are inter- 
ested in additional ideas that will bring 


about increased efficiency, improved 


When aman walks through your doorway... 


productivity, greater operating profits. 
Your V-R representative can do these 
things for you. We ask that you “put 
him on the team.”’ Armed with cemen- 
ted carbide, Tantung cast alloy and 
ceramic cutting tools--as well as tool- 
holders — he can make recommenda- 


tions that are exactly right for each job. 


CREATING THE METALS THAT SHAPE THE FUTURE 


VASCOLOY-RAMET 


882 MARKET STREET * WAUKEGAN, ILLINOIS 


CARBIDE — CERAMIC TANTUNG — TOOLHOLDERS — <> \ FACE MILL 
BLANKS, INSERTS — SOLID TOOL BITS, SOLID BASE 

INSERTS, | TRIANGULAR, 0 CUT-OFF BLADES, AND 7 

BRAZED SQUARE, fess TIPPED TOOLS, ‘ ELEVATOR 1 _\ \N | THROW-AWAY 
TOOLS ROUND , CAST-TO-FORM TYPE me (.g ~/ INSERTS 


For More Information Write No. 281 on Place Mark Card—Page 32 
PURCHASING 





Reduce your assembled costs | 
with new sg 
Spring-Flow’ 4 
packaging §& 


v 


... more efficient 
handling, storing, $ 
sorting, orienting, 
feeding, placing 

of springs for 

installation 


To production planners, Spring-Flow packaging opens 
up a world of possibilities for assembling A.S.C.-made 
springs, small stampings, and wire forms into your prod- 
ucts easier and faster. It solves many problems caused 
by intricate shapes, tangling, loss by spoilage; maintains 
critical tolerances, uniform quality; simplifies inventory 
control and storage. 


To learn how Spring-Flow may solve 
your problem, contact the nearest 
A.S.C. Division, or write for Spring- 
Flow booklet giving additional 
information. 


Associated Spring Corporation General Offices: Bristol, Connecticut 


Wallace Barnes Division, Bristol, Conn. and Syracuse, N. Y. Raymond Manufacturing Division, Corry, Penna. B-G-R Division, Plymouth and Ann Arbor, Mich. 
F. N. Manross and Sons Division, Bristol, Conn. Ohio Division, Dayton, Ohio Gibson Division, Mattoon, III. 

Dunbar Brothers Division, Bristol, Conn. Cleveland Sales Office, Cleveland, Ohio Milwaukee Division, Milwaukee, Wis. 

Wallace Barnes Steel Division, Bristol, Conn. Chicago Sales Office, Chicago, Ill. Seaboard Pacific Division, Gardena, Calif. 
Canadian Subsidiary: Wallace Barnes Co., Ltd., Hamilton, Ont. and Montreal, Que. Puerto Rican Subsidiary: Associated Spring of Puerto Rico, Inc., Carolina, P.R. 
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Protect Men On Hazardous Jobs ¢ > 


with 100% Dynel 


Acid & Caustic Resistant 
and Static- Free 


WORK CLOTHES 


Nationally famous CHEM-WEAR Sanfor- 
ized* work clothes repel acids, caustics 
and stains ... and do not support com- 
bustion. CHEM-WEAR has the durability 
of Dynel and the comfort of cotton. It will 
withstand many more repeated. launder- 
1gs, more rugged wear than work clothes 
of other fibres. Strongly stitched seams are 
acid and caustic resistant, too. 


WORK SHIRTS AND TROUSERS 


Have two-way sport collar, breast pocket, 
barrel cuffs. Trousers have large side and 
set-on hip pockets. Points of strain are 


bar-tacked. Full-cut, Mottled Grey. 


COVERALLS 


Reinforced fly fronts, 
easy action backs, gen- 
erous pockets. Strong- 
ly stitched waistband, 
bar-tacked at all points 
f strain. Mottled Grey. 


ALSO AVAILABLE 
HEM-WEAR Labora- 
y Coats and rugged, 
lear vinyl Work 
Aprons are also avail- 
ible 
hrinkage less than 1% 


_ Ma 














PERMANENTLY FLAMEPROOFED 








Work Clothes 


any hazardous job. 
rotects emplovees from the 
langer of flame or flash 
Reduces ac- 
ental burns. 
meproofing will 
t wash out after 
many  launderings 
nd cleanings. 


HOODED COVERALLS 


For Boiler 
Maintenance Men 


Protects body 
and clothes from 
soot. Completely 
covers from head 
to foot. Adjusta- 
ble wrists and 
ankles. Sanfor- 
ized* washable 
heavy blue den- 
im, with  two- 
way zipper front. 
Completely _rein- 
forced for craw!l- 
ing. 


INNER SUITS 


To be worn under coveralls 
for added comfort and pro- 
tection. 1-piece chambray with 
adjustable wrists and ankles. 





Write Today For /,; 
Free Catalog 


Work Clothing 
Custom-Designed 
to Meet Your Special Requirements 


\' a =e gt Be) ee), Pare 


PLANTS: ORANGE, CONN. & PROSPERITY, S.C. 


Mailing Address: 


P.O. BOX 1784, NEW HAVEN, CONN. 
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Purchasing Responsibility 
in Small Company 
(Continued from page 200) 


material. If any action is re- 
quired, McKay can immediately 
notify the vendor what has to be 
done, and negotiate the charges. 

Contributions such as_ these 
have paid off—not just in savings 
on purchases, but in reduced 
operating costs generally. But 
McKay realizes that there are 
still more problems to be solved. 
He isn’t happy about the many 
small orders he has to place, 
thinks that for what he buys, 40 
orders per day are too many. 
That’s the next problem area he’s 
going to look into. ® END 


How Ethical Can You 
Get? 
(Continued from page 75) 


chasing agent should not only 
educate, he should indoctrinate 
and even brainwash his staff as to 
the value of proper ethical be- 
havior in purchasing.” The fu- 
ture of the profession may well 
be influenced by the emphasis 
the P.A. puts on sound ethics 
when he indoctrinates new em- 
ployees. 

These clear and concise respon- 
sibilities are a good framework 
for a sensible code of ethics. But 
what appears so lucid in black 
and white became somewhat hazy 
when we applied it to the daily 
problems encountered by the 
purchasing agent. What, for ex- 
ample is the purchasing agent 
to do when faced with offers 
of casual luncheons and drinks 
from vendors? Thank you gifts 
of less than $10? An advertising 
gift of a box of apples, each 
wrapped in paper bearing the 
supplier’s name? Raffle gifts at a 
trade association dinner? 

In each of these situations, the 
purchasing agent can find him- 
self in conflict. If he follows close- 
ly the code of responsibilities 
above, he should reject any of 
these offers. To do otherwise 
might create suspicion. What may 
only be a casual drink with a 
vendor, can easily be miscon- 
strued by an outsider who sees 
only what he wants to see. And 

(Please turn to page 206) 
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Ship Shape Shops need HALLOWELL 


CABINET BENCHES 


Model 608-Basic Two adjustable Two shelves, sliding 
Bench shelves doors and lock 








Two shelves and Drawer tiers and Two shelves, sliding 
top shelf storage wall doors and drawer tier 





Electrical panel, Three 2-drawer tier Top shelf, shelves 
shelves and sliding doors units and sliding doors 


There isastandard HALLOWELL Cabinet Bench for 
every job. Drawers, doors, electrical panels or 
test panels, shelves and other interchangeable 
accessories give you what you need now—yet 
enable you to rearrange or add as work require- 
ments change. Built to last indefinitely. Ask 
your HALLOWELL distributor for full information, 
or mail coupon below. 





COLUMBIA-HALLOWELL Division SPS 
Jenkintown 31, Pa. 


Please send me the full line Hallowell Shop Equipment Catalog. 


NAME 





Please Print 


COMPANY. 





ADDRESS 





CITY STATE. 





—— ee 
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| 





COLUMBIA-HALLOWELL Division JENKINTOWN 31, PA. SPS WESTERN, SANTA ANA, CAL. 


where reliability replaces probability 
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How Ethical Can You 
i et ‘4 

mtinued from page 204) 
ot the acceptance of small 
and favors from a supplier 
ngthen a friendship that could 
nsciously influence the pur- 
agent in his negotiations? 
ersely, flatly turning down 
offers can lead to further 
blems. The purchasing agent 
eems to be admitting that 
be tempted by gifts, lunch- 
and drinks valued at less 
ten dollars. He also passes 
he advantages of close friend- 
\ friendly vendor can be 
iable source of information 
, great help in an emergency. 
, the purchasing agent may 
look foolish fighting what 
tandard business practice to- 


e are plenty of other ethi- 
roblems in purchasing re- 
ty for example, It is easy to 
why the conscientious pur- 
agent finds himself in 
nual personal conflict. But 
1 we resolve the difference 


between ethical responsibilities 
and practice? Perhaps the answer 
is not to establish a set of prin- 
ciples, but to create an atmosphere 
where questions of ethics need 
not arise. After my exposure to 
the practical side of purchasing 
ethics I suggest: 

(1) That a company require all 
its employees to maintain the 
highest ethical standards. To wink 
at the antics of others, while ex- 
pecting the purest of behavior 
on the part of the purchasing 
agent, is unfair and unwise. 

(2) That a company formulate 
a policy on gratuities, so that the 
purchasing agent has a yardstick 
by which he can measure his own 
ethical behavior. Some companies 
have sent letters to their vendors 
stating this policy. If worded care- 
fully, a letter of this kind will re- 
move some of the pressure from 
the purchasing agent. However, 
if it’s strict in tone and rigid in 
interpretation, the letter may put 
the purchasing agent on the de- 
fensive, as it casts suspicion upon 
the motives of his suppliers. 

(3) That the government no 


longer accept entertaining and 
gift-giving as tax-deductible 
items. This would help hasten the 
end of much wining, dining, and 
gift-giving. 

(4) That, the P.A. be given an 
adequate expense account so that 
he can pay his own way with 
suppliers. 

(5) That a company be con- 
sistent in its policy toward gift- 
giving and receiving. 

(6) That the purchasing agent 
makes it clear by word and ex- 
ample that he wants to maintain 
an honest relationship with all 
his suppliers and that he places 
great emphasis on proper ethical 
standards. 

If every company did these 
things the P.A. would find it 
easier to live with himself, his 
company, and his suppliers. He 
would operate in an atmosphere 
in which ethics would be en- 
couraged and strongly supported. 
Consequently, the purchasing 
agent would find it easier to car- 
ry out the lofty ethical respon- 
sibilities inherent in his job. 

> END 





Available NOW... 


FROM A NEW, RELIABLE SOURCE 


SIEMA 


KNOWN THROUGHOUT THE WORLD FOR 
DURABLE, EFFICIENT SERVICE 


EMAG ROLLER CHAINS—in both COTTERED and RIVETED 
es—are available promptly from Unitech Products, Inc. 
range from ¥%" to 22”... obtainable in single 

| multiple widths... special types to meet special needs. 


nag Roller Chains ore manufactured to ASA Standards, easily 

) their use in new equipment or as highly suitable replace- 

For complete information on the delivery and advantageous 
of these high-quality chains, write, wire, or phone today. 


UNITECH 424-4 G- 


50 CHURCH STREET 7 


ROLLER 
CHAINS 


WOrth 4-3365 


Motors. 


@ Other Models 


Induction. 





National Distributors for 


induction run, 





SIEMAG FEINMECHANISCHE WERKE GMBH duty. « 
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Type SN polyphase, High 
Torque, constant speed, con- 
tinuous duty, squirrel cage 


Type AN single phase, con- 
stant speed, repulsion start, 
continvous 


Custom Built... But 
INOT Custom Priced! 


Here is the most successful development in Air Cooled 
Reduces friction 75% —cuts power costs. 
Handles any power load emergency without damage 
to motor. Always cool running for continuous service 
in high temperatures. Squirrel cage induction, high 
torque, low starting current. Fully ball bearing and 
quiet’ rynning too. 


Yes, Electric POWER 
at its Money-Saving 
BEST — by VALLEY 


WRITE FOR DESCRIPTIVE LITERATURE 


VALLEY 


ELECTRIC CORPORATION 


t Park Blvd -« 
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POWELL 


giant in-stock 
valve supply 


for quick delivery 


t 
A 
Nana 


Powell maintains one of the largest in-stock supplies 
of bronze, iron, steel and corrosion resistant alloy 
valves in the world. So you can receive immediate 
valve delivery from Powell’s factories or your nearby 
distributor’s stocks and avoid costly operational 
delays or plant shutdowns. 


THE WM. POWELL COMPANY DEPENDABLE VALVES SINCE 1846 





For quick action, just pick up your phone and con- 
tact your local Powell Valve distributor or The Wm. 
Powell Company direct. With our 114 years of valve 
manufacturing experience, we can fill your valve 
needs and solve your valve problems! Let us hear 
from YOU—TODAY! 


CINCINNATI 22, oH10 world’s largest family of valves 





MEASURE 
YOURSELF 
ON 

THIS 
PROBLEM: 
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OO 
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‘‘Make it slide exactly O.025 inch 
... hold it securely ... do it at lowest cost’’ 


Stanley got the answer from a TRS man 


on the end of a steel tape rule must slide back 
xactly enough to offset the thickness of the 
1 taking outside or inside measurements. The 
iced by Stanley Tools of New Britain was 
sliding action in the hook, without making 


void the high cost of attaching the hook with 
ichine fasteners was the question put to a TRS 
trained in the PAR Process approach to assem- 
His answer saved 31% on fasteners and 8% 
t assembly time. 
istrated that the precision of standard TRS 
ted steel shoulder rivets would fully satisfy the 
1e job. Also, that the two rivets could be auto- 
d and set in one operation by a standard TRS 
ve riveter. 
ets flopped on this job. Stanley was quick to 
vy cost-cutting trick on to their English plant. 


They shipped a duplicate TRS riveter over and tried 
foreign-made rivets, but without success. Now, TRS 
rivets are used in the English operation. TRS has the 
equipment, skill and quality control to assure reliable 
precision. 


Nd 


How Precision Slide is Achieved — 


Precision-made shoulder rivets pass through oversize holes in 
rule hook and clinch to metal rule. Hook can slide back and 
forth by exactly the amount of excess diameter of holes in hook. 
The excess is equal to thickness of hook. 


When you call in a TRS Engineer, you get rivets that 
save you the high cost of trouble and rejects. And, you 
get the benefit of an uncommon ability to come up with 
cost-reducing answers . . . the PAR Process way of sim- 
plifying and making assembly more automatic. 


Don’t Buy Riveting Machines until you learn how the TRS PAR process revolutionizes riveting 


® 


TUBULAR RIVET & STUD COMPANY 


QUINCY 70, MASSACHUSETTS * TRS SALES OFFICES: Atlanta * Buffalo * Charlotte * Chicago 
Cleveland e Dallas « Detroit « Hartford « Indianapolis « Los Angeles « New York 
Philadelphia « Piitsfield « Quincy « St. Lovis « Seattle. WAREHOUSE IN CHICAGO 


See “Yellow Pages” for phone numbers. 


If it’s a Tubular Rivet TRS makes it...and Better TT Wl fl T T Fr 
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NEW FRACTIONAL HORSEPOWER SPEED-TROLS 


Sy COMPACT 


= WHERE IT COUNTS... 
AND LIGHTER TOO 


The new Sterling Fractional Speed-Trol has the 

shortest over-all length dimension in the industry 

entiauints and is up to 15% lighter than competitive units. 
from 4660 to 1.2 rpm; 

A. 3 bareaower ratings The new Fractional Speed-Trol retains the rugged 

durability famous in the Sterling line of integral 

variable speed drives and features larger pulley 


diameters for a cooler running, longer lasting belt. 


The new fractional unit may be foot mounted in 

any position, shaft low or shaft high, case upright 

or horizontal, shaft horizontal, vertical or “C” 

Flow or can be furnished with Type C bracket for 

face mounting directly to machinery. Important 

NEMA standard dimensions for shaft height and 

—e | ru | diameter are retained to permit substitution with 


is a variable : standard motors. 
speed gear L — 


motor, too. 
The Fractional unit is available in single phase, 
three phase; drip proof, totally enclosed, explosion 
proof. 


Sia) 


Get the full story about the new 
Sterling Fractional Horsepower Speed -Trol, T fe 22 Le & oe 
write for Bulletin # 207. ELECTRIC MOTORS, INC. 


A Subsidiory of Hathaway Instruments, Inc 


5401 TELEGRAPH ROAD, LOS ANGELES 22, CALIFORNIA 


Offices and stocks in all principal cities. 
Over 400 distributors throughout the country to serve you. 


For More Information Write No. 289 on Place Mark Card—Page 32 
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Quality Made”’ G ER- PAK 


Polyethylene Liners 


4 
e stop waste motion! e handier to use! 
e lower overall costs! 


N A CHOICE: CONTINUOUS ROLLS OR SINGLE FLAT 
NERS ...GER-PAK comes both ways! How do you 
ckage? In steel or fibre drums, cartons, cans, pails? 

Regardless of type, size or shape of container, there’s 
competitively-priced GER-PAK liner to fit your needs. 

Inert to acids, alkalies and caustics, GER-PAK seals 

moisture and contamination ... your products keep 

just-packed” clean look. All liners available in 
ndard flat packing or in new “Hand-E-Roll” continu- 
rolls with perforated separators for quick detach- 
Choice, too, of gusseted and non-gusseted as 

as tie-off and peel over construction. 


LEAKPROOF DOUBLE SEAL 
available upon request 
| us of your specific needs, or write on your com- 
y letterhead for descriptive literature and sample 
ER-PAK liner. Address Dept. PM-9. 


the short way to say superior polyethylene film 


GERING PLASTICS 
division of STUDEBAKER-PACKARD CORP. 
Kenilworth, N. J. 
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COES 


KNIFE ¢oO. 
Your sounce 
MACHINE KNIVES 


Standard and 
‘special blades of 
solid or composite 
steel, for all 
machine knife 
applications. 


MACHINE 
WAYS 


Hardened-and-ground steel 
ways, guides, and wear plotes 
in sizes and shapes to meet 
your specifications. 


COES KNIFE COMPANY 
70 COES ST., WORCESTER, MASS. 
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SHIP CLIPPER CARLOADING 
for Piggyback at its best 


To make sure your shipments 

are received on time, damage-free, use Piggy- 
back. And to make sure you get Piggyback at its 
best specify Clipper Carloading. Clipper does 
more Piggyback shipping . . . has done more for 
it . . . offers experience and equipment second 


to none. 
— between the Mid- 


Cc L I P P E R west and Eastern 


CARLOADING COMPANY Seaboard. 


— from the East ond 
General Offices: Midwest to all points 


323 West Polk St., Chicago 7, Ill. in California, Oregon, 


Washington, Alaska 
Phone: HArrison 7-7780 and British Columbia. 


DAILY SERVICE 


For More Information Write No. 292 on Place Mark Card—Page 32 
For More Information about ad on facing page 
Write No. 293 on Place Mark Card - pg. 32> 
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New Skil method sets anchors* 
400% faster at 1/3 the cost... 


using Model 726 Roto-Hammer and new Skil “Flat-Tip” Carbide Bits 


maser goes 1 No. 23536 6.80 h $37.40 
0. .80 hour's , 
Test Flat-Tip Bit labor total cost 
Based on setting used required (labor and bit) 
1000 self-drilling 
anchors for %” 
bolts in %e” 
diam. holes 
(labor at 
$3.00 per hr.) 





CONVEN- 1 chuck 28.33 hours $94.52 
TIONAL wrench of labor total cost 


: (labor and 
METHOD needed required chuck wrench) ‘ 


NOTE: Cost of anchors (same for both tests) not included. 


This revolutionary new anchor-setting method is still another example of how 
product innovation is increasing sales for Skil distributors. The Skil representa- 
tive in your area will be happy to give you complete information on the Skil line. 
Or write: Skil Corporation, Dept. ‘1251, 5033 Elston Ave., Chicago 30, Illinois. 


*Self-drilling and expansion type shields, also new types about to be announced. 


Automatic Power Rotation. Mode! 
726 drills holes without tiresome hand 
turning of star drilis. Low mainte- 
nance. No springs to break. 


...- AND SKILSAW POWER TOOLS 





INSTEAD OF THIS... 


HERE ARE 7 WAYS TO 
JUDGE FOR YOURSELF! 


with American Aluminum 
Quality ... Dependability ... Service! 


vhen it comes to quality and depend- 
service . . . everyone at American 
im gets in the act. The minute you 
American Aluminum, all members of 
family concentrate on giving you the 
m products that serve your spe- 
needs. From the design to the finished 
ict, all under one roof, you can de- 
on American Aluminum for quality 
rvice . . . when you need it! 








SPECIALISTS IN CONTRACT MANUFACTURING 
OF ALUMINUM FOR THE ELECTRONICS INDUSTRY 





te fabricating facilities for Deep 

Heat Treating, Spinnings, As- 

ibly, Brake Work, Stampings, Anodizing, 
ling, Finishing. 


Complete die making facilities 
Stock dies on hand for om! shapes 
Complete inspection facilities 


Send for brochure “ALUMINUM 
FABRICATING FOR INDUSTRY” 


AMERICAN ALUMINUM COMPANY 


Manufacturers of Aluminum Products 
for industry since 1910 


Sheffield Street, Mountainside, New Jersey 
Information Write No. 294 on Place Mark Card—Page 32 





Seams that are lap-joined and electrically welded 
into durable “one-piece” construction are ca- 
pable of holding up under rough, rugged service. 
Are There Double Wall Flame Arresters? 

Two walls of perforated metal provide a durable 
double barrier to prevent fire. If inner wall is 
damaged, outer wall provides protection until 
unit is replaced. 

Is Spout Seal Leak Proof? 

Spring operated caps with ball and socket joint 
assembly assure uniform, self adjusting, liquid- 
tight seal of the special leak-resistant gasket. 
Is Fill Spout Mechanically Joined? 

Spout will withstand strain of repeated opening 
and closing if clinched and soldered to top section 
of can. 

Is Bottom Protected? 

Bottom of cans are protected from damage if they 
are raised up into can, allowing a protection rim 
around the base. 


Does Dispensing Valve Shut Off Quickly? 

Convenient hand operation gives fast, positive 
control while pouring. Instantly shuts when pres- 
sure is released. 

Is Handle Design Protective? 

Handles with a shock guard shield and protects 
dispensing lever against accidental opening from 
shocks or bumps. 


1 Is Construction Leakproof? 
+ 


Now—investigate Protecto- 
seal Safety Cans—they have 
all the above features built 
in and include many addi- 
tional design and operat- 
ing features to provide op- 
timum safety and service. 


Compare Protectoseal 
Safety Cans with any other 
safety cans and you will 
see why Protectoseal Prod- 
ucts are the quality stand- 
ard of the industry, and 
definitely your best buy. 


For the correct Safety or Storage can to 
meet your individual needs, consult the 
Protectoseal Fi bles Engi in your 
orea, or write for your copy of the new 
catalog of Protectoseal Safety Equipment. 


; : 
RM tre prorectoseat company 


IN CANADA: SAFETY SUPPLY COMPANY, TORONTO 
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General Electric Buys and Sells TOTAL VALUE 


How a Creative Supplier Helps General Electric 
To Offer You Its Preferred Lighting Program 


A CREATIVE SUPPLIER of special sheet aluminum for 
General Electric street and highway luminaires does 
more than provide a quality product at a competitive 
price. He contributes added values—one of which is a 
warehouse stock program that has cut delivery time 
from five weeks to three days and General Electric’s in- 
process inventory from two months to two weeks. 


GENERAL ELECTRIC purchasing management systemati- 
cally appraises added values offered by each of the 
Company’s 45,000 suppliers. These values, together with 
the product values and added values that General Elec- 
tric itself provides, result in the greatest total value for 
General Electric customers. 


THE PREFERRED LIGHTING PROGRAM is a good example 
of this. The supplier’s improved delivery of aluminum 
is one of several factors that have enabled General Elec- 
tric to offer exceptionally fast delivery of the most 
popular street-lighting equipment. Other factors: an 
electronic stock replenishment routine, “building block” 
design and manufacturing techniques. Fast delivery is 
supplemented by another added value: General Elec- 
tric’s new PREFERRED LIGHTING Designer’s and 
Buyer’s Guide simplifies the selection and application of 
equipment, saves the time and expense of individual 
lighting layouts. 


PRODUCTIVE PURCHASING, An Approach to the Sys- 
tematic Appraisal of TOTAL VALUE contains a check 
list to help you compare the added values of competing 
suppliers. For a copy of this booklet (GED-3877)— 
and the PREFERRED LIGHTING Guide (GEA-7100) 
—write General Electric Company, Section 666-06, 
Schenectady 5, N. Y. 


Progress ls Our Most Important Prodvet 


GENERAL @@ ELECTRIC 


DELIVERY OF SPECIAL SHEET ALUMINUM 
OLD METHOD 5S WEEKS 


NEW METHOD 3 DAYS 


A SUPPLIER'S FAST DELIVERY of special sheet aluminum helps 
bring about fast delivery of G-E street-lighting systems. 


THE PREFERRED LIGHTING PROGRAM includes the equipment 
types most popular with customers. Only 148 catalog numbers 
(of 5000 available) meet 95% of all roadway lighting needs. 
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Employment Service 








DIRECTOR OF 

PURCHASES 

Prominent restaurant chain, 
with headquarters in the 
East, has opportunity for top 
purchasing executive. Experi- 
ence in purchasing food sup- 
plies and equipment is essen- 
tial, plus knowledge of food 
processing and _ production. 
High salary, profit sharing 
liberal benefits. Write: 








115. 





Experience: Twelve years account- 


1 payroll-costs, budgeting. 14 
irchasing and stores includ- 
as stores supervisor. Famil- 

ill phases of purchasing and 
neluding inventory control, costs, 
nd value analysis. Desire po- 
the purchasing or stores 
the supervisory level. 
Education: University entrance, busi- 
lege and administration, first 
national accountants’ & ex- 
advanced accounting course. 

Will relocate. 


ore 
272 


ience: Sixteen years asst. and 
agent; single and multi- 
ellent knowledge of steel, 
ail production components, 
ting, and containers, Val- 
inventory control, and 
management supervision. 
y as director of purchases, 
agent, materials manager. 
| references. Age: 41 
2 years college—Business 
AMI Course—Pur- 
' Seminars, Member NAPA. 
Will relocate. 
V I 274 


ition 


Educ 


tration 


ience: Nine years purchasing with 
company. Volume $6 mil- 
Experienced in buying printing, 
supplies, packaging mate- 
,utomobiles, lighting, compress- 
lvertising material and media, 
r supplies. Background in inven- 
mntrol and negotiating. Seeking 
with a challenge and oppor- 


Education: A.B. Columbia College, 
M.A. Columbia Teachers College. 
Will relocate. 


Write: Box 273 


PURCHASING AGENT 
FOR LOS ANGELES 
SCHOOL SYSTEM 
Planning, organizing and di- 
recting the $25 million pur- 
chasing program of the Los 
Angeles, Calif. School System 
is a job which is open to a 
top administrator. Experience 
with both bid and negotiated 
purchasing of foods, office 
supplies, and equipment will 
be helpful. Particular atten- 
tion will be given to candi- 
dates with outstanding ad- 
ministrative records in duties 
relating to purchasing for a 
major organization. Academic 
training should include at 
least one college degree, with 
graduate-level training in ad- 
ministration highly desirable. 
Salary: to $18,000. Write: 
Miss Evelyn Bell, Los Angeles 
City Board of Education, 1061 
Temple Street, Los Angeles 





12, Calif. 








Experience: Nine years diversified ex- 
perience in mining and milling, con- 
struction, and municipal purchasing, 
seven years as purchasing agent. Also 
experienced in setting up and super- 
vising warehouse and inventory control 
system. 


Education: Four years college, degree 
in bus. adm. 

Will relocate. Prefer Southwest. 
Write: Box 249 





HOW TO APPLY 


Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacement or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, spec- 
ify whether you want the ap- 
plicant’s form or the employ- 
er’s form. Address all corre- 
spondence — whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No. Employment Service 
Department. Purchasing 
Magazine, 205 East 42nd 
Street, New York. 











SENIOR BUYER 
Growth pe oy on headquar- 
ters staff with national sup- 
plier of industrial mainte- 
nance products. Must have a 
minimum of 5 year’s experi- 
ence in buying supplies and 
maintenance hardware items. 
Value analysis and supervis- 
ory experience highly desir- 
able. Must have growth po- 
tential. Send resume and 
earnings record. Write: Box 
414, 











Experience: Fourteen years varied pur- 
chasing with two corporations. Now 
managing department of four buyers 
and staff. Related experience in traffic, 
production planning, material control 
and cost accounting. Taught college: 
Accredited courses in purchasing, sales- 
manship, economics and marketing. 
Former NAPA association officer and 
now active national committeeman. 
Seeking greater administrative respon- 
sibility. Age: 38. 


Education: B.S. in Commerce. M.A. Ac- 
counting training. Major corporation 
management training program. Active 
participation in numerous NAPA con- 
ferences, workshops and seminars. 
Will relocate. 

Write: Box 270 


Experience: Twenty years electronic 
company as production planner, ex- 
pediter, presently employed as director 
of purchasing. Member N.AP.A—5 
years experience material control, and 
perpetual inventory. Currently respon- 
sible for 12 million yearly purchases. 


Education: 2 years college course in 
bus. adm. and managership, 1 year 
university extension course in sales- 
manship. 

Will relocate but prefer East coast. 
Write: Box 269 


Experience: Seven months general 
manager and purchasing agent with 
industrial distributor and manufac- 
turers agent. Over twenty-five years 
with Detroit manufacturer as purchas- 
ing agent, assistant purchasing agent, 
production planning engineer and spe- 
cial assignments. 


Education: High school graduate, one 
year college, night school extension 
courses in commercial law. 

Will relocate. 

Write: Box 271 
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Alan Wood Super Diamond floor plate 
is readily welded 


Here’s a rugged, heavy-duty floor plate that can be easily and 
quickly welded with ordinary equipment. It can be fabricated 
and easily matched . . . will wear indefinitely. The unique 
arrangement of the pattern allows you to bend or cut A. W. 
Super Diamond any place. 


Super Diamond has many benefits: available nationwide from 
warehouses . . . easily swept, hosed or mopped, from any di- 
rection, with no pockets to hold dirt . . . safe, non-skid footing. 


For easy fabrication . . . for long wear . . . for easy installation 
. specify Alan Wood Super Diamond. Write for Bulletin 


ALAN WOOD STEEL COMPANY 


Conshohocken, Pa. - STEEL PRODUCERS WITH THE CUSTOMER IN MIND 
DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia « New York « Los Angeles « Boston ¢ Atlanta 

Cincinnati « Cleveland « Detroit « Houston « Pittsburgh « Richmond « St. Paul « San Francisco ¢« Seattle 

Montreal, Toronto and Vancouver, Canada—A. C. Leslie & Co., Ltd. 
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NEW LIGHTWEIGHT 
CONVEYOR BELT 
AFFORDS SUBSTANTIAL 
OPERATING ECONOMIES 


RECENTLY INTRODUCED WOVEN CARCASS NEOPRENE BELT HAS ALREADY 
PROVEN ITS SUPERIORITY IN RUGGED UNDERGROUND MINING SERVICE 


A new kind of conveyor belt, designed around a 
revolutionary lightweight woven fabric carcass, is 
proving itself in severe mining service. 

Because of the strength and toughness of its 
interwoven carcass, the new belt has a long life ex- 
pectancy. It’s flexible . . . troughs and trains well 
... and does an excellent job of coal handling. 


Top and bottom covers of Du Pont neoprene con- 





After 6 months’ experience with this new lightweight woven carcass 
neoprene belt, the superintendent of one major mine reports: “It 
has given good all-round performance. its many improvements 
allow for faster installation, higher tonnage and better recovery.” 


tribute to the belt’s superiority. Neoprene provides 
needed safety because it is fire-resistant; will not 
support combustion. It gives improved perform- 
ance because its high coefficient of friction elimi- 
nates power loss caused by slippage . . . reduces belt 
“run out” at loading points. Neoprene provides 
greater economy because its balanced combination 
of properties affords resistance to abrasion and im- 
pact; protects belt carcass from damage by acid 
mine water, mildew, and oil or grease sometimes 
present in mining operations. 


Other advantages are cited for the new belt. For 
example, it’s easier to handle and install, has longer 
wearing edges, holds splices and trains better. In 
addition, better flexibility and handling ease result 
in increased operating efficiency. 


We'd be happy to tell you more about the de- 
pendability and long life of a neoprene belt. For 
more information on this radical improvement in 
belt construction—and sources of supply—write 
E. I. du Pont de Nemours & Co. (Inc.), Elastomer 
Chemicals Department P-9, Wilmington 98, Del. 


Gl PONY 


806. uv. 5. pat. OFF 


NEOPRENE 


SYNTHETIC RUBBER 


Better Things for Better Living ... through Chemistry 
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ATERIALS-HANDLING NEWS 








NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 





olin roof aids all- weather shipments 


\s one of their steps to build up shipping 
ge port operations, Gulfport 
oaiiibon Gulfport, Miss., de- 
> novel movable sheds. They 
unloading of banana boats 

e heaviest of rainstorms. 
heds roll quickly and easily into 
on Bassick medium-duty “77” 


and heavy-duty “HA” series casters with 
8-inch forged-steel wheels. And they roll 
away just as easily when no longer needed. 

Whether your caster application is as 
novel as this or not, chances are 
there’s a Bassick caster that’s just right 
for the job. Why not check your Bassick 
distributor? 





Mile of towline moves 
here on “Bassicks”’ 


t a small part of the materials- 
ing set-up at the ultra-modern North 
vick, N. J., plant of Johnson & John- 

famous makers of BAND-AID 

Bandages, and a variety of other 

and medical products solve 

handling problems with carefully 
wlines, totaling more than a mile 

On each towline truck, easy-roll- 

swiveling Bassick Series “S99” 

n front, and Bassick “Alcore” 

it rear, insure maximum life with 
1 Maintenance, 





Easy rolling press roll 


Gentle handling is what this rotogravure 
cylinder gets—on its way to the printing 
presses of one of the country’s largest high- 
speed printers. 

Bassick Floating Hub casters (inset), on 
the special dolly used for 
handling the cylinder, ab- 
sorb shocks, protect floors, 
and make for easy move- 
ment over obstacles. 











STEWART-WARNER CORPORATION | 


illustration courtesy 
of ‘‘The Chronicle"’ of 
the Early American 
industries Association 


Early | 
baby walker on casters 


Even babies used casters in early America, 
as this antique baby stroller shows. It has 
four casters (not Bassicks) and tip-proof de- 
sign. Casters have grown a lot since those 
infant days. Today, there’s a caster to move 
practically anything. 


Massive test stand 
...mobile electronics 


The rigidity of a concrete 
emplacement is necessary 
for this fantastically precise 
gyro test-stand at Ford In- 
strument. Co., Division of 
Sperry Rand Corporation, Series “68” 

makers of guidance systems for some of our 
most famous missiles. But note the ready 
mobility of the electronic rack at right. 
Bassick casters allow smooth, easy motion 
to any location desired. 


See your distributor who handles Bassick cas- 
ters. He can help you select the right caster 
from hundreds of types, and has many of them 
in stock. 0.34 


Bassick | 


A DIVISION OF 








For More Information Write No. 299 on Place Mark Card—Page 32 


PURCHASING 














Electric Trucks REDUCE NO/SE LEVELS 


Quiet operation of battery-powered electric trucks elim- 


inates distraction and annoyance to workers performing 
other production work. Quiet operation is an outstanding 
advantage when it is necessary to give verbal instructions 
to truck operators or to signal them by a dispatch system. 
Finally, quiet battery-powered electric truck operation is 
a valuable safety factor—the operator can concentrate 
better on activity around him. 
Add quietness to a convincing list of other benefits 

lower operating cost, less maintenance, clean and safe 
operation—and you can see why users prefer electric 


trucks for modem, efficient materials handling 


Electric truck users generally agree on one other point, 
too—Gould Batteries for longer life. With the vital new 
Silconic Plate, Gould Batteries offer up to 25% longer 
life through prevention of grid corrosion. 

Join the list of satisfied users who prefer this ideal 
combination of battery-powered electric trucks and 
Gould Batteries. For more complete information, write 
or call the local Gould representative nearest you. Ask 
for booklet “Why We Use Battery-Electric Industrial 
Trucks.” Gould-National Batteries, Inc., Trenton 7, N. J. 
In Canada, write to Gould-National Batteries of Canada, 


Ltd., 1819 Yonge Street, Toronto, Ontario. 


More ower to you Gorm BOHULB 
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